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Hikes Output 
‘o Pace Industry 
ain of 4.8 Pet. 


E Ford, AMC and S-P 
‘Also Climb; Week’s 
Car Yield Is 117,334 


By John K. Teahen Jr. 
Staff Writer 
CED by a 13.7 percent increase 
‘at General Motors, U. S. auto 
last week assembled 117,334 
compared with 111,936 the 
vious week. 
Motor Co., American Mo- 
and Stadebaker-Packard also 
pd their schedules last week 
give the industry an overall 
» of 48 percent. 
» 117,334 figure was 95 percent 
the Automotive News three-year 
and was 3.45 percent above 
corresponding week a year ago, 
n auto production totalled 113,- 
units. 
was, however, 9.5 percent below 
weekly average of 129,725 
d during the first six months 


GM surge enabled 
to build 54,554 cars 
d with 47,968 the week be- 
Chevrolet, which held 
500 units (compared 
was the only division 
schedule an increase. 
>= = . 


DSMOBILE climbed to \7,390 
from 5,232; Pontiac built 7,200 
5,609; Cadillac jump to 
from 2,697, and Buick booted 
to 5,104 compared with 2 . 
labor dispute at Fisher Body’s 
nd Blanc (Mich.) plant kqpt 
ic! from posting an even ¢ eafer 


Edsel entered the productic 
>» last week with an esti- 
(Continued on Page 37, Col 3) 
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Top Cars 


istrations for five 
ree states for June: 
Make 1956 Pos. 
550,369— 2 
662,836— 1 
215,941— 4 
250,197— 3 
200,351— 5 
162,002— 6 
119,267— 7 
93,697— 8 
61,822— 9 
44,379—11 
48,133—10 
31,031—13 
38,393—12 
18,153—14 
4,490—18 
12,828—16 
2,088—19 
15,126—15 
5,839—17 
835—20 
33,420 
Total All Makes 
2,574,665 2,571,697 
Further details on Page 32. 


ll-Aluminum ‘Dream’ Car— 
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Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 
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New Area-Bonus Drive 


Bypasses NADA in Plea 
To Gain Dealer Support 


By Maynard M. Gordon 
News Editor 


A “GRASS ROOTS” movement of 
new-car dealers to obtain a 
service-responsibility bonus plan 
sprang up last week, amid growing 
signs that the auto manufacturers 
were giving NADA’s recent pro- 
posal serious attention. 

In Oklahoma, a group of 24 
NADA members organized the 
“Authorized Dealer Survival 
Assn., Inc.” to seek a service- 


The “Piedmont,” an all-aluminum car of the future, is one of six autos styled by 
iser Aluminum's industrial design department and previewed by auto-industry 
ists, The car features a three-piece retractable hardtop, all-aluminum body with 
die-cast doors, exposed frame rails, die-cast wheels with integral hub and drum and 
l-away hood and deck covers. (See story and more pictures on Page 6.) 


ealers Reel Under Cross-Selling 


Eprror’s Norse: This is the first 
@ series of reports on the 
effects of cross-selling on a med- 
a size city—in this case, Flint, 
h. Flint has more than 160,000 
and is 59 miles north- 
t of Detroit. 
= - = 
By Joseph M. Callahan 
Staff Correspondent 
Fy -—“Out-of-town dealers are 
selling more than a third of 
in Flint—and they’d be 
cae half the cars registered in 
Flint |if we didn’t cut our prices 


[Part of TimePayment Sthdy J. 
N. Y. to Pro \e Reserves 


B ¥Y.—The State of New 
‘York is investigating automo- 
dealers’ finance reserves as 
of an overall legislative pro- 


announcement said that the 
printendents of banks and in- 


along with the governor’s| backs, 


ing of a governor's conference in 
the fall ... 
“ + . 


N THE meantime, an interde- 

partmental study is being made 
of “credit life insurance” and other 
insurance aspects of time sales, and 
“the practice in installment sales of 
automobiles whereby dealers obtain 
through dealer reserves (‘kick- 
backs’), a portion of the credit 
service and/or insurance charges 
which the consumers pay . 
(Note: The parentheses and quota- 
tion marks around the word, kick- 


nouncement.) 

Asked to comment on this an- 
nouncement, Nelson K. Mintz 
(DeSoto-Plymouth), Staten Islarid, 

(Continued on Page 4, Col. 1) 


way down,” according to Laverne 
Marshall, secretary-treasurer of the 
Flint Auto Dealers Agsn. 

In these words, Marshall, who 
has been a Nash dealer for some 
20 years, called attention to the 
fact that cross-selling—a major 
dealer problem throughout the 
country—has these two principal 
harmful effects on dealers: 

1, It reduces the dealer’s volume. 
2. It reduces the dealer’s profits. 

7: > * 
HE CONTINUED: “This thing is 
really serious, We (the Flint 
dealers) devoted our entire meeting 
to it the other night, although we 
didn’t come up with any solution. 

“I don’t think there’s any 
answer except a return to terri- 
tory security—it’s either that or 
chaes, We’re going to work 

" and through 
the Dealers 


Michigan Automobile 
Assn. But I don’t know what we 
can do.” 

Marshall said that he thought the 
“area of service responsibility” plan 
(whereby each degler pays the. fac- 
tory $100 more per car and collects 
$100 cash for each car in 


originated in the State an-| slowed down. 


responsibility plan independently 
of NADA’s program. 


An ADSA membership appeal 
was mailed Friday to 35,000 Big 
Three dealers across the nation. It 
proposed that a _ service-responsi- 
bility clause be written into new- 
model pricing agreements ag part 
of normal bonus and rebate pro- 
cedures. 


Leading the ADSA drive for what 
is called an “owner assurance serv- 
ice plan” is Mead Norton (Buick), 
Oklahoma City, who is the Sooner 
State’s NADA director and an 
NADA regional vice-president. Bert 
Horner, an Oklahoma City adver- 
tising man, is managing director of 
ADSA. 


<< o top officials of a 
Big Three maker admitted that 
they were deeply concerned about 
the cross-selling problem and were 
making a thorough study of NADA’s 
proposed plan for “area of service 
responsibility.” 

This study may take two or three 
months, it was stated. NADA had 
received no formal reactions from 
auto makers at press time Thurs- 
day. 

The ADSA service-responsibility 
bonus would be incorporated in 
every selling agreement's pricing 
addendum, which is revised an- 


that they are using former At- 
torney General McGrath’s opinion 
(which resulted in the ending of 
territory security) as a blind to 
ow they had always wanted to 


“Here in Flint, we used to have 
a nice group of happy dealers. 
Everybody made a good living, al- 
though only the Chevrolet dealers 
made any real money. Now, most 
dealers here and elsewhere abso- 
lutely refuse to put any more 
money in the business.” 


ling 
been increasing in Flint for the 
2% years, he said that it 
assuming serious proportions 
(Continued on Page 6, Col, 4) 


nually at new-model introduction 
time. 


ADSA proposes that the factories 
pay dealers an overriding bonus of 
5 percent of the factory list price 
on cars and trucks, The bonus 
would be paid on each vehicle 
transaction made in the dealer's 
designated area of sales and serv- 
ice responsibility. 

Under the NADA plan, approved 
by the board of directors at a spe- 
cial meeting last month, the serv- 

(Continued on Page 36, Col. 1) 


Summer Heats Up 


Used-Car Sales 


Prices and Demand 
Continue Strong 


By Robert M. Lienert 
Associate Editor 
OOD Old Summer Time” could 
well have been the theme song 
last week for the nation’s used-car 
merchandisers. 


According to reports from the 


holding up remarkably 

this time of of year. Activity is brisk 
and prices, by and large, have 
refused to buckle. 

“It looks like spring waited until 
summer this year,” said one South- 
ern operator last week. 

> ~ 
ANY used-car men would have 
agreed with him. For used-cars 
had suffered from the same spring 
lethargy that had attacked new-car 
sales this year. The advent of hot 
weather, however, has apparently 


The past few weeks, in fact, have 
seen scattered new-car dealers re- 
linquishing their franchises to con- 
centrate on service and used-car 
sales. 

Approximately seven million used 
cars were retailed in the first half 
of this year. While. this is about 
500,000 fewer than were sold in the 

(Continued on Page 4, Col, 1) 


Inside Automotive News... 
Factories urged to take “positive action” against 


bootlegging. Page 3. 


Managers of independent dealer associations. form 
own organization. Page 8. 


Governor of Illinois vetoes all bills backed by 


dealers. Page 3. 


First dealerships announced by Edsel listed by 


state. Page 8. 


New-vehicle registrations, Page 32. Foreign-car prices, Page 32. 
Detroit used-car auction, Page 4. Other auctions, Page 30. 
Vehicle production by makes, Page 37. 
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Despite 2nd-Quarter Hike... 


Canadian Output Off 
Slightly from °56 


By Martin L. Whitmyer 
Staff Writer 
ANADIAN car manufacturers 
completed the first six months 
of this year with 1.5 percent fewer 
assemblies than during the first two 
quarters a year ago despite a 10.2 
percent increase in car output dur- 
ing the second quarter. 

Car output for the first half of 
this year totalled 218,215 units, 
compared with 221,615 units a 
year ago, Of the total for the first 
six months of this year, the Big 
Three produced 213,215 cars for 
97.71 percent of total factory out- 
put, A year ago the General 
Motors-Chrysler-Ford combine. 
built 95.82 percent, or 212,352 
cars. 

Truck output in Canada was up 
21.6 percent in the second quarter 


Car Output 
Second vs. First Quarter 


Pet. of Pet.of Gain 











24 Qtr. Ist Qtr. or 

Output Output Loss 
BM oss 45.29 43.36 +143 
For .............. 30.60 29.66 +094 
3—Chrysler ........ 21.22 24.385 —3.63 
SEEM Seissoscosintecs 190 1.14 +-0.76 
S—AMC ............. 99 049 +050 
IES, excnssatcees 100.00 100.00 





of this year, but first-half figures 
showed commercial-car assemblies 
18.5 percent behind the first two 
quarters of 1956. 
> > > 
vo four truck manufacturers— 
M, Ford, Chrysler and Inter- 
national Harvester, turned out 44,- 
503 vehicles during the first six 
months of this year, compared with 
54,623 during the same period a 
year ago. 
Combined car-truck assemblies 


Ford Net Profit 


For Year Tops 
Quarter Billion 


DEARBORN.—Ford Motor Co.’s 
net profit for the year ended March 
31, after funds had been set aside 
for income taxes, amounted to $263,- 
394,000, the company has reported. 

The company said the statement 
as of March 31 was called for in 
the underwriting agreement signed 
by the company, the Ford Founda- 
tion and underwriters at the time 
Foundation stock was sold to the 
public. 

The statement showed net sales 
for the year at $5,013,320,000. Costs 
excluding taxes were placed at $4,- 
501,178,000 and $278,500,000 was set 
aside for U. S. and foreign income 
taxes. 



















642,000 
| 570,900 


an, Feb. 





were up 12.01 percent during the 
second quarter of this year, but 
first-half totals were 4.9 percent 
off the first six months of last 
year. 

The makers turned out a total of 
262,718 vehicles during the first six 
months of this year, compared with 
276,238 during the same period a 
year ago. ~ ‘ 

* = 


G* WHICH was out of produc- 
tion due to a strike during 
January last year, was the only car 
maker to show an increase over 
the first half a year ago. 

A 1043 percentage-point im- 
provement resulted from an out- 
put of 97,352 cars and 44.61 per- 
cent of total car output this year, 
compared with 34.18 percent 

@ year ago on 75,756 cars. 
GM’s output of 17,819 trucks dur- 
ing the first half of this year gave 
it 40.04 percent of total commer- 
cial-car production and a 0.16 per- 
centage-point gain over a year ago, 
when it turned out 21,784 trucks 
for 39.88 percent of total industry 
assemblies. 
= - 7 
Fror> dropped 3.55 percentage 
points as a result of a produc- 
tion of 65,792 cars for 30.15 percent 
of total Canadian car output during 
the first half of this year, compared 
with 74,673 cars and 33.70 percent 
during the same period a year ago. 

Truck output at Ford during 
the first half of this year totalled 
14,364 units and 32.28 percent of 

output, as against 31.27 per- 
cent or 17,079 units a year ago. 


i 


Ford's truck output jumped 6.32 
points or from 28.81 to 35.13 per- 
cent in the second quarter, while 
GM's commercial-car assemblies 


Truck Output 
Second vs. First Quarter 











Pet. of Pet. of Gain 

24 Qtr. ist Qtr. or 

Output Output Less 
el, ee 35.51 45.56 —10.05 
2—Ford . 35.13 2881 + 6.32 
BT ono eeeceeeee 1942 14.90 + 4.52 
4—Chrysler ...... 994 10.73 — 0.79 

_ ee 100.00 100.00 





dropped 10.05 points from 45.56 to 
35.51 percent. 
> > * 
M’S CAR output jumped 1.43 
percentage points during the 
second quarter, while Ford’s climb- 
ed just 0.94 points. 

Chrysler showed the biggest car 
output loss of any makers as it 
dropped 4.99 points from the first 
half a year ago. The Windsor 
firm turned out 50,071 cars for 

(Continued on Page 34, Col, 3) 


New-Car Production Scoreboard 


What's Happening This Year— 


578,826 
549,239 
531,365 
os 500,271 
| | 492 
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oo: ... entering 3rd Quarter 


Share of Canadian Car Assemblies .. . 


First Half Output — ‘57 vs. "56 


Output, 
1957 


.- 65,792 


Total, Little 2 
Total Cars, Canada .... 


Pet. of 
1st Half 
Output 


Pet. of 
1st Half 
Output 
22.95 
30.15 
44.61 


Total 
Output, 
1966 
61,923 
74,673 
715,756 


97.71 
, 0.75 
1.54 


212,352 
3,790 
5,473 


9,263 
221,615 


2.29 








Switch Due on 758s... 


Playing Down Horsepower 


By John K. Teahen Jr. 
Staff Writer 

A= AGENCY men have climbed 

out of their hotrods and are 
testing terms like comfort, roada- 
bility and pride of ownership as 
they chart their campaigns for the 
1958 models. 

Even horsepower may be taboo 
in their autumn offerings. This 
much-used sales hypo now bears 
a large “caution” sign, and more 
than one manufacturer told Auto- 
motive News last week that it 
now plans to list horsepower “only 
in our specification charts.” 

The reason, of course, is the 
racing ban and speed deemphasis 
voted early in June by the directors 


Inspection Law 
Draws Attack 
In Colorado 


DENVER.—Colorado’s revised ve- 
hicle inspection program has been 
criticized by Jack Campbell, presi- 
dent of the Denver Independent 
Garage Owners Assn., as “the same 
as we've always had, but at three 
times the price.” 

A 1957 law raised the cost of the 
inspection from 50 cents to $1.50 
and tightened vehicle safety stand- 
ards and requirements for inspec- 
tion stations. 

Campbell charged that station 
licensing requirements were being 
too liberally interpreted and that 
improperly equipped and manned 
stations are approving vehicles 
which do not come up to stand- 
ards. 

David Walker, head of the in- 
spection program, confirmed that 
the requirements for stations were 
being interpreted liberally and said 
that probably a year would be 
needed to get the program working 
smoothly. 

He denied that the inspection pro- 
gram was falling apart. He said so 
many vehicles were being rejected 
for faulty brakes in Denver that 
“every brake repair business in the 
city is jammed up.” 



















of the Automobile Manufacturers 
Assn. 

Horsepower claims are affected 
since the AMA resolution recom- 
mended that members shun men- 
tion of torque or engine character- 
istics in relation to speed. And 
speed and horsepower have become 
almost synonymous in the mind of 
the public. 


oe * * 
LTHOUGH the AMA edict has 
forced changes in a few 1957 
advertising campaigns (as well as 
bringing about a realignment of 
thinking for 1958), few admen are 
unhappy about the new policy. 

The cost of the racing program 
is one item that many factories 
are glad to be rid of. “It was a 
real rat race,” a spokesman for 
a volume producer declared last 
week. “You couldn’t afford to be 
in it and you couldn’t afford to 
stay out of it.” 

For 1958, the consensus of adver- 
tising men is that styling, engineer- 


Next week’s engineering section 
will feature another article on 
the effects of AMA’s horsepower 
curb. 





ing, comfort and pleasure will come 
to the fore. 

“The companies with all-new cars 
naturally will plug styling,” an ad- 
vertising executive explained. “The 
firms that made their big change 
last year will talk about the new 
features they’ve added to bring 
their models even greater public 
acceptance.” 


* * 
pans of ownership also appears 
due for revival. Many observers 
feel that this important sales tool 
has been slighted during the horse- 
power race of recent years. 
Comfort will be another potent 
advertising weapon. Manufacturers 
will continue to laud the softness 
of car seats and the tasteful decor 
of the vehicle’s interior. 

In a broader sense, comfort 
will include performance, roada- 
bility and ease of handling. 
Terms like “power when you 

need it” and “power for safe pas- 

sing” may be outside the pale of 

the AMA resolution, but economy, 

steering ease, braking efficiency 

and safety aids are but a few of the 

many items which may be stressed. 
* 


a + 
OWER assists could be another 
excellent source for “advertising 
that sells.” Many dealers feel their 
factories have not devoted sufficient 
efforts to promoting these features. 

“Take power steering,” a dealer 
handling one of the low-priced 
three said recently. “Anyone who 
buys it says he'll never be with- 
out it on future cars. I think 
that’s a great feature for adver- 
tising.” 

Another observer summed up the 
AMA resolution and the 1958 cam- 
paign this way: “Maybe it’s time 
to remind people that driving is 
fun. After all, how many people 
really care about going 110 miles 
an hour?” 


Freight Costs Add $40 


To Metropolitan Prices 

DETROIT. — American Motors 
last week announced $40 price in- 
crease on Metropolitans, due to 
higher freight costs. 

The new East Coast port-of-entry 
prices are $1,567.15 for the two-door 
hardtop and $1,591.15 for the con- 
vertible. West Coast figures are $1,- 
608.65 and $1,632.65, respectively. 


Replacement Parts ‘ 
Upsurge Sighted 


Better Profits Seen 
For Rest of Year 


NEW YORK.—A spurt in the 
sales of replacement paris should 
benefit automobile parts firy 
during the rest of 1957, acco 
to a survey by Standard & Poor's, 
stock analysis firm. 

The survey found severa! bright 
spots in the outlook for parts 
firms—rising numbers of vehicles 
in use, growing need for repairs 
on cars produced in the 1955 
record year and a prediction of 
6,100,000 new-car sales for the 
year. 

The first two mean more replace. 
ment parts sales while the third 
means substantial sales to auto 
manufacturers, with some 
pliers getting a better slice of the 
market than others. 

Standard & Poor’s said longer. 
lived parts have held sales of re 
placement parts below expectations, 
but added that an increase in total 
sales was seen for the year. 

The analysts feel that about two 
years after purchase, cars begin to 
need repair parts in substantial 
numbers. 

With Ford Motor Co, and Chry- 
sler increasing their shares of the 
new-car market, their suppliers 
are hanging up improved sales 
records. 

On the other hand, suppliers to 
manufacturers which are losing 
some of their share of market, such 
as General Motors, are losing some 
of their parts business. 

The introduction of 1958 models 
in the fall may upset the auto sales 
pattern and thereby change the 
parts picture, Standard & Poor's 
said 
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Parts firms will have to mee 
higher costs in the last part of 1957, 
the survey found, Three-year labor 
contracts signed in 1955 provide 
raises in the last half of 1957 at 
many companies. 

Most raw materials, with the 
notable exception of copper, and 
other costs of doing business, such 
as freight and advertising, are 
continuing on the uptrend, the 
survey found. 

Nonautomotive and military sales 
will vary widely among parts manw- 
facturers, but Standard & Poor's 
looked for the rest of 1957 to show 
improved earnings predominating. 







Business 
Barometer 


Auto Production — 139,879 cars, 
trucks in week vs. 134,608 the year 
before. 

Business Failures—256 in week 
vs. 251 the year before. 

Department Store Sales—Up 4 
percent from the year before. 

Freight Loadings—535,334 cars in 
week, an increase of 57,037 cars from 
the year before. 

Gasoline St oc k s—1i85,920,000 
barrels, a decline of 2,603,000 barrels 
in week. 

Jobless Claims—335,300 in week 
vs. 316,700 the year before. 

New-Car Registrations—2,574- 
665 in 1957 to date vs. 2,571,697 
year ago. 

New-Truck Registrations—362, 
424 in 1957 to date vs. 388,783 year 
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ago. 

Oil Stocks — 279,025,000 barrels, 
an increase of 1,742,000 barrels in 
week. 

Steel Output—81 percent of esti- 
mated capacity vs. 78.7 percent week 
earlier. 

Used-Car Prices—$893 in July to 
date vs. $893 in June. 

Wholesale Prices—117.8 percent 
of 1947-49 index vs. 117.5 percent 
week earlier. 
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Common Stocks 

July July 1957 

17, 10 High tow 
Am. Motors 7% 7% 8% 5% 
Chrysler 79% 78 81y%, 64% 
Ford 57% 55 59% 54% 
GM 46, 44%, 47Y, 38% 
s-P 6% 6% 8% 5% 
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Average 38.38 






























MUST eliminate cross-selling 
and bootlegging to save the 
automobile retailing trade. 
We talk about “area of service 
responsibility” or “territory secur- 
” The use of the two different 
terms which mean the same thing 
has confused the dealer. We must 
pecome united on the method to be 
employed if we are to obtain results. 
None of us wants state or Fed- 
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Place.§ gal laws to regulate automobile 
third} gelling. I am sure we can get re- 
auto} ef within the industry. 

} SUp-f None of us likes the words “terri- 

of the# tory security.” They just do not 


sound good. They leave a bad pub- 
jie relations impression. Isn’t it 
rather selfish for dealers to advo- 
eate territory security for them- 
selves? 

Everybody will admit, including 
the factories, dealers and the pub- 
lic, that it’s time for a change. 
Surely, no set of independent busi- 
ness men should be expected to 
take the risk, of this business, at 
the small profit dealers are cur- 
rently salvaging. 

I offer a plan. A simple plan, I 
would like to call it the “owner 
security plan.” Isn’t the satisfaction 
of owners the goal for which the 
entire industry should strive? The 
automobile has become an integral 
part of our American life. We of 
this trade must see that those who 
buy and use our product get the 
utmost satisfaction from its use. 

The plan can be installed without 
administrative difficulty. It will not 
disrupt but rather improve our his- 
torical method of selling automo- 
1957, F biles. Its purpose is to assure satis- 
factory treatment to owners irre- 
spective of where they buy or 
where they may live or used their 
cars. It will increase the opportuni- 
ties of every individual who spends 
his life’s efforts in this business. 

os as = 


Outline of Plan 

BLErLy, the plan is this: Manu- 
facturers bill all dealers at 17 

percent with the shipment of each 

car. At the end of each model year 

the dealer gets an additional pay- 


Ark. License Act 
Still Is Binding, 
Dealers Warned 


LITTLE ROCK, Ark.—The at- 
torney general’s office has ruled 
that automobile dealers must apply 
for licenses from the new Arkansas 
Motor Vehicle Commission even 
though the act creating the com- 
mission has been challenged in the 


Commission Chairman James T. 
Phillips said some dealers were not 
making application because of the 

on the act. 
attorney general’s opinion 
Said the effectiveness of the act is 
not suspended by the filing of the 
suit and that dealers must comply 
with it at least until the law is de- 
clared unconstitutional by a court. 
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Dealers tell me 


By John 0. Munn 


ment of 8 percent for all cars 
shipped to him that remain in his 
alloted territory. 

Dealers not only get this 8 per- 
cent for the cars they sold which 
remain in their alloted territory, 
but an additional 8 percent for 
all cars sold by other dealers that 
have come to rest in their alloted 
territories if they are servicing 
these cars properly. That is the 
entire plan. 

I do not know why we have not 
been operating on this basis for 
years. This is the one trade, that 
we of necessity, must have high in- 
vestments to take care of our buy- 
ers. Every owner is entitled to 
prompt, efficient, economical serv- 
ice, instantly available in the com- 
munity in which he uses his car. 

The plan does not change the 
traditional dealer discount. It does 
not increase the price of the car. It 
simply lays a condition whereby it 
is to the interest of all dealers to 
serve owners located adjacent to 
them. 

From the factories’ standpoint it 
would develop strong, well-financed 
dealers able to support a factory 
through an unpopular model year. 
It does not penalize dealers. It in- 
creases their profit opportunities. 
With the new IBM machines and 
with state registrations available, 
it wouldn’t be difficult for factories 
to administrate such a procedure. 
My lawyers tell me it would not 
violate any Federal or state laws. 

+. > 


Illicit Profit Gone 
— the factory allots a spe- 
c 


ific territory for each dealer 


and rewards him for performance 
in a given area, there are no rules 
as to where he sells cars or at what 
price. The plan simply takes out 
the profit of bootlegging and cross- 
selling and rewards the dealer who 
aggressively works his own terri- 
tory. 

From the standpoint of the 
dealer he could afford to go all 
out satisfying owners. It would 
be to his interest to develop brand 
loyalty. It would be helpful in his 
used-car operation. 

I have arbitrarily set the initial 
discount at 17 percent. Many deal- 
ers tell me that when they worked 


for Ford years ago at 17 percent 
they made more money than they 


have before and since. 
They simply had to take used 


cars at a fair price rather than at 
a fictitious allowance. Who among 


our customers should get good 
deals? It is the used-car buyer. 
He is the missionary of this whole 


business. He constitutes the largest 


market for accessories, parts and 
service. Most always the use of a 
used car means more to him than 


a@ new car to a new-car buyer. He 
shouldn’t be penalized because we 
allow too much for used cars to 


sell a new one. 
> s 


+ 
Overhead Constant 
Ta overhead for the average 


dealer was 14 percent the first 


three months of this year. This, 


comparatively, is a volume year. So 
it will never be reduced much be- 
low this figure. But the difference 
between the dealers’ overhead 14 


percent and the 17 percent initial 
discount keeps him in business. 





recipients of his generosity, If 
the cars stay in his territory, he 
will eventually get the additional 
8 percent. 

There would be no difficulty in 
alloting the territory for 80 per- 


cent of the dealers. It would be 


divided by counties or townships, 
as has been the custom of the past. 


Where there are multiple dealer- 
the territory would be alloted 
to that group of dealers. There they, | the 
would be rewarded 
proportionately to the number of 
they. originally sold as com- 


ships 
individually, 


cars 
(Continued on Page 34, Col. 3) 
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Big 3 Reply to La. Dealers... 


Bootlegging Debate 


Jy prtad ORLEANS.—Declaring that 

bootlegging is increasing in 
Louisiana, the Louisiana Auto- 
mobile Dealers Assn. has urged GM, 
Ford and Chrysler to take “positive 
action” to halt bootlegging and has 
received replies from the three 
manufacturers, 

In a resolution adopted last 
month, the Louisiana dealers 
urged that “the presidents of the 
automobile manufacturers be con- 
tacted immediately; notifying 
them of the information (lists of 
bootleg sales) in our hands, and 
requesting they send a represent- 
ative to examine the documents 







































and C. K. Hutchens jr., all board members. 








By W. M. McCarty 
Staff Correspondent 

CHICAGO. — Gov. William G. 
Stratton kicked up a storm among 
auto dealers by signing some 1,184 
bills and vetoing practically all that 
were sought by dealers. 

The majority of Chicago-area 
dealers were “shocked” at the gov- 
ernor’s action on the various auto- 
motive bills. 

The Chicago Automobile Trade 
Assn. said that while a number of 
bills which would have been detri- 
mental to dealers were success- 
fully opposed, “we are unable to 
understand 


















The bills referred to were the 
Sunday closing, the “model bill’ to 
regulate installment sales of motor 
vehicles, the use-tax amendment 
and a prior-use-tax amendment. 

Regarding the Sunday closing 
specifically, the CATA said that a 
“clear showing” of the need for 
such a law was made to the Legis- 
lature, which passed the bill, and 
added, “But the governor evidently 
ignored this and failed to give this 
legislation proper consideration as 
is evidenced by his statement that 
he would veto it even before he 
got back to Springfield.” 

When the Governor vetoed the 
“model bill,” he said that a previ- 


















-|ously signed bill covering install- 


ment sales would cover motor ve- 
hicles. The CATA, however, says 
that the “model bill” was designed 
specifically to curb excessive 
charges by setting a ceiling on 
interest rates. 

It also required that charges for 
financing and insurance be listed 
as separate items on the bill of sale. 

Of the bill which the governor 
said covers motor vehicles, the 
CATA said, “This bill was amended 


















the buying public. from: exorbitant 
As a result of the veto of the 





in our possession with the pur- 
pose that after they have in- 
spected this affirmative documen- 
tary proof, they take positive 
action to put an end to such 
detrimental bootleg practices.” 

Harlow H. Curtice, GM president, 
wrote an eight-page letter to John 
O. Hofbauer, LADA manager-direc- 
tor, in which he outlined what GM 
has done and has tried to do in its 
unsuccessful effort to curb boot- 
legging. 

* * * 
URTICE concluded, “I have out- 
lined this record above, first, 

because I cannot believe that if you 
really knew and understood what 





Virginia Dealers Elect Officers— 


Taking over their new duties ore the newly elected officers and directors of the 
Newport News-Hampton (Va.) Automobile Dealers Assn. Seated, from left, are W. H. 
Bowditch, secretary-treasurer; Michael Suttle jr., president, and Martin J, Krinick, 
vice-president. Standing: J. L. Baltes, H. M. Spencer, Tip Shackelford, J. L. Tysinger 


All Bills Backed by Dealers 
Vetoed by Illinois Governor 


use-tax amendment, the Depart- 
ment of Revenue will start en- 
forcing on Aug. 1 the collection 
of the 2% percent Illinois use tax 
on the full retail selling price of 
a motor vehicle. 

This means Chicago and all Illi- 
nois dealers will be obliged after 
Aug. 1 to collect the 2% percent 
use tax on the full price, without 
regard of a trade involved, on all 
vehicles they sell and remit that 
amount to the Department of Reve- 
nue. 

Chicago dealers also were re- 
minded by the CATA that they are 
still liable for the 3 percent retailers 
occupation tax (2% percent State 
and % percent City) on the cash 
difference only of such transactions. 
The use tax collected still acts as 
a credit against that liability. 

This was the second time the gov- 
ernor had vetoed a use-tax amend- 
ment after it had passed the House 
and Senate. 

One law, which the governor 
signed, is having its repercussions, 

(Continued on Page 6, Col. 1) 





was done and what was not done 
to meet this bootlegging problem, 
you would adopt such a resolution; 
and, secondly, to demonstrate that 
there isn’t any ‘positive action’ that 
can be taken by automobile manu- 
facturers to put an end to boot- 
legging practices under existing 
laws. 

“I wish to assure you that we 
regret the situation as it exists 
but we must and. will be guided 
in our actions and in our sales 
and distribution policies and prac- 
tices by the laws as interpreted 
above.” 

In May Curtice wrote another 
lengthy letter to the Automobile 
Dealers Assn. of Indiana in which 
he discussed at length the legal 
complexities involved in the con- 
trolling of bootlegging and cross- 
selling. 

+ * * 
ALKER WILLIAMS, vice- 
chairman of the Dealer Policy 
Board of Ford Motor Co., noted 
that fewer Fords were being boot- 
legged than some other cars. 

“Nevertheless, he declared, “we 
are still not satisfied with our 
efforts to eliminate this practice, 
and we intend to continue to do 
whatever we possibly can to 
stamp it out.” 

Williams then reiterated his com- 
pany’s policy on bootlegging as 
expressed a year ago by Henry 
Ford II: 

“Bootlegging—we are against it— 
not just in certain places, under 
certain circumstances and in cer- 
tain of its forms. We are against it 
everywhere, under any conditions 
and in any disguise it may assume. 
We have taken every avenue legally 
open to us to stamp it out and will 
continue to do so, 


“We, as a company, need and 
welcome the cooperation in this 
effort of every one of Ford Motor 
Co.’s dealers, to the extent you can 
properly give it. As long as one 
dealer withholds such cooperation, 
we will still have bootlegging.” 
* a ao 

Casas CORP. replied to the 

resolution by having A. B. Niel- 
sen, the corporation’s director of 
field operations, visit LADA’s office 
in New Orleans to discuss boot- 
legging. 

Nielsen said that Chrysler was 
anxious to work with LADA to 
eliminate bootlegging and asked 
for the association’s reports on 
the bootleg sales of all Chrysler 

in Louisiana. 


products 
In outlining GM’s opposition to 
(Continued on Page 4, Col. 3) 


Kentucky Dealers 
To Hear Sutter 


LOUISVILLE, — Frederick M. 
Sutter, NADA president, will be 
featured speaker at the Kentucky 
Automobile Dealers Assn. conven- 
tion. here Sept. 15-16. 

The business session. will be a 
“Men, Money and Sales” meeting 
conducted by NADA personnel, 
Dealer profits will be the conven- 
tion keynote. 


NADA’s assets now total $1,896,000, including 
$738,000 in U. S. securities, a report to directors 
shows. Membership now totals 25,500 dealers, and 
the association is discussing the erection of a three- 
el parking lot adjacent to its new building in 


the new Edsel next month in Detroit . . 


Fowler, manager of. Houston’s auto show, was in 


Detroit last week 


lining up maker support. He 
measured 


maintains Houston has the biggest auto show in the U. 8. 
o 


ersey 


proud of its role in 


association, 
sales, has issued a bulletin listing the numerous legal tests encountered 


in 
measure 


a U. S. Supreme Court decision upholding 
-«. . What a fumbling job publications do in 


describe, in words, the styling of 1958 cars! 


—Perre Wemuorr, Editor, 
Automotive News 
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Prices, Demand Continue Strong . . 


Summer Heats Up U.C. Sales 


(Continued from Page 1) 
comparable period of last year, the 
strong summer market has given 
many operators hope of closing 
the gap on year-ago figures before 
the end of 1957. 

* * * 

SED-CAR men credit the strong 

market to three factors: 

1. A constantly growing demand 
for second cars. 

2. Consumer resistance to high 
prices of new cars. 

3. Consumer resistance to styling 
of many of the new cars and to 
unwanted new-car features. 

The second-car demand in metro- 
politan areas picks up in summer, 
following the seasonal rise in home 
construction activity. As spring- 
started houses are completed in 
suburban areas and new owners 
move in, they quickly discover the 
need for a second car and make 
their move in the retail market. 

* . > 

GOOD share of used-car pros- 

pects this summer, said one 
Midwestern dealer, are buyers who 
have been priced out of the new-car 
market. He hastened to add that 
this was not entirely because of 
the price tags on new cars. 

The more immediate reason, he 
said, is that thousands of skilled 
workers have been cut off of 
overtime work this year. After 
growing accustomed to the added 
pay in the past years, they are 
finding that the basic paycheck 


N. Y. State Plans 
Probe of Dealers’ 


Finance Reserve 
(Continued trom Page 1) 
president of the New York State 

Automobile Dealers Assn., said: 
“Our state association has al- 

ready communicated with Gov- 

ernor Harriman’s consumer coun- 


tion in making available pertinent 
data in the interests of thoroughly 
understanding all ramifications of 
this subject. 

“We have participated in the in- 
stallment sales discussions that 
have resulted in State regulation 
of time sales, in the past two years, 
and we expect to take an active 
interest in this new phase of the 
program. 8 =. ly 


ALL sincerity, we feel that it 

is our responsibility to do every- 

thing possible to cooperate with the 

various departments and branches 
of State Government. 

“At the same time, we certainly 
intend to continue representing 
the rights of franchised dealers 
and to insure that the dealer is 
not discriminated against through 
misunderstanding. 

“A case in point is the ill-advised 
reference to the dealer’s reserves 
as ‘kickbacks.’ I anticipate that we 
can clear up any misunderstanding 
on this point.” 


2% Ceiling ont Reserves 
Is Upheld in Ohio 


COLUMBUS, O. — A decision by 
the Ohio Supreme Court has up- 
held the constitutionality of the 2 
percent ceiling on finance reserves 
as stated in the Retail Installment 
Sales Act. 


din v. Foley et al, Motor Vehicle 
Dealers’ and Salesmen’s Licensing 
Board et al. 

The majority decision stated that 
the law limiting the dealer to 2 per- 
cent rebate when he sells a con- 
tract to a financial institution is 


area of control and regulation 
under the power of the State. 
In a dissenting opinion, one jus- 


tice wrote: “. . . I adhere to the 
fundamental p tion that a per- 
son should be to dispose of 


his own personal property on what- 


cannot stretch to cover a new-car 
purchase. 

Time and again, used-car dealers 
report making sales of low-mileage 
56s to buyers who volunteered they 
did not care for ’57 styling in their 
chosen line, or that they were 
seeking greater economy than that 
reported obtainable on ’57 models: 

* * * 
|p ere strength has been re- 
flected in the wholesale market, 
where prices have held exception- 
ally steady- for the past month. 

“If the offerings are clean,” 
said one auction operator in the 
East, “bidders are paying near- 
retail prices.” 

Another operator said some regu- 
lar wholesale buyers have dropped 


National Bonded 
Forms Consumer 


Opinion Panel 


NEW YORK.—Formation of a 
consumer automotive panel com- 
posed of several thousand car 
owners is announced by National 
Bonded Cars, Inc., nationwide auto 
warranty firm. ; 

The panel, is designed to provide 
motorists with a forum for ex- 
pressing their views on a wide 
range of subjects affecting the auto- 
motive industry. Members will hold 





National Bonded Cars warranties 
on all makes of new and used cars. 

Harry S. Campbell, president of 
National Bonded Cars, expressed 
confidence that the new panel will 
prove a more accurate barometer 
of the attitudes of the motoring 
public than any device used before. 

“The value of many past surveys 
and opinion polls has been limited 
because they were usually conducted 
by individual auto manufacturers 
and respondents were confined to 
new-car owners or those who owned 
a single make of car,” Campbell 
declared. 

“The Automotive Consumer Panel | 
should give the auto industry a 
more realistic picture of the think- 
ing of motorists because it includes 
all types of car owners.” 

Questionnaires will be sent to each 
panel member on various subjects. 
Campbell disclosed that the first one | 
will cover auto maintenance habits 
and consumer preferences in new- 
car design. Other questionnaires 
will deal with traffic congestion, 
parking plans and preferences in 
used cars. 





out of the market altogether, claim- 
ing that wholesale prices have be- 
come to stiff. 

Several wholesalers have reported 
that they have difficulty in obtain- 
ing consignments. Explained one: 
“The lack of used-car trades has 


new-car dealers holding on to any 


and all tradeins they do get.” 

Wholesalers are in agreement 
that quality of available cars has 
declined and that clean units are 
in shorter supply than they have 
been for several years. 

oa = * 

CCORDING to Automotive News’ 

index, the average price paid 
for used cars sold at wholesale 
auction last week was $893, which 
was unchanged from the previous 
week and only $12 below the aver- 
age established two months ago. 

By individual models, four in- 
creased in price on last week’s 
index and four decreased. 

Among the gainers, ’52s were 
up $12 to $342; ’55s were up $4 

to $1,191; ’53s were up $4 to $539, 
and ’54s were up $2 to $829. 

The price of ’50s fell $1 to $195; 
51s were down $1 to $253; 56s were 
off $7 to $1,541, and ’57s declined 
$17 to $2,253. 


Pontiac's Dealer Council— 
Pontiac's newly elected National Dealer 


Shown being greeted by Pontiac executives in front of the division's Administration 


Council met at the home office in Pontiac 


Building are the 12 dealers elected by the Pontiac dealer organization. From left, 
front row, are Hugo Separini, Newton Centre, Mass.; S. E. Knudsen, Pontiac general 
manager; John Hine, Dallas; R. F. Jones, Wenatchee, Wash.; Carl E. Fribley, Norwich, 
N. Y.; Second row: J. M. O'Mara, Hutchinson, Kans.; Russell B. Clark, Fort Dodge, Ia, 
F. V. Bridge, general sales manager; Claude W. Holmes, Shreveport, La.; Vincent T, 
McMahon, St. Lovis; E. A. Neubeck, Irvington, N. J.; Haywood M. Davis, Fort Wayne, 
Ind.; Back row: J. C. Jamieson, executive assistant in charge of dealer relations; 


Donald E. Doten, Berkeley, Calif., and D. S. Neill, 


High Point, N. C. 


Industry Debate on Bootlegging 


(Continued from Page 3) 
bootlegging, Curtice said, “The posi- 
tion of General Motors has always 
been and still is that the practice 
is contrary to the best interest of 
the retail customer, and the dealer 
and manufacturer.” 


He said that for many years GM 
sales agreements incorporated a 
clause to discourage bootlegging, 
but that the clause was reluctantly 
eliminated in 1949 because of the 
trend of judicial and legal inter- 
pretation of the antitrust laws, He 
added that dealers generally dis- 
puted the legal necessities prompt- 
ing this action. 

> * oa 

E added, “We are informed that 

the Department (Justice) ad- 
vised one automobile manufacturer 
to remove such provisions from the 
company’s Dealer Selling Agree- 
ments or face action under the anti- 
trust laws.” 

Curtice then detailed GM’s 
efforts in 1954 to gain approval 
for its “buy-back” program, 
whereby a dealer could sell to the 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


July 17 
(Sela 152 cars out 
signments.) 
BUICK—’'56 Century station wagon, $2,- 
225° (ps); RM conv., $1,915* (ps). 
‘55 Century conv., $1,490° (ps); 
Hardtop, $1,385*, $1,335* (ps), $1,- 
325°; sedan, $1,250°*; Special conv., 
$1,445°; Hardtop, $1,425* (ps); 
sedan, $1,250*, $1,240*; Super Hard- 
top, $1,425* (ps). "54 Special 2-dr., 
$970°; 2-dr., $875*, $765*. ‘53 Super 
Hardtop, $600°, $560*; RM sedan, 
$485°. ‘52 Super conv., $300*. 
CADILLAC—’56 coupe de Ville, $3,475* 
(ps); (62) Hardtop coupe, $3,190*. 
"55 (62) sedan, $2,390°. (ps). '53 (62) 
sedan, $1,185* (ps). 
CHEVROLET—'57 Two-ten (8) sedan, 
$2,100°; 2-dr., $1,860*. ‘56 Bel Air 
(8) conv., $1,760*; 2-dr., $1,270; Bel 
Air (6) 2-dr., $1,150; Two-ten (8) 
2-dr., $1,280*; Two-ten (6) 2-dr., $1,- 
250. '55 Bel Air Hardtop, $1,225*, $1,- 
150; 2-dr., $1,270°, $1,090°; Two-ten 
(8) sedan, $1,050; Two-ten (6) 2-dr., 
"54 Bel Air conv., 
$740, $630, $475; Two- 
$775. 53 Two-ten 
"$550; 2- $525*, $390. ‘52 
One- fitty 2-dr., $215. ‘51 sedan, $275, 


CHRYSLER—'53 Windsor Hardtop, 


$525°. 

DeSOTO—’57 Firedome sedan, $2,390*. 
’55 Firedome Hardtop, $1, 210°. "53 
Firedome sedan, $275, $235*. 

DODGE—’55 Royal Hardtop, $1,340*; 
sedan, $1,065*. ‘54 Royal 2-dr., 

"53 Coronet Hardtop, $465, $390, $310. 
"52 2-dr., $105. 

FORD—'57 Country Squire station wag- 
on, $2,315* (ps); Fairlane = sedan, 
$2,300*; Hardtop, $2,000* (ps); Cus- 
tom (8) 2-dr., $1,660, ’56 Parklane 
sta an 750°, $1,705, $1,- 

, $1,310; _ Fairlane 


of 252 con- 


(8) 2-dr., 2 at $1 


wagon, $1,510, $1,355; Fairlane (8) 
sedan, $1,075*, $1,020; Victoria, $1,- 
110°; Custom (8) 2-dr., $1,065*; 
$860; Two-ten (6) 2-dr.. $675. "54 
Ranch Wagon, $800*; Custom (6) 2- 
dr., $765, $510; Main (8) sedan, 
$445. "53 Crest Hardtop, $675*; . 
$500*; 2-dr., $500; Main (6) 2-dr., 
$525. °52 station wagon, $530. 
"50 2-dr., $130. 

HUDSON—’55 Custom Hardtop, $775. 

KAISER—’53 sedan, 

MERCURY—'55 Montclair Hardtop, $1,- 
420°; conv., $1,270*. ‘54 Monterey 
Hardtop, $855° (ps); Custom 2-dr., 
$780°. ‘53 Custom Hardtop, $685, 
$650*; Monterey sedan, $550. ‘52 
Hardtop, $395. 

NASH—’56 Ambassador sedan, $1,550. 
‘55 Metropolitan Hardtop, $825. '53 
2-dr., $230. 

OLDSMOBILE—'56 (88) Super Hard- 
top, $2,070*. ’55 (98) Holiday, $1,735* 
(ps), $1,600*° (ps); Hardtop, $1,650° 
(ps); (88) Super Hardtop, $1,570*° 
(ps); (88) Hardtop, $1,550*, 2-dr., 
$1,300*. '54 (88) sedan, $1,230, $900*; 
2-dr., $1,125, $1,010°*. 

PACKARD—’55 Clipper Hardtop, $1,- 
270°; sedan, $1,050°. ‘51 2-dr., $265*. 

PLYMOUTH—’57 Belvedere 2-dr., $1,- 

. "56 station wagon, 


$935; Plaza (6) 
| "54 Belvedere Hardtop, 
$675*; Plaza sedan, $445. '51 Hard- 


top, $195. 

PONTIAC—’57 Star Chief Hardtop, $2,- 
710° (ps). '56 Chieftain Hardtop, $1,- 
605°. °55 Star Chief sedan, $1,325° 

; Hardtop, $1,050* (ps); Chief- 
tain sedan, $1,075; ., $925, $915°, 
. '53 sedan, $605, $515; Hardtop, 
$555; 2-dr., $475*, $325. ’52 sedan, 


$165. 
STUDEBAKER—’52 sedan, $200. 
MISCELLANEOUS—’55 Ford pick-up 
truck, $6545. 


. 54 Dodge pick-up 
= $260. 53° Dodge Panel truck, 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 29, 30 and 32 








factory at invoice cost any cars | posed the Monroney bill, intended 


he was unable to retail. 

The Justice Department disap- 
proved this measure and Curtice 
said: 

“Despite this sincere effort on 
our part and willingness to accept 
the responsibilities which such a 
clause would entail, we were criti- 
cized for taking such action. 

“Yet, to our knowledge, it was 
the only affirmative action under- 
taken by any manufacturer to solve 
the bootlegging problem other than 
through proper and lawful control 
of production and distribution.” 


* * . 


ea complained that, even 
despite this GM effort and sub- 
sequent Justice Department 
opinions, many people, including 
many dealers, still believe that GM 
can eliminate bootlegging through 
proper and lawful control of pro- 
duction and distribution. 

He then noted that in January, 
1955, GM offered to repurchase from 
GM dealers any new cars that 
might be considered in excess. 

“This offer was not received in 
the spirit with which it was pre- 
sented,” he declared. 

Curtice then gave his views on 
the 1956 legislative battle in 
Washington in which the Depart- 
ment of Justice and the Federal 
Trade Commission actively op- 


Cincinnati Dealers 


Reduce Hours 


CINCINNATI.—Many Cincinnati 
automobile salesmen will be getting 
more time off from now on. 

Last week it was announced that 
the majority of the 100 new and 
used-car dealers in Greater Cincin- 
nati are scheduling 6 p.m. closings 
on Tuesday and Thursday. 

In the past, most lots stayed open 
until 9 pm. The 9 p.m. closing 
hour will continue for most dealers 
for other days of the week. It’s esti- 
mated that more than 1,000 sales- 
— will be affected by the shorter 

ours. 


Danner Is Chosen 


Trustee of Kiwanis 

CHICAGO. — Harold O. Danner, 
Cincinnati DeSoto-Plymouth dealer, 
has been named 
a trustee of Ki- 
wanis Interna- 
tional. Danner 
will be a member 
of the organiza- 
tion’s 17-man gov- 
erning board. 

Danner is a 
member of the 
Automobile Old 
Timers, the Na- 
: tional Automobile 

Harold 0. Danner Dealers Assn., the 

Cincinnati Automobile Dealers 
Assn., the Shrine, Scottish Rite and 
Mercy Hospital Corp. 


to curb bootlegging. 

This opposition drew awa 
dealer support to the good-fai 
bill (which was passed) which did 
not cover bootlegging, he said, and 
resulted in the defeat of the Mon- 
roney bill. 

Curtice asserted, “They (deal 
and dealer associations) continued 
to vigorously suppart the good-faith 
bill which placed the stamp of ap 
proval on bootlegging and aban- 
doned the only legislation pending 
in the Senate designed to meet the 
bootlegging problem. 

“The Monroney Bill was favor- 
ably reported out by the committee, 
but the Senate adjourned without 
taking any further action on the 
measure.” 


Churchill Hails 
Scotsman ‘Sellout, 
21% Sales Jump 


SOUTH BEND.—The ’57 Stude 
baker Scotsman has been greeted 
with a public acceptance that has 
put it in a “sell- 
out” position, 
Harold E. Chur- 
chill, Studebaker- 
Packard presi- 
dent told the 
South Bend Ro- 
tary Club last 
week. 

He said that all 
Scotsman models 
scheduled for the 
‘57 run have been 
ordered by deal- 
ers despite the fact that the original 
schedule was nearly doubled. A 
large backlog of dealer orders has 
accumulated for the 58 model yeat, 
he said. 

Earlier, Sydney A. Skillman, sales 
vice-president, reported a 21 percent 
sales increase in Studebaker cars 
during June over the preceding 
month, He said the first 10 days ia 
July was the best such sales period 
for S-P since June, 1956. 

“Our dealer profits have im 
creased sharply in April and May. 


H. E. Churchill 


This upward trend is expected t- 


continue in June,” said Churc 


> Army Orders 
Given Willys 


TOLEDO.—Receipt of five mor 
Mechanical Mule contracts from 
the Army Ordnance Corps, includ 
ing one for production of 281 units, 
is announced by S. W. Connelly, 
director of government sales fof 
Willys Motors, Inc. 

The new contracts raise the total 
value of all Mule contracts—unlt 
production, parts manufacture, er 
gineering and research—to $6,788 
424, Mr. Connelly said. 
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*,..extreme flexibility in meetin 
loeal situations” says R. N. HEINTZELMAN, president of 


Heintzelman’s Inc., authorized 


Ford dealer of Orlando, Florida 
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“For over 15 of our 20 years we have used COMMERCIAL 
Pontios Crepit Pian successfully. Featuring our ‘house 
eb a plan,’ coupled with fast credit decisions has saved 
Novell many deals for us. Our percent of time sales has 
ae increased which of course increases our dealer reserve. 
at ComMERCIAL Crepit’s policy on insurance cases has 
—— added volume to our Service Department. Their 
y | merchandising and sales aids are helpful. Most im- 
5 portant, the latitude the Orlando staff has in making 
ended | on-the-spot decisions provides extreme flexibility 
awayl in meeting local situations.” 
d-faith 
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Commercial Credit dealers 
are successful dealers 






Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it today? 
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A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. ? 
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Dealer Bills Draw 
Blank in Illinois 


Governor’s Veto 
Kills °57 Program 
(Continued from Page 3) 


too. This law provides that ma- 
terials used in the repairing of per- 
sonal property will be subject to 
retailers occupation and use taxes, 
effective at once. This means that 
parts used in repairing a customer's 
car are now taxable just as they 
had been when sold over the counter 
at retail. The charge for labor is not 
taxable, provided it is shown as 
a separate item on the invoice. 

A bill which would have given 
retailers a 2 percent credit for col- 
lecting the taxes was vetoed. Some 
of the small dealerships are com- 
plaining that the extra bookkeeping 
work is going to be worse than 
collecting the extra tax for the 
job. 
The governor also signed a bill 
to increase Illinois Certificate of 
Title fees from 50 cents to $1. 
The Secretary of State is already 
charging $1 for certificates of title, 
duplicate certificates of title and | 

certificates. 

While the CATA and Chicago 
dealers were highly displeased with 
the final word from Springfield, the 
Chicago Motor Club boasted of win- 
ning “a sweeping victory in the 
Legislature.” 





The number-one victory was the 
defeat of a proposal to subsidize 
mass transportation in Chicago 
through the use of gasoline taxes 
or state license fees. 

Another bill which was defeated 
would have given the City of Chi- 
cago authority to adopt its own 
traffic regulations completely differ- 
ent from the State traffic code. The 
governor also signed the absolute 
speed limit law of 65 miles per 
hour for passenger cars in non- 
urban sections, 30 miles per hour 
in urban areas and 15 miles per 
hour in alleys. 

In other bills signed by the gov- 
ernor, high school driver education 
will receive a boost through in- 
creased driver's license fees; results 
of chemical tests for intoxication 
will be permitted as evidence in 
courts; there will be an increase in 
the number of State Police; a child 
may be taken to a Justice of the 
Peace or Police Magistrate for a 


family court. 

Bills passed and signed include 
one providing for regulations in 
regard to light reflectors, turn sig- 
nals and hitches on trailers with 
gross weight of less than 3,000 
pounds; a bill amending the motor 
fuel tax law so that tax funds may 
be used for the purchase of ma- 
terials used for the maintenance of 
any township road; a bill requiring 
notice of possession to the owner of 
an abandoned or recovered motor 
vehicles by certified mail if the 
owner is known and a bill increas- 
ing fines for overweight trucks. 

> > = 


California to License 
Dealers and Salesmen 
SACRAMENTO, Calif. Gov. 
Goodwin J. Knight has signed laws 
requiring the licensing of vehicle 


dealers and salesmen. The dealers’ 
law is effective Sept. 11, and the 


+salesmen’s law on July 1, 1958. 


Meanwhile, the new Sunday 
closing law was reported off to a 
start in Pennsylvania. It went 

into effect July 14. Nine other states 


sissippi, New Jersey, New York and 
South Carolina. 





Report Safety Stickers 
Bootlegged in Cleveland 
CLEVELAND. — Bootlegging of 
auto safety stickers 
has been reported here. The 


stickers were prepared for the in- 
wampaign being con- 
Traffic 


“by the “Mayor's 
Education 
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‘Years Ahead with Aluminum’ 





Stylists’ Station Wagon— 


A power-operated sliding roof and roll-down door are features of the “Golden 


Gate” 


station wagon, one of six dream cars styled by Kaiser Aluminum to demon- 


strate styling concepts possible with aluminum. The “Golden Gate" also has stamped 
aluminum wheel wells covered with colored vinyl, cast aluminiém wheels with integral 
hub and drum ond cast aluminum bumper sections. 





Peek at 1977— 


Aluminum casting integrotes firewall, toe-boord and panel ports in interior of 


X-Al, one of six Koiser Aluminum “idea” 


cors of the future. Other aluminum com- 


ponents include seat frame and inner door panels. 


Aluminum Car 


of Future 


Previewed by Auto Stylists 


DETROIT.—The auto industry's 


The instrument cluster housing, 


leading stylists have had a peek at/ cast in two pieces with the speed- 
what the automobile of the future | ometer numbers integral. 


might look like if the aluminum 
industry has its way. 


Kaiser Aluminum & Chemical 


Sales, Inc. 

Full-size color renderings of six 
projected cars of the future were 
presented at a series of showings, 
along with samples of textured 
aluminum, models and prototype 
auto components. 

Stylists for Kaiser Aluminum’s 
automotive industry sales group 
and industrial design department 
said the presentations were con- 
ducted not as an attempt to influ- 
ence specific design trends, but to 
suggest new areas in which alumi- 
num could be used to greater 
advantage. 

The cars were replete with fea- 
tures such as three-piece retract- 
able hard tops, roll-down doors and 
roll-away hoods and deck covers, 
die-cast integral wheel-brake drum 
assemblies, extruded body panels, 
textured aluminum floorboards and 
seat risers, aluminum instrument 
cluster panels and unique surface 
effects. 

Five of the cars boasted many 
aluminum components, The sixth, 
dubbed the Piedmont, was of all- 
aluminum construction. 


The Piedmont features these com- 
ponents: 
Cast integral wheel, hub and 


brake drum assemblies. 

A frame and firewall assembly 
fabricated from die-cast aluminum 
sections bolted together to form an 


integral structure. The exposed | ‘ 


frame rails make molding strips. 

Aluminum engine block, auto- 
matic transmission housing and 
other engine parts such as distribu- 
tor housing, carburetor body, intake 
manifolds, valve covers, fuel pump 
housing, water pump , water 
wage and power-steering hous- 
ng. 

An all-aluminum radiator which 
can be installed in the conventional 





Front floor boards and seat 
risers, which are integral parts of 
the cast aluminum platform 
frame. The cast aluminum floor 
boards may have a textured 
surface to eliminate the need for 
all-over carpeting. Full rounded 
corners will simplify cleaning. 
An aluminum fuel tank, 

Wheel wells with integrally 
formed flutes or ribs. 

Front and rear bumpers fabri- 
cated from aluminum extrusions 
and castings. Exhaust mufflers are 
finned aluminum castings placed 
directly behind the front bumper. 
These eliminate the need for carry- 
ing exhaust gases under the entire 
length of the car. 

An all-aluminum body with sheet 
aluminum side panels and a diecast 
aluminum door. 

A two-stage retractable three- 
piece hard top made of buffed 
aluminum roof panels, The roof 
frame and supports are aluminum 
forgings and castings. 

Roll-away hood and deck cover 
made of aluminum extrusions 
joined with suitably colored plastic 
strips, which provide easier access 
to the engine compartment, and un- 
obstructed opening and unlimited 
vertical space for unusual] loads on 
the rear deck. 


Todd Succeeds Daley 


As Chief of Goodrich Unit 


AKRON. — William R. Todd, who 
has been vice-president of the 
sponge products 
division of B. F. 
Goodrich since 
the division was 
founded as an in- 
dependent com- 
pany 34 years ago, 
has been named 
president, 

Todd succeeds 
F.. M. Daley, Shel- 
ton, Conn., who is 
retiring Aug. 1. 


W. R. Todd Daley, Todd and 


location or inside the frame rails,|two others founded the division as 
where it also could function as a| Sponge Rubber Products Co. in 


floor heater when desired. 


January, 1923. 
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Flint’s Dealers Reel 
Under Cross-Selling 


(Continued from Page 1) 


year following passage of the “good 
faith” bill. 

“When the dealers complained to 
the factory,” he continued, “they 
merely replied, ‘We can’t legally do 
a thing to control it, You asked for 
that law and now you're going to 
live with it. We don’t care who sells 
where.’ 

= * a 

‘Disservice’ Charged 
“TT PERSONALLY think that Sena- 

tors Monroney and O’Mahoney 
did us a disservice by offering that 
legislation. When that bill was 
passed, we thought we had some- 
thing, but we came up with more 
than we expected. This is another 
case where the intent of Congress 
isn’t necessarily the law of Con- 
gress. 

“For example, if you ever sold 
cars to bootlegging dealers, you 
can’t stop selling to them—or they'll 
sue you. They’ve already done it in 
some places, It looks like the deal- 
ers got off one hook and on to 
another. However, some results of 
the law have been beneficial.” 

To illustrate a beneficial] result 

of the good-faith law, he cited a 
Michigan Buick dealer, some dis- 
stance away from any Rambler 
outlet, who is now doing very 
well selling Ramblers. 

Marshall then explained how 
cross-selling affects the various 
lines of dealers: 

“Most of your popular cars—such 
as Chevrolet and Ford—have been 
hurt most. The exception to this is 
the Cadillac line, in which there is 
practically no cross-selling. 

> * * 
“IN CERTAIN recent months, one 

Detroit Chevrolet dealer has 
been registering a third of the 
Chevrolets here. In other words, 
he’s doing as much business as our 
two Chevrolet dealers—Summerfield 
and Applegate—and they've been 
here for years. 

“The Ford dealers have caught it 
here in the past, but they are in a 
lot better shape, They have a popu- 
lar car; the Detroit dealers can sell 

their cars at home, and they only 
have a minimum amount of pres- 
sure, The Ford and Cadillac dealers 
are in the best position.” 

He said that it was unfortunate 
that the Buick dealers were hav- 
ing a relatively poor year, be- 
cause they have to take thinner 
margins now and it has a bad 
effect on the whole industry. Flint 
is the home of big Chevrolet and 
Buick assembly plants. 

Commenting on the effect of 
cross-selling on Little Two dealers, 
he asserted, “It’s worse for us than 
it is for anyone, because our volume 
is so small anyhow. If you sell 300 
units a month and there are eight 
or 10 ‘sell-ins,’ then you’re not hurt 
so bad. But if you’re selling 20 cars 
a month, eight or 10 ‘sell-ins’ can 
really hurt. After all, you can’t sell 
less than one car. 

e * 


* 

One in Each Line 
“q*ROSS-SELLING has been in- 

creasingly harmful to us since 
the popularity of the Rambler has 
increased. There’s more traffic and 
more shoppers. If you get these 
shoppers last, it’s all right. And 
because I’ve got a good dealership 
here, they might give me $25 more 
for a car than they would a feed- 
store outlet—but no more than $25.” 

Asserting that there’s usually one 
“run-away volume” dealer in each 
line, Marshall said they generally 
work like this: 

“These cross-sellers come into 
a territory and blanket it with 
their men, their would-you-takes 
at the factories and their bird 
dogs. They rely mostly on bird- 
dogging. 

“They don’t advertise in the 
papers here; the papers probably 
wouldn't take a Detroit dealer’s ad, 
although they do take them from 
dealers in the small towns sur- 
rounding us. 

“Then, when the factories get a 
lot of pressure and things get too 
vicious, the run-away volume dealer 
is told, ‘Things are getting too hot 
here; you'll have to pull out; but 


we've got another nice fresh terrj. 
tory for you to move into.’” 
* ® * 


oe. said one of the most 

damaging effects of cross-gel}. 
ing in small and medium-sgizeg 
towns is that it breaks down cus. 
tomer-dealer relationships that have 
existed for years. 

“We've got old customers who 
formerly wouldn’t be caught dead 
in another Nash outlet. I’ve sold to 
some of these people for 15 to 9 
years, Suddenly, someone cross-selig 
a car to one of these old customers, 

“He feels like heck, and so do 
we, And he won’t come near us 
for anything, Eventually, he 
learns that the Detroit dealer 
won’t help him on his warranty 
service—the dealer can’t afford to, 
They just keep stalling the out- 
of-town buyer off. Then, this buyer 
may finally come in to get sery- 
ice from us.” 

He said that Flint dealers were 
plagued with undesirable service 
work and that generally it is the 
“chiselers” who scream the loudest 
if they’re turned down, Marshall 
added that he has frequently heard 
these buyers say: “Well, I’ve learned 
my lesson.” 

7” + 
CE, Marshall asked one of 
these buyers) “How did you 
happen to buy down there?” and 
the man replied, typically, “Oh, I 
was just riding around and I saw 
this sign.” 

Marshall said he tells these cus- 
tomers, “I’d do that warranty serv- 
ice work for you, but the factory 
won’t let me collect for cars sold 
in the surrounding territory, such 
as Detroit, Saginaw and Bay City, 

“If you were from Cincinnati, 
Findlay, O., or some other place 
and you moved here or were here 
on business or pleasure, you’d get 
the best service money could buy. 
But I can’t collect if you buy from 
these relatively near places.” 

He added that this problem often 
produces some border-line cases 
which have to be handled very tact- 
fully. After the warranty period, he 
sells these people anything, but 
their relationship is often too 
strained to do much business. 

“But,” he asked, “what good does 
it do to kick a shopper in the 
pants?” 

7 x * 

ARSHALL added: “A good 
dealer should spend $25-$40 
making a car ready for a good cus- 
tomer. But the cross-seller doesn't 
and can’t, because he’s not making 
enough profit, These buyers don’t 
worry about this until they get 

tripped up. Then, it’s too late.” 

Summing up the problem of cross- 
selling and possible solutions, Mar- 
shall said the only thing thus far 
that has held cross-selling down is 
meeting the figures of the big- 
volume dealers. 

“We don’t want to tell a man 
where to buy his car,” he said, 
“but we're going to urge the 
Michigan ADA to push for terri- 
tory security, although anything 
like this has so many ramifica- 
tions and it’s so political, 

“I don’t think territory security 
would hurt the customer at all, He 
could still go anywhere and buy & 
car, Now, some 65 percent of the 
Michigan dealers are for territory 
security, compared to less than 40 
percent not too long ago.” 

Marshall concluded by urging 
dealers to remember that “the only 
excuse We have for any changes is 
that these changes are in the public 
interest.” 





Fruehauf to Boost 
Prices 3 to 5 Pct. 


increase ranging from 3 to 5 per- 
cent on all truck-trailer models, 
effective Aug. 1. 

The announcement said that 
increases in the prices of materials 
and the increasing cost of labor 
necessitated the truck-trailer 

ice boost. 





Thousands of new 1957 car owners now enjoy 


New Assurance against SIDESKIDS | 


POWER-ACTION 


Tread and Traction 
give 19% better sideskid protection 
even on slippery curves! Triple the [i 
non-skid edges of former tires auto- 
matically bite through slick film to 
solid highway...hold cars safe ff 
against lateral sway...give drivers ff 
new command of road and weather 
hazards! 


This big difference in skid resistance is only one of the 


AVAILABLE NOW! 


INFORMATIVE 
Safety 8. Expressly designed to team with the increased We Me FOL AS 


dramatic new advances in the brand-new U. S. Royal 


power and performance of '57 models, this tire gives —tells the full story of the 
new U.S. Royal Safety 8. 


new assurance against blowouts, punctures, heat — all Call your U.S. Royal Tire 
District Office to arrange 


tire risks. Thousands of new 1957 car owners already a showing at your place 
of business. 


know this—and more are discovering it every day! 


United States Rubber 


ROCKEFELLER CENTER @® NEW YORK 20, NEW YORK 








I tee dn 





se 


he ee 


2t ue 


= 


£2 


Se eee esa ba 


Pease tis 


caiidnedinitlindeedeaentiendeliteieatanteiiens dea 


ee ee ee 








8 
Label Not Misleadi 


. FTC Rules... 





AUTOMOTIVE NEWS, JULY 22, 1957 


GM Wins OK on ‘Genuine’ Parts 


WASHINGTON.— Charges t hat 
General Motors misrepresents Chev- 
rolet repair parts by misusing the 
term “genuine” were dismissed last 
week by the Federal Trade Com- 
mission. 

John W. Gwynne, FTC chair- 
man, said that GM’s description 
of replacement parts as “genuine” 
does not imply that such parts 
made for Chevrolet cars by other 
manufacturers are inferior. 

Gwynne said that GM, “because 
of its desire to maintain the good 
will of the motoring public and 
because of its responsibility under 
its warranties, is naturally inter- 
ested in the use of replacement 


parts that are of a quality equal 
to those in the original car and that 
have been subjected to the tests of 
its own engineers. 

“Its advertising simply notifies 
the public of at least one source 
where those parts may be secured.” 

The charge against GM had been 
voiced in 1955 by competing parts 
makers during a Senate investiga- 
tion into GM business practices. 

They alleged that it was a de- 

vice GM used to concentrate 
automotive repair business in its 
own hands. 

A formal complaint was issued 
Dec. 8, 1956. It charged that GM, 
by using the phrase “genuine Chev- 
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New Pricing Concept 
Aired by Kefauver 


By William Ullman 


Washington Correspondent 
_ subject of administered prices and wages finally is 
getting an airing in Congress, and the probe should be 


a fascinating one. 
Every 


than supply, the price goes 
up. People who can’t or won't 
pay the higher price drop out of 
the market, reducing demand until 
it equals supply. 

On the other hand, when supply 
exceeds demand, the price of the 
product is supposed to drop. This| 
brings more people into the mar- 
ket, and demand rises to meet the 
greater supply. This is the “unseen 
hand” of competition that Adam 
Smith talked about. 








William Uliman | 
and demand principle. 

In reality, he says, prices of many 
products in the U. S. are estab-| 
lished “by the conscious and de-| 
liberate action of corporate man- 
agers who have the power to set) 
prices at alternative levels.” 

Now this brings about a radically) 
different economic picture. Using) 
administered pricing, a company) 
decides it will sell a product for 
$20. At the same time, it estimates 
the approximate demand for the 
product at that price, and sets up 
a production schedule. 

If the company finds it is over- 
supplying the market, it doesn’t cut 
the price. It simply cuts back pro- 
duction until supply equals demand 
at the $20 price. re 


Planning Substituted 
F, ON the other hand, produc- 
tion is too low, the company is 
likely to do its best to increase out- 
put, not raise prices. 

Few people, with the possible ex- 
ception of a few diehard classical 
economists, think there is anything 
evil about this modern version of 
competitive enterprise. 


c 
se 


for the old dice game in 


schoolchild, of course, is familiar with the old con- 


cept of free, marketplace economics. When consumer de- 
mand for a product is greater @—§£. —@______ 


and attempting to keep a great in- 
dustrial plant earning its way, ob- 
viously it must think ahead. Pricing 
is. a part of this operation, for) 
corporate management has to be 
sure it will cover costs. The stock- 
holders hope there will be some- 
thing left over, too. 

‘Big labor, too, has decided that! 
it prefers planned safety to 
gambling. Wages are negotiated far| 
in advance of actual production and | 
sales. All this makes for a certain | 
amount of rigidity in prices. 

. 





Votes for Status Quo 


| A marathon appearance be-| 
fore the Senate Finance Com- 
mittee, Treasury Secretary George! 
Humphrey came out against any| 
further increase in the 3 percent| 
rediscount rate at this time. | 

“All I know is that we are better! 
off where we are now than we) 
would be with a change in the| 
rate,” he told committee members. | 

A rate increase is now under dis- 
cussion by members of the Federal | 
Reserve Board. 


rolet parts,” together with other 
advertising, represented that all its 
Chevrolet replacement parts are de- 
signed and manufactured exclu- 
sively by or for it, that they are 
identical to the parts used at the 
factory, that they are superior in 
material respects to all other avail- 
able Chevrolet parts and that they 


will function more efficiently than od 


other Chevrolet replacement parts 
—thereby implying that others’ 
parts are counterfeit or spurious. 
The FTC ruled that GM had not 
represented that is parts are su- 
perior in all material respects to all 
other parts, nor had it falsely dis- 
paraged products of competitors. 
Gwynne noted that 99 percent of 
the fast-moving Chevrolet replace- 


ment parts are either made only 


by GM or by others expressly for 
Chevrolet in accordance with GM 
specifications. 

Of the one percent made by 
other manufacturers, Gwynn said, 
“the engineering and design is 
approved by respondent's en- 
gineers expressly for use in Chev- 
rolet automobiles.” 

Parts made by other manufac- 
turers, Gwynne said, “are used not 
only for replacement but in the 
original production of automobiles. 

“They carry the same recom- 
mendation and warranty as parts 
made by respondent. The manu- 
facturers who make these parts for 
respondent apparently assume no 
obligation for them except such as 
is defined in their contract with 
respondent. 

“Respondent adopted the parts as 
its own and assumes responsibility 
for them. Under the circumstances 
and under the general practice in 
the motor vehicle industry, they are 


las much genuine parts as those 


which are made in respondent's 
own plants. 





Czechoslavakia to Buy 


1,000 Ford Anglias 


LONDON.—An agreement pro- 
viding for the sale of 1,000 Ford 
Anglias to Czechoslavakia has 
been signed between Motokov— 
the main importing organization 
—and British Ford Motor Co. 

The deal will mean that British 
cars can be bought by Czechoslo- 
vakian private drivers for the 
first time since 1939, and the order 
is by far the largest ever placed 
by Prague with Britain for ve- 
hicles outside the commercial 
range. 





New Association Formed 
By Independent Managers 


WASHINGTON.—A new automo- | 
tive organization—the Independent 
Automotive Assn, Managers — was | 
formed last week to bolster cooper- 
ation among independent dealer 
groups. 

Elected IAAM president during | 
the organizational meetings here} 
was Tom Blundell, general man-| 
ager of the Texas Independent | 
Automobile Dealers Assn. 


Vice-presidents are Arch Liv- 
ingston, executive director of the 
Florida Independent Automobile 
Dealers Assn. and Miles Elliott, 
executive vice-president of the 
Georgia Independent Automobile 
Dealers Assn. 

Charles Barbee, executive secre- 
tary of the North Carolina Inde- 
pendent Automobile Dealers Assn., 
was elected secretary, and James 
Martin, executive secretary of the 
Alabama Independent Automobile 
Dealers Assn., was chosen as treas- 
urer. 

The new organization is patterned 
after the ATAM, but its member- 
ship will be limited to managers of 
independent dealer associations on 
the national, regional, state and 
local levels. 

As outlined by its by-laws, the 
aims of the new organization are to: 

1. Provide better management for 
independent automobile dealer as- 
sociations through the interchange 
of ideas and mutual assistance on 
problems confronting the independ- 
ent association manager. 

2. Protect and defend “our 





ly growing industry against the 
onslaught motivated by selfish in- 
terests through misrepresentation 
of the press and legislation ad- 
verse to the best interests of the 
dealers.” 


3. Encourage the hiring of quali- 
fied individuals as managers by 
local, regional, state and national 
independent automobile dealer as- 
sociations. 


4. Enhance the position of inde- 
pendent automobile dealer associa- 
tions and their members and to ac- 
complish “public recognition of 
their value.” This part of the pro- 
gram, it was stated, can best be 
accomplished by “educating” legis- 
lators, other government officials, 
economists and the public concern- 
ing the problems, needs and re- 
quirements of independent dealer 
associations and their members. 


5. Demonstrate to all that for 
their commor good and welfare 
reputable independent automobile 
dealers “can work and live together 
in closer harmony” by correlating 
the programs of local, regional, 
state and national independent 
dealer associations. 

IAAM’s next meeting will take 
place during the annual] convention 
of NIADA Nov. 24-26 in Washing- 
ton. The new association will work 
closely with NIADA. 

IAAM headquarters will be 250 
Majestic Bldg. Fort Worth Tex. 
All communications should be di- 
rected to this address, in care of 
Tom Blundell. 
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Kreisler Switches to Edsel— 


Edsel officials look on as Charles Kreisler, seated, left, of Charles Kreisler, inc 
(Oldsmobile), New York, signs an Edsel sales agreement. From left are John F. Cop. 
nors jr., Edsel Eastern regional sales manager; Kreisler; Norman K. VanDerzee, as. 
sistant general sales manager, and P. A. Brescia, New York district sales manager, 
Kreisler will be the ony, Edsel dealer in Manhattan. 
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29 in California a 


§2 Edsel Dealers Named 


DETROIT. — Eighty-two dealers| Townsend, San Diego, J. R. Town- 
for the new Edsel were named last| send, president, Ben Cowan Ford- 
week, 29 of them in California. Edsel, Indio and Palm Springs, Ben 
They are: Cowan, president. 

ALABAMA Mid-Cal Auto Center, Stanislaus 

Littrell Motor Co., 511 Meridian,| and N St., Fresno, E. L. Bernadas, 
Huntsville, Hershal and Marvin Lit-| president; Bona Sera Edsel Sales, 
trell. 500 S. First, San Jose, Thomas B. 
Bonasera, general manager; Cortese 
Edsel, Richmond, Nick Cortese 
president, 

Wilson Edsel Sales, Inc., Modesto, 

| Elmo Wilson, president; Earl C. 

Anthony, Inc., 1699 Van Ness, San 

Francisco, L. H. Johnson, general 
CALIFORNIA manager. 

Holmes Tuttle Edsel Sales Inc., COLORADO 
419 S. La Brea, Los Angeles, Holmes| Bob Jones Motors, Inc, 5901 EB 
Tuttle, president, Jack McClure,| Colfax, Denver, Robert T. Jones, 
general manager; Anthony Edsel| President; Matt Skorey, Inc. 1147 
Sales, 1000 S, Hope, Los Angeles,| Broadway, Denver, J. Matt Skorey, 
Earle C. Anthony, president. president. 

7 GEORGIA 


Johnnie Duca Auto Sales, 5216| 
E. Olympic, Montebello, Johnnie|_ Downing Edsel Sales, Inc., 486 W. 
Duca, president; Lee’s Edsel, Inc.,| Peachtree, Atlanta, James C. Down- 
139 E. Huntington, Monrovia, Lee|ing, president; Hills Motors of 
Halgren, president; Woolverton| Buckhead Inc. 3483 Peachtree, 
Motors, 5967 Lankershim, North| Atlanta, Philip K. Hills, president, 
Hollywood, Arthur W. and E. G.|Andrew W. Gardner, general sales 


Woolverton, partners. manager. 
ILLINOIS 


Gil R,. McHaffie Edsel, 911 S. Ox- 
Harrison Edsel Sales Taylorville, 


nard, Oxnard, Gil McHaffie, presi- : 
dent: Snavely & Langford, Inc.,|Clyde Harrison, president; Stella- 


401 N. Long Beach, Compton, Monte/| Scott Edsel Sales, Inc., Danville, 
Snavely, president, Verne Langford,| Glenn Stella jr. president, H. L. 
vice-president. Scott, general manager. 

South Bay Edsel Sales, Highway INDIANA 
101, Manhattan Beach, William R. Newman & Altman, Inc. 613 & 
Hopkins, president, James C. Her-| Michigan, South Bend; J, R. Klapp 
nandez, general manager; Eddie (Continued on Page 35, Col. 1) 
Nelson, Inc., 6035 Pacific, Hunting- — Ss 
ton Park, Eddie Nelson, president, 
Bob Barnett, general manager. 

M & M Motors, Inc., 533 W. Holt, 
Ontario, D. A. McCord, president, 
Harold B. Massey, vice-president; 
Jim Weatherly Edsel Sales, 50 W. 
Main, Ventura, Jim Weatherly, 
general manager; Gomer Jones, 155 
W. Commercial, Pomona, Gomer 
Jones, president. 

Roger Harmon Motors, 240 S. E 
St. San Bernardino, Al Harmon, 
president, Roger Harmon, vice- 
president; L. R. Brown, 4150 Mar- 
ket, Riverside, L, R. Brown, presi- 
‘dent; Sierra Edsel Sales Co., 270 N. 
Lake, John D. Deaton, president, 
James S. Bitner, general manager. 

Needham and Brodersen, Inc. 116 
E. Garvey, El Monte, Dr. H, N. 
Brodersen, president, Rupert Need- 
ham, general manager; Cabrillo 
Motors, 1501 S. Pacific, San Pedro, 
Charles Soderstrom, president; S-M 
Edsel Sales, 2121 Wilshire, Santa 
Monica, C. D. Brown, president. 

Modern Edsel Sales, Inc., 603 
San Fernando Rd. San Fernando, |§ 
Frank Galpin, president; Sachs & 
Sons Edsel, 9515 Lakewood, Downey, 
Helen Sachs, president; Henry 
Koopmans & Sons, 1901 W. Whit- 
tier Blvd., Whittier, Henry Koop- 
mans, president. 

Leo Meek Edsel Sales, Bakers-| San Francisco district sales manager, looks 
field, Leo Meek, president; San Luis | on. Johnson will head up Anthony Edsel 
Obispo Motors, San Luis Obispo, | Sales, San Francisco, a subsidiary of Earl 
Arthur Spring, president, J. R.|C. Anthony, Inc. 





ARIZONA 
Savegeau Edsel, Yuma Ray Save- 
geau; Goodman Motor Co., Safford, 
Clarence Goodman; Selby Edsel 
Sales, Tucson, Howard Selby; 
Camelback Edsel Sales, Phoenix, 
Gray Madison. 
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Signs Edsel Franchise— 
L. J. Johnson, seated, signs an Edsel 
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SNICH, Germany.—From the 
modern plant of MAN, a firm 
*h sells diesel engines for 
geean-going ships as well as 
bridges, comes a new five-ton truck, 
400-L-1. 










spring design to the market. 
rear leaf springs operate 
t helper springs, yet have 
ivity built into the design. 
* begin with, only the extra 
leaves are connected in a 
x way to the chassis at the 
‘ rear spring bolt, with rubber 
: . These spring leaves take 
care of the push and pull torque 
ments, keeping the rear 
lined up. 
The main spring itself rests fully) 
free against the plates in the spring 
brackets. The same arrangement | 
has been designed for the front) 


ageing». a 


Load Capacity Increases 
WE driving the empty truck, | 

the full length of the springs 
is used for relatively soft spring-| 
ing. When getting loaded, the| 
springs bend and contact the 
bracket plates in a way by which 
the spring length which is used) 
has been shortened, and therefore 
become stiffer, meaning that the 
load carrying capacity has in-| 
creased. 











yet 


Sx 





2s 
2 








i 


3 


> | 


¥2 


The brakes are also of an orig-| 
inal design: The front wheels are 
braked by a hydraulic-pneumatic 


adas, combination; the rear brakes are | 
sales, operated by air pressure only. | 
is B The parking brake acts me- | 

rtese | chanically on the rear wheels 

ese, and hydraulically in front. A 
pneumatically operated exhaust | 
esto, | brake for the engine is available. | 
i¢ The brake lining can be replaced | 
San § without having to pull off the 
1eral § wheel hubs. 
Again the typical MAN rear axle| 
has been used. It consists of an I-| 
1 E § beam carrying axle which also sup-| 
mes, § ports a separate reduction gear and| 
1147 § differential housing from which the| 
rey, @ axle shafts go to the further reduc- 
tion drive gears in the wheel hubs. | 
The final drive assembly includ-| 
SW. ing the differential are pressure | 
wn- @ lubricated. The engine has 318 | 
s of B cubic inch displacement, is rated at | 
tree, § 100 horsepower, has six cylinders. | 
lent, § The combustion chamber in the 
ales § piston is oil jet cooled from under- 
neath. 

. > 7 
a A Look at Free Austria 

ile, AKING a look at what gives in| 
ie free Austria, we find a limited) 
but firmly established automotive 
:s There is the Austrian Saurer| 
Works, a firm founded in 1906 as a| 
SPP & licensee of the Swiss Saurer. It is| 
located in Vienna proper, produc- 
ing heavy duty trucks and on! 
The output presently runs at about | 

> @ 1000 to 1,200 units a year, of which 
3 7 percent are going into the ex- 
3 port channels. 
4 South America, the Near and 

: Middle East and Africa are the 
4 customers for the Austrian Saurer 

ucts. 
The name “Graef and Stift 


Automobile Factory, Inc.,” rings 
& memory of when this Viennese 
firm used to make passenger cars, 
considered as the “Rolls-Royces” 
of Austria. 

Now it is in the truck and bus 
business, making bodies also. Graef 
and Stift specializes in valveless, 
two-cycle stroke Diesel engines, 

as can also be found in the 
an Ford trucks. 

“Steyr-Daimler-Puch” is a com- 

on of three firms which at 
One time were independent. Steyr 
Cars have been famous for moun- 
tain climbing, while Austro-Daim- 
lers used to be far ahead of their 


I drove both cars in my youth. 


Spitzer Buys Liles Deal 

The Plymouth dealership, for- 
Merly owned by the Liles brothers, 
Little Rock, Ark., has been pur- 
‘Chased by Spitzer Motors (Dodge) 
renamed Spitzer Plymouth. 
#8e new dealership will be super- 
_Vised by Jack Buehrle, Spitzer gen- 
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spondent George L. Glaser Writes . . . 


Auto Letter from Europe 


The Austro-Daimler was one of the 
first cars to utilize a multi-carbure- 
tor arrangement, the Steyr’s very 
early brought the rear pendulum, 
independent wheel suspension. They 
had wet clutches for a long time 
and it was easy to have a carbure- 


before I could put out the fire. I 
also remember during my appren- 
ticeship, we had a little Puch car 
in the shop which had center, in- 
side gearshift and today I can con- 
fess, we drove it secretly around 
the yard in order to learn some- 
thing about it. 


tor fire when starting the old 14/30 a Fling te 8 


h.p 


It happened once to me in a 
narrow garage and I had to sweat 


Now Produces Fiat Autos 
IODAY, this firm of the com- 
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sel trucks and passenger cars 
licensed by Fiat of Italy. One of 
these is powered by a Steyr four- 
cylinder, heavy-duty 86 h.p. engine 
which features wet cylinder liners. 


This car also has a fluid clutch, 
and five forward speeds. However, 
clutch pedal and gear shifting are 
still there. Puch scooters and mo- 
torcycles are also manufactured. 

Finally, there is the Oesterreich- 
ische Automobile Factory, Inc.,” 
also of Vienna. The firm makes 
diesel trucks and buses in a great 
variety of types. 

They also specialize in refrig- 
erated truck-tractors with semi- 
trailer combinations. Twelve tons 


bination of three, produces die-| of fish, meat, or farm products 


9 


can be transported in these all- 
welded trailers which have an 
aluminum outside skin. 


A nine-horsepower gasoline en- 
gine drives the four-cylinder 
freezer compressor. 

In general, Austria has recovered 
economically. However, industrial 
products must be exported—or else. 
But, then there are those beautiful 
Viennese girls, some of whom 
reached Hollywood fame, and as a 
final word: steamship trips on the 
Danube from Passau to Vienna, 
through unusual panoramas, can be 
taken again. 

A small, but lovely country with 
intelligent and industrious inhabi- 
tants, this is Austria in 1957. 











Finest CLOSER For Used Cars Invente 


PARTS AND 


ONE 


100% 


LABOR 


DEALERS SAY: 


® Greatest closing weapon ever. 
® Increases selling price, cuts out short deals. 
® Makes salesmen more aggressive. 








We offer greatest coverage, lowest cost! 


SOLID YEAR GUARANTEE 


GOOD ANY- 
WHERE IN THE 
UNITED STATES 


Cincinnati, O. 
© Boston, Mass. 
San Francisco, Calif. 


Dealers from Coast- o-Coast! 


OFFICES IN PRINCIPAL CITIES - - - CALL COLLECT! 


New York, 576 5th Ave., R. 503....PL 5-4376 
Philadelphia, 1424 Race St.............RI 6-5153 
Boston, 115 High St................--.2-220.--b 2-0121 
Chicago, 55 E. Wash'ton, R. 201....DE 2-4197 
Detroit, 600 Michigan Bidg..........WO 1-0153 
Pittsburgh, 530 Sixth Ave.............GR 1-0282 


Atlanta, 1000 Peachtree St...........TR 5-4157 
St. Louis, 818 Olive St.....................CE 1-2483 


Portiand, Ore., 


Los Angeles, 6363 Wilshire Bivd...WE 8-4562 
San Francisco, 450 Sutter St.......YU 6-2252 
Dallas, 528 Interurban Bidg...........Rl 7-5895 
Denver, 234 Com'wealth Bidg.......MA 3-4776 
Salt Lake City, 212 Beason Bldg. EM 4-8363 


1224 S.W. Morrison...............CA 8-1804 


Oklahoma City, 


126 Leonhardt Bldg. ..............CE 2-3719 


UNITED STATES CAR TESTING CO. 


5327 W. 3rd St. MU 1658 Dayton 7, Ohio 
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“We are backing our future confidence 
§ 


with a quarter of a million dollars? say... . 


: Jack & Harold Friedman 
FRIEDMAN MOTORS, INC. 
Des Moines, lowa 


4 

PLYMOUTH + CHRYSLER + IMPERIAL 
4 
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“‘What’s ahead for alert retailers with Chrysler 
Corporation today? All the good fortune that 
| sound intelligent management and dedicated work 
deserve. 


“For our own part, we’re convinced we’ve only 
begun to scratch the surface. There doesn’t seem 
to be any limit to public interest and enthusiasm— 
all in favor of our 1957 line automobiles of 
The Forward Look. Beyond question, we have 
the cars right now that are setting the pace for the 
rest of the industry to follow. 


SSCS 2g. 


“In past years we've tried other lines. None, the 
way we see it, offers the kind of opportunity we 
now enjoy with Chrysler Corporation. 


“Not that you can run a successful dealership 
today by remote control. This isn’t that kind of a 
business. It’s a rare morning, when both of us and 
our Sales Manager aren’t on the job bright and 
early. For our money, there just isn’t any substi- 
tute for close, personal supervision of all important 
details by top dealership management. Top man- 
agement must know exactly what’s happening to 
profits every hour of the day. That’s why we make 
it a rule to personally review all the deals our 
salesmen bring in. 


“Friedman Motors is here to stay in Des Moines, 
retailing Chrysler Corporation products. We like 
doing business with Chrysler Corporation. And 
we’re convinced that with the cars of The Forward 
Look, the future can hold only still more growth and 
profit for us. We are backing that conviction with a 
$250,000 investment in new dealership facilities.” 


(SS me ee 


Jack & Harold Friedman—Sound automobile men 


with a weather eye for profits—Friedman Motors 
partners, Jack and Harold Friedman, learned the automobile 
business by growing up in it. From their years of practical ex- 
perience, Friedman Motors benefits from close, personal man- 
agement that keeps service customers coming back—builds 
repeat business and consistently develops profitable deals. 
Older brother Jack Friedman started out working with his dad 
in 1919. Nine years later, Harold Friedman joined them from 
Iowa University. In 1939 Friedman Motors took out its present 
Chrysler-Plymouth franchise, with $10,000 capitalization. 
When the present $250,000 expansion program is completed, 
Friedman Motors will have 85,000 sq. ft. of sales and service 
floor space—two used car lots with separate used car recondi- 
7 tioning plant. Last year Friedman Motors retailed 600 new and 
1151 used units. Forecasts for this year point still higher. 
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>THE FORWARD LOOK MEANS BUSINES 









Bill McKinstry—Crack sales leader turning shoppers into buyers — 
Hopkins Motor Sales President, Bill McKinstry, reviews the fine points of auto- 
motive retailing with Assistant Sales Managers George Olson and Charles 
Enroth. “The Challenging job of dealership management is the management of 
salesmen,” says McKinstry. “In our thinking, there’s just no such thing as a 


neg 





something. And somewhere along the line we see that he does.’ After an econom- 
ics degree at the University of Illinois and many years of both factory and retail 
experience—-McKinstry took out Hopkins’ Dodge-Plymouth franchise in 1950. 
In 1956 the firm retailed 1024 new and 1450 used cars. Sights are set still higher 
for this year. Last year Hopkins Motors counted for 29.6% of all Dodge 


shopper. When a prospect walks into our showroom, we know he came to buy registrations in its marketing area. 








‘Team the right sales 


n all my experience, I have never seen anything like the way people 

have welcomed our 1957 Dodge and Plymouth lines. Or the way 
long standing competitive owners are coming in to see, drive and buy 
our cars. From what’s been happening in our area, it looks like ‘the 
switch’ is definitely on to the cars of The Forward Look. 


“Success in today’s market, of course, calls for sales power and plenty 
of it. We are proud to be able to say that we have that power now and 
will maintain it. Expecting people to produce is the point. We don’t 
have a man who isn’t capable of being a Sales Manager in his own 
right and who isn’t earning at least $10,000 a year with us. 


“And.it goes without saying, that success today takes management. 
In this regard, Chrysler Corporation has been of genuine assistance 
to us. Take the Corporation’s Management Makes Money program. 
I’ve never seen anything better. With the program we can plan ahead 
intelligently toward specific sales and profit goals. At the end of each 
month, our financial statement becomes a valuable management tool 
—and not just an historical record. By relating each month’s business 
to an annual forecast, we can see a definite pattern for salesmen’s 
incentive plans and take better advantage of seasonal factors. 


“From where we sit—future prospects are excellent. If you like working 

. with people and bringing out the best in people—if you take pride in 
selling the products people want . . . it’s great to be a Dodge-Plymouth 
dealer.” 


power with products 
like these and the 


_ | future is yours;’says... 


William B. McKinstry 
HOPKINS MOTOR SALES 
Hopkins, Minnesota 
PLYMOUTH + DODGE 
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Capsule Comment 


“How Service Managers Can Build Teamwork in the 
Shop”—a new AuTOMOTIVE NEws series by Advisory Editor 
John O. Munn. 

When profits are sagging, teamwork usually is, too. 
> > > 

Edsel rolls into volume production and begins announcing 
dealerships that will handle new Ford Motor Co. product. 

A welcome stop to the shrinkage of new-car makes. 
* > . 

A “confessional” resolution by the Michigan Automobile 
Dealers Assn. admits serious inadequacy in pre-delivery and 
post-delivery servicing on new cars. 

“Service with a smile” becomes “no service with a 


frown.” 
¥ > a . 


Another race seems to be shaping up for the year’s lead- 
ership in new-car sales. 
What price penetration? 
a oe om 
Senate Antitrust subcommittee begins investigation of 
spiral in prices, wages and profits. 
There'll be a lot of exploring, but little pioneering. 
e s * 
Ford Motor Co. and Chrysler Corp. account for more than 
51/percent of first-half car production. 
Talk of the “Big Two” and “Big 24” is heard no more. 
ae . e 
Pennsylvania joins New Jersey in banning Sunday auto 
sales. 
Sunday’s for Steve Allen vs. Ed Sullivan, not Ford vs. 
Chevrolet. 


Coming 
Events 


Dealer Conventions 


Aug. 18-19—Geo 
Assn., General 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 

~_ 25-27—Automobile Dealers Assn. of 

est Virginia, Greenorier Hotel, White 
Sulphur Springs. 

Sept. 68 — Maine Automobile Dealers 

een Inc., Samoset Hotel, Rockland, 
e. 


Se 


ia Automobile Dealers 
glethorpe Hotel, 


. &10—New York State Automobile 
ealers, inc., The Concord, Kiamesha 
Lake, N. Y. 

Sept. 8-10—Automotive Trade Assn. of 

Virginia, Hotel Roanoke, Roanoke, 
Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

— 9 — New Hampshire Automobile 

i — Assn., Lake Tarleton Club, Pike, 


Sept. 1! — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland, 


Sept. 15-l6—Kentucky Automobile Dealers 
= Sheraton Seelbach Hotel, Louis- 
ville. 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 17 — 

ealers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 

Sept. 19-21—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
sg Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-44 — Texas Automotive Dealers 
Assn., Baker Hotel, Dalias. 

Cs. 20-2i—Oklahoma Auto Dealers Assn., 
ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 

Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Nov. 24-246—Nationel independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile 
Assn., Miami Seech. 

* 


Minnesota Automobile 
Nicollet Hotel, Minne- 


Dealers 


Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. 1—St. Louis Auto Show, The 
Arens, St. Louis, 

Nov. 27-Dec. !—St. Paul Automobile Show, 

— Miami Automobile 


Auditorium, St. Paul. 

Dec, i419 Show, 
Dinner Key Auditorium, Miami. 

. 11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 11-19%—National Capital Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17- — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds Indianapolis. 

Jan. 16-25—Pittsburgh Automobile Show, 
Hunt National ard Armory, Pitts- 
burah. Pa. 

Jan. 16-26—Cincinnati Auto Show. North 
and South Wings, Music Halil, Cincin- 
nati. 

Jan. 186-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-26—Tampa Auto Show, Fort Hes- 
terly Armory, Tampe. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

> > > 


General 

Aug. 3—Annual meeting, National Auto 
Auction Assn.. Writers Manor, Denver. 

Oct. &11!—Anaval convention, American 
Trucking Assns., Conrad Hilton Hotel, 
Chicago. 

Oct. 1416—Truck Body and Equipment 
Assn. 10th annual convention and ex- 
hibit, Atlanta Biltmore Hotel. Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Nov. 2-4—i3th Annual Convention, Texas 
independent Automobile Dealers Assn., 
Inc., Commodore Hotel, Austin. 

Dec. 1-5—Annual manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 


30 Years Ago... 





“We're prepared to defend our territorial security!" 


Letterbox 


‘Facts of Life 


This is an open forum for the discussion of any subject of interest to 
readers, and your letters are welcomed. No attention is given to 

letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Incentive to Sell Is Vital 
Automotive News reports that 
“sales face crucial test” and “’57 
profit outlook at stake. . 
the industry yearning is for mass 


registrations and volume of produc-| . 


employed” auto workers on 
labor market as a whole. 
2. The incentive to distribute 


” Yet still) 2° less important than the incenti 


| to produce. 


The facts of automobile rete 


tion, regardless of whether the cars, '" 1956 were that: 


are sold at an adequate profit. 


| 


A. Retailers operating profits (i 


Those of your contributors who are Cluding finance reserves) ave 
stressing the importance to retail] 08 percent. 


distributors of optimum gross 
profits are apparently finding little 
conscious response. 


B. Three out of 10 retailers le 
money. 
C. Bankruptcies increased by 


The survival and growth of most) percent. 


automobile retailers depend on the 


D. There were many other lic 


attitudes and whims of three mass| dations short of bankruptcy. 


giants—the manufacturers .. . the 
unions . . . and the buying public. 
The unions seem to ignore the in- 
terests of the consumers and the 
effects of their demands upon the 
economy as a whole. 

But, the United Auto Workers 
which proposed study of a shorter 
work week, should also recognize 
two other important points: 

1. The impact of part-time em- 
ployment sought by the then “under- 


The Big Stories 


“America did not build roads because of its wealth, but in a major 


degree is wealthy because it built roads,” said John 


. Willys of the 


National Automobile Chamber of Commerce in addressing a meeting 
of the International Chamber of Commerce. 

Sales of General Motors for the first half of this year were con- 
siderably ahead of the same period last year, totalling 883,477 units 
to dealers, against 636,087 last year and 389,209 in tne same period of 


1925. 


Within the next few years a new metal, rated next to diamond in 
hardness, will be put into universal use in vital parts of automobiles 
and increase by 10 times the present life of cars. it was forecast at 


the annual convention of the American Electrop 


rs’ Society. The 


element predicted to give this greater wear and which will practically 
stamp out corrosion of metals is chromium. 

The beginning of the Swedish automobile industry in the action 
of the A-B Volvo. Having received a $48,000 state loan the firm has 
started production of a 25-horsepower car, to sell at $1,200. Annual 
production is estimated at 1,000 cars. 


—F¥rom the files of Automotive News. 


A realistic retail accounting gs 
tem would show many dealers: 


A. How much of their gros 


profits comes from dep 
other than new-car sales. 

B. That, in many cases, prof 
from other departments are si 
sidizing the sale of new cars at 
loss. 

C. That many retailers who o 


their own buildings would enjoy 


greater revenue from renting c 
their real estate than from t 
combined net profits of their whe 
operation. (Some may even 

their illusion of profit vanish v 


proper application of the costs of 


occupancy.) } 

The science of profitable ret: 
distribution is still inexact. But 
tailing is unlikely to flourish in 
climate of chaotic anarchy ( 
widely mistaken for freedom). F 
tailing today is largely “on t 
bum.” 

Neither the manufacturers (who 
dealers conveniently supply capti 
capital for distribution) nor 
dealers as a whole have yet sol 


|| the problems involved in obtain 


an adequate return on money 
vested in automobile retailing. 
Inflationary pressures of high 
wages and of indifferent produ 
tivity on higher suggested re' 
prices and on other retail costs cc 


tinue to squeeze retail profits still 


further—as the retailer tries to 
(Continued on Page 28, Col. 4) 
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add lasting beauty, 
slash warranty costs, 


increase styling versatility 


The Finest Products 


Made with Aluminum 





are made with 


REYNOLDS Gaz: ALUMINUM 


4 


This new Reynolds automatic aluminum finishing system can finish 
mixed sizes and types of automobile parts and chemically brighten or 
anodize them in different colors—and can handle several different jobs 
at the same time. An automatic coding system establishes the indi- 
vidual finishing specifications for each job. 


This new Reynolds anodizing installation can handle parts ranging from 
small automobile trim parts up to parts 24’ long, 12’ high and 4’ wide. 
This half-block long system is another new addition to Reynolds multi- 
million dollar finishing facilities investment...an investment that assures 
the automotive industry highest quality finishes on aluminum parts. 


Part of a battery of Reynolds new high speed Part of a battery of high speed coil fed presses at 
buffing equipment used here on hood moldings Reynolds producing at the high rate necessary 
for a 1957 automobile. to meet automotive industry requirements. 


Reynolds can paint entire parts a solid color, mask 
and paint or do paint filling in combination with 
mechanical finishing to supply most desired effects. 


Aluminum grilles are a good exam- 
ple of the many ways the automotive 
industry is adding beauty, cutting 
costs and increasing design freedom 
with aluminum. 

Aluminum grilles with gleaming 
clear or color anodized in-the-metal 
finishes will never chip, pit, peel, 
flake or rust. There’s added sales ap- 
peal in this lasting beauty feature. 
There’s also an important saving for 
manufacturers through reduced war- 
ranty costs. Flexibility in design, low 
cost styling changes, reduced finish- 
ing costs and saving in weight are 
still more advantages of beautiful 
aluminum grilles. 

Reynolds can produce aluminum 
grilles by assembling extrusions, as- 
sembling roll formed shapes, stamp- 
ing from sheet or by perforating 
specially designed extruded shapes. 
For lower production quantities, 
assembled or perforated extruded 
grilles offer definite cost advantages. 
For higher production quantities, 
stamped grilles offer tremendous 
savings in finished part costs. 
Whichever type you design can be 
produced economically and effi- 


ciently by Reynolds, and Reynolds 
modern finishing facilities will give 
your grilles the finish your latest 
styling requires. 

The photos above are examples of 
the vast fabricating and finishing 
facilities that Reynolds offers the 
automotive industry. From these 
facilities come sales appealing color 
anodized parts with the “gleam of 
gold” and clear anodized parts with 
the “look of sterling’. From these 
facilities come quality parts. . . qual- 
ity controlled from mine to finished 
part and backed by Reynolds tech- 
nological know-how in producing and 
fabricating aluminum. Economical 
parts, too, because of Reynolds tre- 
mendous variety of the most modern 
fabricating and finishing equipment. 

For details on these facilities and 
for the assistance of Reynolds Alu- 
minum Specialists on mill product 
applications or on fabricated parts, 
contact your nearest Reynolds Of- 
fice. Or write Reynolds Metals Com- 
pany, Fisher Building, Detroit 2, 
Michigan or Reynolds Aluminum 
Fabricating Service, 2007 South Ninth 
Street, Louisville 1, Kentucky. 


REYNOLDS ALUMINUM—THE METAL FOR AUTOMATION* 


@ TRADEMARK 


REYNOLDS ALUMINUM 
FABRICATING SERVICE 


BLANKING + EMBOSSING + STAMPING + DRAWING + RIVETING + FORMING 
ROLL SHAPING + TUBE BENDING + WELDING + BRAZING + FINISHING 











AUTOMOTIVE NEWS, JULY 22, 1957 


URNINGS 


by 


John T. Benedict 


Engineering Editor 


De-Emphasis to Bring 
jor Engineering Changes 
mNETES recent decision by the Auto- 
mobile Manufacturers Assn. to 
ihdraw from racing reflects a 
in the industry’s merchandis- 
from power and speed that is 

md to have profound effects on 

pmobile engineering. 

"To some engineers these changes 

» obvious; others are still skep- 
Nevertheless, these changes 

I occur because the chief goal 

engineering is profitable sales. 

"The two functions are so closely 
ed that the direction of one 

’t be altered without influencing 
other. 

" Of course, it’s possible to get side- 
ed in the old argument as to 
her the sales department sells 
the engineers produce or the 
neers work on features re- 
ted by the salesmen. 

' Actually, both statements are 
y true and both are over-sim- 
ations of the coordinated effort 
ired of the engineer and the 

However, we are well into an 
era of sales-oriented engineering 


a 





At this early stage in the transi- 

on. it is not surprising that there 

are "differences of opinion among 

engineers as to the coming changes. 

They are viewed differently by these 
pe groups: 

1. Those who have the vision and 
the broad business perspective to 
grasp the situation in all its ramifi- 
cations. 

2. Those who have a narrower 
View but still recognize that there 
will be a realignment of technical 
Objectives as a result of the changes 
‘dn merchandising strategy. 

3. Those who are oblivious to 
what is occurring. This group, 
which includes some engineering 
executives, denies the existence of 
a feedback force powerful en- 


60 Million Miles 
Of Rayon Cord in | 


Tires on 57 Cars 


NEW YORK.—More than 60 
Million miles of rayon cord will go 
into original equipment tires for 
America’s auto manufacturers this 
year, according to American Viscose 
Corp. 

George Storm, general manager of 
Avisco’s rayon’ division, said that 
all but two of the some 240 models 
offered by auto makers this year 
are factory equipped with tires re- 
inforced by rayon cord. 

He noted that the auto industry's 
predicted market of about six mil- 
lion passenger vehicles for the year 
will require more than 30 million 
New tires as original equipment. 
Into the structural plies of each 
tire, depending on tire size, go two 
to three miles of tough, flexible 
cord. 

Five companies produce rayon 
cord for the tire industry in this 
country. Storm estimated that about 
one-third of their total cord pro- 
duction will go into original equip- 
ment tires this year, with the re- 
mainder earmarked for the replace- 
ment market. 


- Timken Ups Capacity 

| Of Bearings 10-39% 

. CANTON, O.—The capacity rat- 
| ings of most Timken roller bearings 

_have been increased 10 to 39 per- 
cent, according to Timken engi- 
neers. 

The increased capacities makes it 
Possible to use smaller bearings in 
Many applications, which will re- 
sult in a more compact product, 
‘Since the size of shafts and hous- 
ings will also be reduced. 





ough to cause significant changes 
in product design. 

In researching next week’s article 
on technical implications of the 
merchandising shift, all three types 
were interviewed, Only time will 
tell which type most accurately 
sized up the situation, Let’s take 
another look when the 1960 models 
are introduced. 

” * a: 


Experts Talk About 
Women and Automobiles 


A 


women and cars recently took 


on the awesome task of evaluating| that could not be discovered or 


| corrected 
|} ment work. 


the influence of ladies on the design 

and purchase of automobiles. 
Noting the varied (and conflict- 

ing) desires of women 


to a gay, high-performance run- 
about to a thrifty small car or an 


elastic vehicle with seating capacity | 


of a bus. 

Thus, it is that women have 
been a stimulus for many auto- 
motive developments, including 
the growth of power-assists, Also, 
at least partially as a result of 
the varied tastes of women, to- 
day’s mass-produced car is a 
compromise that (in theory at 
least) “has something to please 
everybody—at least to some ex- 
tent.” 

R. C. Smith, market research 
analyst for Chrysler, told how 
milady’s wants (in a car) are de- 
termined by relating the findings 
of market research and studies of 
economics. 

Smith pointed out that scientific 
investigations of buying influences 
are complicated by the fact that 
this is the “age of the joint de- 
cision” on large family purchases. 
(One thoroughly married man said 
that he makes the major decisions, 
while his wife makes all minor de- 
cisions —including the minor de- 
cision of deciding which are major 
and which are minor.) 

However, Smith noted a ray of 


|light in the form of a discernible 


“buying pattern” that shows up as 
a typical family unit moves through 
its life cycle. From newlywed to 
couple with young children and on 
to older couple whose grown chil- 
dren have left home—this cyclic 
characteristic gives a broad, pre- 
dictable pattern to family purchas- 
ing and aids market researchers in 
many fields. The idea is, of course, 
to strive for the right products in 
the correct quantities to meet needs 
of families at each stage of their 
development. 

The “joint decision” concept and 
growing influence of women on 
purchases make it necessary for 
business men to keep women in 
mind when planning their products. 

* * * 


MITH described three methods 
used by the auto industry in 
market research: (1) Attitude sur- 
vey, in which people are asked 
directly what they think of a car. 
(2) Verbal reactions to “idea” or 
“dream” cars embodying advanced 
features. (3) Contacts with color 
and fashion style-setters in fields 
of wearing apparel and household 
furnishings. 

P, H. Pretz, Ford executive en- 
gineer, told about the auto en- 
gineer’s answers to milady. He 
described some problems encoun- 
tered in engineering attempts to 
translate a woman’s desires into 
automotive realities. 

Particularly evident was the 
emphasis given comfort and con- 
venience features, as well as con- 
trol simplicity, in aiming to please 
the ladies. 

Now that the door to public dis- 
cussion of this subject has been 
opened by the able and daring SAE 
panel, I should like to see further 
development of the idea. 

Personally, I have thought for 
some time that there should be ex- 


BOLD panel of SAE experts on! 


in their} 
preferences for a mode of trans-| 
portation, Chevrolet engineer S. C.| 
Richey said that milady’s wants} 
range from: A cute moving van| 


|indicated that there is nothing 


| opments in the hands of operators 
| —provided that they know they are 





cellent material available for en- 
lightening discussions of: (1) How 
women (on the planning, styling 
and technical staffs) participate in 
development of the automobile; 
and (2) a feature-by-feature review 
of automotive components (such as 
steering, brakes, doors, seating, 
etc.) to tell exactly how their de- 
sign is influenced by the knowledge 
that women may drive the finished 
product or be conveyed in it, 


+ = + 
Distinction Made Between 


Pioneer and Guinea Pig 

URING an SAE discussion of 

operating experience with truck 
automatic transmissions, the charge 
was made that fleet operators had 
been used as unwitting “guinea 
pigs” in the early stages of this 
development. 

A spokesman for the equipment 
maker denied this allegation. He 
said it is not their policy to experi- 
ment with customers by introducing 
any device before the development 
program has been carried to com- 
pletion of thorough testing. 

It is true, however, he admitted, 
that customer experience in the 
field invariably uncovers problems 


in engineering develop- 


In commenting on this situa- 
tion, another engineer reminded 
us that “trouble is the price of 
progress.” He noted that often 
there is a fine distinction between 
the role of the pioneer and that 
of the guinea pig. Any pioneer 
faces troubles, but the gains make 
these troubles worthwhile. 
Another comment from the floor 


wrong with field-testing new devel- 


“guinea pigs” and do not suffer 
financially from the experience. 

It might appear, then, that the 
guinea pig becomes a pioneer when 
he attains an awareness of his ex- 
perimental | role. 





‘Natsyn n’ Equals 
Natural Rubber, 
Goodyear Says 


AKRON.—Truck tires built en- 
tirely of a new synthetic rubber 
performed as well as natural rub- 
ber truck tires in a coast-to-coast 
test run, according to Goodyear 





Tire & Rubber Co. 

The synthetic was developed by) 
Goodyear scientists and is said to) 
have a molecular structure like 
natural rubber—a goal long sought 
in the laboratory. The new rubber 
is called “Natsyn.” 

Goodyear officials said the cross-| 
country test was the first use of the) 
synthetic in actual service condi- 
tions such as are experienced by 
truckers. Successful performance 
of the synthetic in truck tires was 
said to be significant for two main 
reasons: 

First, it removes a long-standing | 
threat to America’s huge trucking) 


industry should natural rubber sup-| 
plies from distant plantations ever| 


be shut off, as they were during 
World War II. 

Second, it provides another bul- 
wark against any threat of run- 
away crude rubber prices, as has 
occurred in the past. 


The test spanned the continent| 


twice—starting from Texas, then to 
California and eastward to the 
Atlantic coast, returning to the 
Goodyear tire testing station at San 
Angelo, Tex. 

The truck, one of Goodyear’s test 
fleet, carried a full payload and 





was driven at legal highway and 
turnpike speeds. 

The truck-trailer rig was equipped 
with natural rubber tires on one 
side and the new synthetic rubber 
tires on the other. To assure equal 
test conditions, the tires were 
switched from one side to the other 
at regular intervals, with axle posi- 
tions maintained. Careful records 
were kept during the entire trip. 

Final comparative text figures, 
compiled when the truck returned 
to its home base in Texas, showed 
Natsyn measured up to the per- 
formance of natural rubber in gen- 
eral durability and in all other 
——- of performance, Goodyear 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
(National Average is 65%) 


ee eT See service absorption figures and fill - 


eS ey Sree See 0 SACO ar cum, and gee Oo ont tne Se 
desk or tower control, write us and hear our story ... we promise some new slants 
—without obligation, of course. 


Flash - A - Call Service Contro 


2170 South Canalport Avenue 
Dept. AN-159, Chicago 8, Ill. 





Houston Post 


preferred 

by Houston's 
10 largest 
new car 
advertisers 


Documented by linage performance 


you need 


THE HOUSTON POST 


to cover the Houston market 


Represented Nationatty by MOLONEY, REGAN & SCHMITT 


| YOUR FIRM NAME 


Your only natural monopoly 
Your most valuable asset 
Your only exclusive sales tool 


Interpret your business in terms of owner benefits. Become known as 
the dealer who adds a plus value with every car delivered. A preferred 
Place from which to buy new and used cars and come for service. Then 
you will get in on more deals, can be more selective of them and still 
get volume, but at a profit. 


Come to the only place in America that urges dealers to bet on them- 
selves and who furnishes ideas each month by which you cash in on 
your only natural monopoly. 


Get the current month's suggestions for free inspection in your own office. 
No salesman will call. Write on your letterhead or “return coupon today. 


THE JOHN O. MUNN COMPANY 
TOLEDO TRUST BLDG. TOLEDO 4, OHIO 


THE JOHN O. MUNN COMPANY 
Toledo Trust Bidg., Toledo 4, Ohio 


. it appeals te us we'll keep and expect you 


Please Print: 
Firm Name 


Individual to 
be Addressed 


I Tia ences i a ec a ee ee 
City SE 


Car Handled 
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74% of Daily Men's 


Store Linage 
(76% of the total)— 


68% of Daily Women’s 


Store Linage 
(75% of the total) — 


Appears in the 
COURIER-EXPRESS 


®@ Proof that Buffalo’s fastest 
growing newspaper is best to 
sell both men and women. Use 
it daily for economy, Sundays 
for saturation. 


ROP COLOR available 
daily and Sunday 


Member: Metro Sundoy Comics ond 
Sunday Magazine Networks 


BUFFALO 
COURIER 
EXPRESS 


Representotives: 
Scoloro, Meeker & Scott 


Pocific Coast: Doyle & Hawley 


THE FIRST 


“NEW LOOK” 
PENNANTS 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. Make 
your place stand out like a sore thumb. 
You get attention with Myrlo products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 
a 
Pacific Coast Dealers 
Overnight bus service on our pennants 


HARRY TAINTOR 
O47 24th Ave., N. W. Seattle 7, Wash. 
Phone: Hemlock 8176 


Attention 


Dealers 
N.Y. - N. J. - CONN. 


AR A Automotive Air 
Conditioning 


A. R. A. 


Relax and ride cool with A.R.A., 
the first name in air condition- 
ing for automobiles, station 
wagons, trucks, ambulances 
and sports cars. 

“For Information Call” 
FORT LEE MOTORS, INC. 





TURNTABLES 


ae 
Meanufactered by 


Macton Machinery Co. 
DYKE LANE 


Stamford 2, 
Cons. 
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How Nation's Salesmen Meet... 





Practical Problems of Selling 


A SALESMAN tells this story 
on himself. He wishes to re- 
main anonymous. L. H. Houck, 
Automotive News staff corre- 
spondent, passes it along: 

When Harry Brown, 70 or bet- 
ter and retired, told me he was 
going to give his daughter, 22 and 
unmarried, a new car and let her 
pick out whatever she wanted 
wherever she wanted it, I thought 
he ought to throw 
the business my 


Sales way because we 
Case had been friends 
so long, even 

Histories though I did not 


know his daughter. 

He had bought several cars 
from me and we often met at 
lodge and other places. One day 
he dropped by with the big joke. 


News to Note... 


POTTSTOWN, Pa.—A new rec- 
ord for on-the-job safety in the tire 
industry has been established here 
by Firestone Tire & Rubber Co. 
The company’s Pottstown plant has 
completed more than 7,800,000 man- 
hours without a lost-time injury. 

> * * 
Three Carolina Dealers 


Elected to Outside Posts 


RALEIGH, N. C.— Three North 
Carolina new-car dealers have been 
elected officers of nonautomotive 
groups. 

._ Crowell Little has been named 
president of the Chapel Hill Rotary 
Club, Henry Odom has been elected 
president of the Rocky Mount Lions 
Club and Bernard Thomas has been 
elected vice-president of the Lexing- 
ton Retail Merchants Assn. 

. * * 


2 Distributors Named 


For Hamilton Presses 


HAMILTON, O.—Two new sales 
distributors have been appointed by 
the Hamilton division of Baldwin- 
Lima-Hamilton Corp. 
| RR, L, Crane Machinery Co, has 
been named for the Buffalo-James- 
town (N. Y.) area, and Ogden R. 
Adams, Inc., for the Rochester 
(N, Y.) area. 

” 





Pacific System Auto Leasing 


Moves and Changes Name 


LOS ANGELES.—Pacific System 
Auto Leasing has moved to larger 
quarters at 5818 W. Pico Blvd. 
Name of the firm has been changed 
to Auto Lease Co. 

M, J. Merkin, general manager, 
said repair and maintenance fa- 
cilities had been enlarged. 

* z + 


Tire and Tube Firms Boost 
April Shipments in Canada 

OTTAWA.—Shipments of Canada’s 
tire and tube industry rose to 
$27,636,000 in April from $24,376,000 
for March, the Government re- 
ported. The total for April, 1956, 
was $28,917,000. 

Inventories dropped to $81,516,000 
in April from $81,952,000 in March 
but were above the $76,327,000 for 
April, 1956. 


New Goodyear Warehouse 
‘Opened in Portland 
PORTLAND, Ore.—Goodyear Tire 


* 


He said his daughter had picked 
out a car just exactly like the 
one on our floor, of the same 
make but from another dealer, 
according to what she had told 
him, and he was going over that 
afternoon to look at it and write 
out the check. 

He considered it a good joke 
on me but he had told her she 
could buy what she wanted 
wherever she wanted and the 

was 

Well, I pondered on how a deal 
could be so near and yet so far 
and philosophized that you can’t 
sell them all and comforted my 
ego by thinking that other peo- 
ple have to make a living, too. 
But along about 5 o’clock in 
came Harry Brown and his 
daughter. He introduced her and 


Auto World in Brief 





nounced by John A, Robertshaw, 
chairman. 
a * = 


Snugl Names Rep 


KOKOMO, Ind.—Snugl Wheel 
Weight Mfg. Co. has appointed Al- 
bert Edelstein representative for 
metropolitan New York and north- 
ern New Jersey. 

* > > 


Ford Plants at Detroit 


Win Six Safety Awards 


DETROIT.—The Greater Detroit 
Safety Council reports that Ford 
Motor Co. plants won six of the 12 
awards made in the Detroit area 
for outstanding safety records. 

In the large plant category 
(which includes facilities with more 
than 1,000 employes) Ford Motor 
Co.'s Monroe and Lincoln plants 
won first and second place. GM’s 
research division won third place 
in this category. 

> > > 
1,500-Unit Leasing Firm 
Organized by Spitzers 

ELYRIA, O.—John and Del Spit- 
zer have established a car and 
truck leasing service that is ex- 
pected to have 1,500 units within 
three months. 

The new firm is known as Spitzer 
Leasing, Inc., and is headquartered 
in Elyria. It will also have offices 
in Lorain, Grafton, Mansfield and 
Columbus, all in Ohio, and Little 
Rock, Ark., Grand Rapids, Mich., 
New Orleans, Miami, Atlanta and 
New York. 

> = . 


Thor Begins New Plant 


For Speedway Division 
LA GRANGE, Ill.—Thor Power 
Tool Co. has begun construction 
of a $750,000 plant here to house 
its SpeedWay manufacturing 
division, The facility will have 
65,000 square feet of space, com- 
pared with the division’s present 
27,000-square-foot plant in Cicero, 
ti. 


Neil C. Hurley jr., Thor presi- 
that 


dent, production 
of the company’s SpeedTool line 
would be doubled within a year 


after the division starts work in 
the new plant, scheduled for 
completion by the end of this 


* * 7 


Clark Equipment Announces 


year. 


& Rubber Co, has opened its new| New Dealership, 2 Branches 


Portland district office and ware- 
house at 2720 35th Ave., N. W. 

The tire and battery warehouse 
will serve dealers in Oregon and 
parts of Washington, The accessory 
and home warehouse will serve 
parts of eight western states. 

+ s 


Brake Shoe Moves 
NEW YORK.— American Brake 
Shoe Co. has moved its New York 
offices to 580 Fifth Ave, 
- 7 


Move to Richmond 


GREENSBURG, Pa. — Executive 
offices .of Robertshaw-Fulton Con- 
trols Co, will be relocated in early 
fall in Richmond, Va., it is an- 


BATTLE CREEK, Mich.—Indus- 
trial Truck division, Clark Equip- 
ment Co., has appointed a new 
dealership and announced estab- 
lishment of two new branches of 
existing dealerships. The new deal- 
ership is Trucktor Corp., 1137 Route 
22, Mountainside, N. J. 

Morrison Industrial Equipment 
Co. has opened a branch at 841 Bar- 
ney, Muskegon, Mich. The firm’s 
headquarters are in Grand Rapids, 
Mich., and it has other branches in 
Jackson, Kalamazoo and Lansing, 
Mich. A branch at 201 S. Broadway, 
DePere, Wis., has been opened by 
Wisconsin Industrial Truck Co., 
Inc., Milwaukee. The company also 
has a branch in Powers, Mich. 


she said she was interested in a 
new car and I showed her the 
ones on the floor and she settled 
down on the car that Brown had 
told me she had picked out on 
another dealer’s floor. But not a 
word about what happened. 

In 30 minutes the car was 
picked out and I was folding up 
the check and making a note of 
the delivery time. 

* - + 


T= next day Brown came by 
grinning like a possum, 

“So you tried to throw the deal 
my way after all,” I accused him 
with a grin. 

“Don’t be so self-satisfied,” 
he said, “I had absolutely noth- 
ing to do with it.” 

Then he told me what had hap- 
pened. When they went in, his 
daughter introduced him to the 
salesman who was handling the 
deal, as Mr. Brown. 


The salesman shook hands with 
him and said: “I’m glad to meet 
you Mr. Brown after having met 


your charming wife and helping | 


her pick out this nice new car. I 
hope you approve the details.” 
Brown didn’t get it but his 
daughter palavered a little with 
the salesman and then told him 
they’d be back. She said where 
else can I buy a car just like that 
and Brown told her he thought 


he knew a place and brought her | 


over. . 
> = = 

paine young and impression- 

able, she didn’t like the in- 
ference that she had married an 
old man for his money and that 
he was presenting her a new car 
to keep her happy. 

Since she had never mentioned 
that her father was giving her a 
new car for a college graduation 
present, the salesman had as- 
sumed that the man was her hus- 
band 


So I would say guard against 
assuming anything because white 
is not always white—sometimes 
it’s gray. 





Small Tires Seen 


Boosting Volume 


Of Service Firms 


NEW YORK.—Although many 
drivers could easily change their 
own 15 and 16-inch tires, tire 
troubles accounted for nearly 13 
million of the nation’s 53,586,000 
service calls during 1956. 

The “flat” will stump even more 
motorists this year, according to 
Permatex Co., Inc.. manufacturer of 
automotive maintenance chemicals, 
because 14-inch tubeless tires make 
roadside tire changes far more 
difficult. Service establishments’ 
volume should rise as a conse- 
quence. 

The new tires are constructed to 
fit tighter to tire rims. They have 
stiffer beads and smaller drop 
center wells. In order to seat the 
beads properly and position the tire 
correctly on the rim, a rubber lub- 
ricant is an absolute necessity. 

“It’s a sure thing,” said Permatex 
President C. A. Benoit jr. “most 
motorists won't just happen to have 
a can of rubber lubricant along 
when a tire goes flat. That means 
service stations and garages won't 
have much competition from the 
‘do-it-yourselfers’ when it comes to 
changing 14-inch tires on the late 
model cars.” 


1,000 Celebrate 
50th Anniversary 


MORRISVILLE, Vt.—More than 
1,000 persons attended an open 
house marking the 50th anniver- 
sary of H. A. Smalley & Co., Inc., 
automobile dealers. The firm has 
occupied the same location through 
the half century. 

Miniature automobiles were 
awarded as door prizes and the 
event was heard on special broad- 
casts over radio station WDEV. 

Visitors included representatives 
from Dodge and Crandall Hicks 


Corp., Wellesley, Mass., foreign car| Drew, general manager of DreW 
distributors. Persons from two| Dodge here, has announced sale of 
foreign countries, 10 states and of| 275 Dodge police pursuit cars to the 


48 Vermont towns registered. 


Mets for Salesmen— 


Jim Rembold, left, of LaPorte Nash Co, 
LaPorte, Ind., is shown delivering three 
imported Metropolitans to Hargrave & 
Hargrave, an insurance and reol estate 
firm in LaPorte. The three Mets are painted 
different colors and each carries the name 
of the firm on the door. The Mets will be 
used by the firm for “around town” 
transportation for its salesmen. 











Firestone Sees 
Increasing Sales 
In Free Europe 


| NEW YORK.—Raymond C. Fire. 
|stone has returned from a 17-day 
business trip to Europe and said 
the American 
business economy 
would become 
progressively 
more closely tied 
to European mar- 
kets. 


The president 
of Firestone Tire 
& Rubber Co. said 
the European 
economy may ad- 
vance even faster 
than the U. 8 
economy in the next few years. 

“During the last 15 years Euro- 
peans have become more and more 
familiar with the products of Amer- 
ican industry,” Firestone said. 

“They like those products and 
they have confidence in them. Now 
the European economy is beginning 
|to flourish and Europeans want 
American products and have the 
money to buy them.” 

He pointed out that while Euro- 
pean markets for American prod- 
ucts were growing stronger Ameri- 
man manufacturers would face in- 
| creasingly strong competition from 
European manufacturers. 

In assessing the progress in 
| Europe, Firestone pointed out that 
| vehicle registrations in nations out- 
side the Iron Curtain countries in- 
creased more than 200 percent from 
January, 1948, to January, 1957. At 
the same time vehicle registrations 
in the U. S. increased 72 percent 

He said consumption of rubber in 
| these same nations of Europe in- 

creased almost 70 percent while in 
the U. S. the increase was a little 
over 34 percent. 


Potamkin Wins 
State, City Bids 


PHILADELPHIA. — Potamkin 
Chevrolet was low bidder on the 
sale of 914 cars and trucks to the 
State of Pennsylvania and on the 
sale of 420 cars to the City of 
Philadelphia. 

The sale to the state was for 
$1,407,588. Three hundred cars will 
go to the State Police, 75 to the 
Liquor Control Board and the bal- 
ance to various government agen- 
cies. More than 30 dealers submitted 
bids for the sale. 

Philadelphia had requested bids 
for rental of 289 police cars or 38 
an alternative, bids for the pur 
chase of 420 cars, No bids were 
received for the rental plan, but 
three were submitted for the sale. 
Potamkin’s low net price included 
390 tradeins, and was for $444,303. 








R. ©. Firestone 





Police Buy from Drew 
SACRAMENTO, Calif. — John 


California highway patrol. 
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' Participating dealers were Tin- 


How They're Pushing Sales 


Pontiac dealers in the Buf- 
falo area joined hands in a 
jon on new cars aimed at 
a larger piece of the new- 
money that goes into the low- 
price field. 
The dealers used full-page news- 
advertising and other media 
to launch the promotion, featuring 
this theme: “Pontiac’s Big 5 Blasts 
Into the Small-Car Field.” 
The dealers said they had 500 
Pontiacs ready for immediate 


ry. 


sey Cadillac-Pontiac, Villa Pontiac, 
“Dave Waite Pontiac, Phil Ami- 
gone Pontiac and Berriman- 
Graham. 


* | 
| 


* a 


Mllin the Mind... 
H* CASEY Chevrolet, Inc., Buf- 
falo, sponsored a Buffalo ap- 
pearance of Myrus the Mentalist 
at the Kleinhans Music Hall on a 
Sunday evening, drawing a large 
crowd. 
+ * * 
Neighborhood Shows 
tet Sama te INC. 
(Dodge-Plymouth), Indianapolis, 
uses neighborhood new-car shows 
to keep live prospect names in the| 
files. 

The firm sends out four or five 
salesmen with a “task force” of| 
ears of different body styles. After} 
lining up the cars on some residen-| 
tial street, the salesmen ring door-| 
bells and invite everyone in the 
area to come out and look over the 
cars. 


* * * 


Of We Go...’ 


R a three-day period, young- 
sters who showed up at Ben) 
Medow (Dodge-Plymouth), 222 N. 
Lafayette, South Bend, were given 
a free ride in a model of the Air 
Force's supersonic F-100 jet fighter. 
Parents, of course, were told that 
the automobiles sold by Medow had 
jet styling and many features found 
in jet aircraft. 
” 


* * 


Hubby’s Welcome 


ENDRICKSON MOTOR SALES, 

INC. (Plymouth-DeSoto-Chrys- 
ler-Imperial), Logansport, Ind., set 
aside three days as ladies days. A| 
Tose was given free to each lady 
visiting the dealership. 

Assurance was given, “If a sale 
is made, we won't sell you; you'll 
sell yourself on one of these beau- 
ties!” and the reminder was given, 
“Ladies, they're your days and 
you're queen, but if hubby wants 
to come along and you want him 
to, by all means let him come 
along!” 


* * = 


Patrol Order Cited 


POLICE cruiser dominated an 

ad used by John Drew Motors 

(Dodge-Plymouth), Sacramento, 
Calif. 

“California Highway Patrol 

swings to Swept-Wing,” the ad 





Dealer Ad Ideas 





shouted, going on to explain that 
the patrol had just purchased 275 
new Dodges. 

The 1957 Dodge, said the ad, fea- 
tures “Performance, durability, 
economy, safety.” 

* a” + 


Dealers Join Forces 


R the first time in the mem- 

ory of the oldest automotive 
men in Portland, two competing 
dealers joined hands for a sales 
Promotion event on the same 
make of car. 

The dealers involved are Ralph 
Hoyt Co., 1035 W. Burnside St., 
and Billings Imperial Motors, 
4401 NE Union Ave. They united 
for a Chrysler “circus sale” pro- 
motion on all Chrysler models. 

The event was kicked off with 
a breakfast meeting of both sales 
Staffs, complete with a band and 
girl models, at the Multnomah 
Hotel. The entire Portland zone 
force of Chrysler Corp. and the 
Portland regional force of Chrys- 
ler Sales Corp. were present. 

A week-long promotion fol- 
lowed, supported by color adver- 
tisements in the two Portland 
dailies. During this open house at 
both dealers, dozens of prizes 
Were given away and there were 

freshmen 


re’ ts. 
Prizes included two used cars, 













two rifiles, two mink stoles and 

two $1,000 certificates toward the 

purchase of any Chrysler model. 
* 


* + 
Clinic for Buicks 
LLIOTT BUICK, INC., Provi- 
dence, has sponsored a clinic 
for Buick owners of the city with 
factory cooperation, 

Buick owners were invited to 
bring in their cars for a bumper-to- 
bumper inspection. “It’s like a 
periodic checkup at your doctor’s 
and it makes sense, and at no 
charge to you,” the dealership’s ad 


said. 
* * «& 


Sells, Hires with Same Ad 


EEDING salesmen, Robert C. 
Perkins, general manager of 
Wayne Thompson, Inc., Asheville 
(N. C.) Dodge dealership, hit on 
a two-edged television attack. 
“We sold the product and the 
dealership at the same time,” he 
explained, “and were able to sell 
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Ada it to the 
Fon cans, TRUCKS. 


ALEMITE KLEEN TREET 


Cleans carburetors while they drive. 
Gives better starts—faster pickup—new- 
cor performance. Satisfaction guaran- 
teed by Alemite. 


ALEMITE COOLING 
SYSTEM CONDITIONER 


Cleans radiators—and keeps them 
clean—while they drive. No messy 
draining and refilling, Not only re-} 
‘ moves rust but prevents its formation. 
Alemite Money-Back Guarantee! 

Alemite is reaching millions of readers, 


listeners and viewers — in leading national . © 
magazines . . . over local radio and TV! 
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prospective salesmen—and their 
wives—on the fine opportunities 
open to them here.” 

As a result of the TV cam- 
paign, Perkins hired a new car- 
truck sales manager, a new used 
car-truck sales manager, and six 
salesmen. 

The dealership also uses tele- 
vision and radio for its monthly 
promotions, buying for a flat 
price every available TV spot 
over a two-day period. This satu- 
ration techniques pays an extra 
bonus in word-of-mouth advertis- 
ing and sales, Perkins said. 

oe * * 


Wanted ... 


a” A large newspaper ad entitled 
“Man with a Past,” Nalley Chev- 
rolet, Atlanta, ran full-face and pro- 
file photos of its sales manager, 
John Crawford. 

Across Crawford’s chest in each 
photo appeared No. 5369, which is 
Crawford’s Georgia dealer’s license 
number. 

The caption under the pictures 
read: “Yes, this man has a record 
for selling cars in the past that 
enables him to sell cars today — 
and will keep selling cars tomor- 
row—a reputable man who will sell 
you a dollar’s worth of value for 
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7 Speed Marks Claimed 
For Students in Austin 


PARIS.—An Austin A-35, driven 
by five college students, has set 
seven international speed records 
while being driven for seven days 
and nights at the Montlhery Cir- 
cuit here, the company has re- 
ported. 

The records claimed were four 
days at 74.91 mph, five days at 
74.95 mph, six days at 74.83 mph, 
seven days at 74.90 mph, 10,000 
miles at 74.79 mph, 15,000 kilo- 
meters at 74.81 mph, and 20,000 
kilometers at 74.89 mph, 





every dollar you spend — with a 
young reliable firm.” 
od cd ca 


Baseball and Cars 


— fans in Birmingham, 
Ala., got a special invitation 
from Kirksey Motors, Inc. (DeSoto- 
Plymouth), in a newspaper ad. 
Said the ad: “Come and watch 
the actual broadcast direct from 
our modern air-conditioned show- 
room of the baseball game be- 
tween the Birmingham Barons 
and the Memphis Chicks an- 


Nothing Keeps 
gq Like 


















15 


nounced by WBRC’s ace an- 
nouncer, Dave Campbell. 

“While you’re here to listen to the 
ball game you can register for a 
1957 Plymouth Belvedere four-door 
sedan to be given away.” 

The dealership also provided free 


refreshments. 
* * * 


Selling Prestige 


oo Chrysler dealers in the 
South — Richmond Motor Sales 
in Augusta, Ga, and Gengery 
Brothers in Aiken, S. C._—are jointly 
sponsoring a prestige newspaper ad 
that describes typical Chrysler 
buyers in glowing terms. 

The ad read, “Although it could 
be said that many Chrysler owners 
have already ‘arrived,’ members of 
the Chrysler family are not con- 
tent to stay put. 


“They are still moving ahead. 
You'll find the Chrysler family on 
college campuses the country over, 
seeing their sons and daughters 
through commencement ceremonies. 
You'll see their new Chryslers 
parked in front of the nation’s 
best known landmarks while the 
Chrysler family is dining in the 
finest places, traveling in the smart- 
est circles.” 
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FREES STICKY VALVES 


... Clears up, cleans out, power-robbing sludge 
... gives fresh new engine performance! 


Alemite CD-2 solves your customers’ sludge prob- 
lems completely! Frees sticking valves and lifters 
—neutralizes acids—dissolves and removes harmful 
sludge. Add CD-2 to the crankcase after oil changes 
—recommend it with every service job. Your cus- 
tomers will be amazed at the quiet, smoother- 
running, more powerful engine performance CD-2 
gives them after just 50 miles of driving. Sold on 
Alemite’s famous Money-Back Guarantee! 


Call your jobber today! 


AT TBRANING 


REG. U.S. PAT. OFF 


Division of STEWART-WARNER CORPORATION 
1850 Diversey Parkway, Chicago 14, Ill. 





H. D. T. COMPANY ‘FACTORS, INC. 
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—H.D.T. COMPANY FACTORS, INC. 


Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Safety Vest for Children— 


Mercury has introduced a “Safety Vest" that is said to do the same job for 
children os the seat belt does for adults. The vest was developed primarily for the 
youngster too small for a seat belt, and is manufactured in three sizes. The vests 
Gre made of nylon and cotton, making them durable, lightweight and washable. 
They feature a zipper up the back and detachable buckles. 


Affecti 


Factories and Dealers . . . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Volvo, the Swedish automobile 
account, has returned to Advertis- 
ing Agencies, Inc., Los Angeles and 
New York, whose Kent Goodman 
launched it last year on the West 
Coast. In its interim, the account 
has come and gone to O’Neil, Lar- 
son, and McMahon; J. Walter 

Thompson, and Ruder & Finn. 

In taking back the national ac- 
count for Volvo, Advertising 
Agencies, which also handles the 
regional program for Volvo in the 
11 western states, Hawaii and 
Alaska, will aim initially at the 
number-two spot in the foreign 
ear field, which it already has 
achieved in California, 


Advertising Agencies is planning 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


HA 
i i 


a broad program to get the name 
of the car across in the eastern 
| markets. Special emphasis will be 
placed on newspaper teaser ads, 
|radio spots and outdoor advertis- 
ing. 

* + * 
Dodge Dealers Pick TV 
| Dodge dealers in the Los Angeles 
| region will sponsor one-half of the 
| hour-long theater program, Colgate 
Theater, shown Friday nights on 
| television station KTTV in Los An- 
geles, The co-sponsorship arrange- 
ment with Colgate began July 12 
|}and continues through Sept. 27. 
| Dealers Steve Newton, Ken Parr, 
| Bob Smith and Tom Waters, repre- 
| sentatives to the regional Dodge 
Dealers Advertising Fund, said $4,- 
| 500 per week has been allogated for 
| the show. 
| At the same time, the dealers 
| cancelled their sponsorship of the 
Wednesday night movie on KTTV, 





We've got the biggest album 
in the business 


And understandably so! Because Dun- 
lop — since the development of the 
pneumatic tire by John Boyd Dunlop 
— has paced the progress and growth 
of the tire and rubber industry. 
From ‘the start — right u 

go day — Dunlop scientists have 

d the way with important advances 


to the 


in tire construetion. (Our album con- 
firms this fact.) 

This kind of pioneering has made 
Dunlop world-famous in tires and 
rubber, promises continuing leader- 
ship in the future. Look to Dunlop 
—your guarantee of a great tire today 


— an even greater tire tomorrow. 


Youw’re always a mile ahead with 


DUNLOP 


DUNLOP TIRE AND RUBBER CORPORATION, Buffalo, N. Y. 


i —— 
and two one-minute spots on Tueg 
day and Thursday evenings, 

* * « 


L-O-F on Television 


One of four sponsors of 
nationally televised NCAA foo: 
games this fall will be Libbey. 
Owens-Ford Glass Co., a newcomer 
to TV. In addition, L-O-F will be 
an alternate sponsor of the new 
Perry Mason show on CBS Satur. 
day nights beginning in September 

The NCAA telecasts start with 
the Texas A & M-Maryland game 
on Sept. 21, and wind up with the 
Pittsburgh-Miami game Dec. 7. Big 
Ten games, Notre Dame vs. Okla. 
homa and Army vs. Navy are ip. 
cluded. 


* * * 


Names 


William R. Johnson, formerly an 
assistant to Fred Bauer, western 
advertising manager, has been pro. 
moted to a position on the publica. 
tion’s Chicago sales staff of Look 
magazine. 


* + + 
Dennison R. Crandall, editor of 
the Scintillator, house organ of the 
Scintilla division of Bendix Avia. 
tion Corp., has been named editor 
of the “Editor’s Notebook,” official 
publication of the American Assn, 

of Industrial Editors. 


Mercedes Service 
Being Taught in 
S-P Sessions 


SOUTH BEND. Studebaker. 
Packard has announced an exten- 
sive program to teach Mercedes 
Benz service techniques to dealer. 
ship personnel. 

At the same time, the company 
said Mercedes-Benz parts distribu- 
tion depots are being set up and 
will be stocked to provide replace- 
ment parts for present Mercedes- 
Benz owners through S-P dealers 
now being franchised to handle the 
German-made cars. 

Permanent service schools were 
opened July 8 in New York, Chi- 
cago, Los Angeles and South Bend 
The latter school also will train 
factory service personnel, Roy B. 
Bender, S-P general service man- 
ager, said. The instructors have 
been trained in Germany by Daim- 
ler-Benz, A.G., technicians. 

Bender said that if any Mercedes- 
Benz owners presently are experi- 
encing service difficulties, they 
should write to any of the 20 zone 
offices or to the Studebaker-Pack- 
ard service department at South 
Bend. 

Parts depots are in operation in 
New York, Chicago and Los An- 
geles, according to David S. Me- 
Nally, general manager, parts and 
accessory division. 

All zone parts depots presently 
are equipped with information on 
parts and will assist any dealer or 
owner in obtaining replacements, 
he said. 

On the service front, Bender said 
there are two additional mobile 
schools operating in the south, one 
from Atlanta zone headquarters 
and one from Dallas. 


Chrysler to Offer 
Air Conditioner 


For ‘Every Car’ 


DAYTON, O.—The Airtemp divi- 
sion of Chrysler Corp. has plans 
to make its new-car air conditioner 
available to “every car in America,” 
according to M. B. Smith, assistant 
to the sales vice-president. 

Smith said, “Our ultimate objec- 
tive is to make the Airtemp con- 
ditioner available on a nationwide 
basis to every car owner in 
America, Major emphasis on dis- 
tribution will be—and continue to 
be—through the Airtemp nation 
wide network of franchised dis- 
tributors and dealers.” 

Declaring that a flood of inquiries 
had been received from auto acces 
sories and merchandising service 
stations eager to handle the aif 
conditioner, he said that the pres- 
ent distribution channels might be 
supplemented by some new outlets. 

Airtemp field personnel have been 
instructed to screen potential out- 
lets on the basis of integrity, type 
of organization and ability to per 
form, 

The new air conditioner was in- 
troduced recently, It will retail for 
about $300 installed, Two simple 
controls operate it. 
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Toledo 


New-car sales in Toledo and Lu- 
cas County in June were down from 
the same period a year ago, 

the first-half total was up, 
geording to the Toledo Automo- 
bile Dealers Assn. 

June sales totalled 1,657, while 
a year ago they were 1,748. Sales 
jn the first six months amounted 
to 11,084, compared with 11,012 
in the first half of 1956. 

New-car registrations in the first 
palf were: Ford, 2,817; Chevrolet, 

; : Plymouth, 1,208; Dodge, 815; 
Oldsmobile, 739; Pontiac, 690; Mer- 
eury, 478; Chrysler, 303; Cadillac, 
5; DeSoto, 180; Studebaker, 133; 
Imperial, 91; Rambler, 86; Volks- 
wagen, 57; Lincoln, 46; Nash, 40; 
Willys, 22; Packard, 6; Hudson, 2; 
Metropolitan, 2; Kaiser, 1, and mis- 
gellaneous, 59.—(George E. Toles.) 


* * * 


Cincinnati 


June new-car sales in Hamilton 
County (Cincinnati), O., amounted 
to 2916, compared with 3,202 in the 
previous month. Used-car sales, in 
the same period, dropped from 4,149 
to 3,812. 

By make, new-car registrations 
were: Ford, 806; Chevrolet, 621; 

th, 375; Oldsmobile, 237; 

Buick, 208; Pontiac, 162; Mercury, 
133; Dodge, 90; Rambler, 69; Cad- 
lac, 43; Chrysler, 37; DeSoto, 33; 
Nash, 23; Studebaker, 18; Volks- 
wagen. 15; Imperial, 10; Lincoln, 
7; Hudson, 7; Packard, 4; MG, 2, 
and miscellaneous, 16. 

New-truck registrations rose 
slightly in June to total 271, com- 
pared with 261 in May. Used-truck 
sales dropped from 195 to 156. 

New-truck registrations by make 
were: Chevrolet, 83; Ford, 75; In- 
ternational, 35: White, 24: Mack, 
2%; Dodge. 18; GMC, 11, and Willys, 
3—(Frank Kappel.) 

+. = 





Akron 


Despite a disappointing showing 
in some lines, total sales of new 
cars in Summit County (Akron) 
during the first half of 1957 were 
the second-highest in history. 

Registrations for the six months 


Ford, Chevrolet, 
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Auto Market Reports 





Plymouth and| while, dropped from 524 in May to 


Buick running in that order. As of| 322 in June, 


July 1, Ford registrations rose to 
2,922, well in front of Chevrolet’s 
2,415. Plymouth was a strong third 
with 1,924. 

Others in the top ten were Buick, 
1,018; Oldsmobile, 748; Mercury, 
705; Pontiac, 696; Dodge, 695; De- 
Soto, 380, and Chrysler, 261. 

During the half, 87 Volkswagens 
were purchased, ranking the Ger- 
man car 13th among all makes. A 
new high of 172 foreign vehicles 
were registered during the half.— 
(Joe Kuebler.) 


* * 


Clevelan 


Used-car sales continue to reflect 
strong automotive trends in the 
Cleveland area, although new units 
are down. 

According to Leonard Fuerst, 
clerk of courts, sales of used vehi- 
cles for the week ended July 6 
were 1,727, a strong figure for the 
abbreviated holiday sales period, 
compared with 1,689 a year ago. 
New units were 1,193, compared 
with the 1956 figure of 1,313. 

Commercial sales also are heavy 
with new units sold being 107; used, 
69.—(Sanford Markey.) 

= = * 


Middletown, O. 


New-car sales in Butler County 
(Middletown), O., amounted to 489 
in June, for the lowest monthly 
total of the year, according to the 
clerk of courts. 

A month earlier, 603 new cars 
were sold, while in June of 1956, 
new-car sales amounted to 608. 

June registrations by make 
were: Ford, 135; Chevrolet, 110; 
Plymouth, 47; Buick, 42; Olds- 
mobile, 35; Pontiac, 29; Mercury, 
23; Dodge, 19; Studebaker, 10; 
Rambler, 10; Cadillac, 7; DeSoto, 
7; Chrysler, 7; Lincoln, 4; Pack- 
ard, 2; Hudson, 1, and Nash, 1. 

There were 31 new trucks sold. 
Total by makes: Chevrolet, 22; 
Ford, 4; International, 3; GMC, 1, 
and White, 1—(Ernest C. Kish.) 

= = = 


Dallas 


A total of 3,572 new cars were 





Tose to 12,628, nearly 2 percent 
higher than in the opening half of | 
last year. Record for the first half 
is 13,441, set in 1955. 
June sales of 2,084 were 11 units! 
above the total for June of last} 
year. 

Truck sales in the first half | 
totalled 1,072, compared with 1,115 
in the opening six months of 1956. 


Peak first half was 1953, when the | 


total was 1,194. 


New-car sales by make show} 


Seat Belts Fail 
Devices Pulled Loose 
By Headon Crash 


LOS ANGELES. —A spectacular 
test of a new type of seat belt by 
the Institute of Transportation and 

c Engineering of the Univer- 
sity of California, seemed to show 
that no seat belts have yet been 
devised that will withstand a high- 
Speed, headon collision of two auto- 
mobiles. 

Derwyn M. Savery, project engi- 
heer, said the seat belts used were 
Made to withstand 16,000 pounds of 
Pressure. After examining the in- 
teriors of the wrecked cars, two 
196 model sedans, which were 
traveling 50 miles per hour when 
they crashed headon, Savery said: 

“There would have been no sur- 
Vivals in this accident. The restrain- 
ing devices remained intact, but the 
flor pan was unable to withstand 
the force. We still do not have an 
effective restraining device for this 
Speed 


“We possibly could develop a de- 
Vice, but people wouldn’t wear it. 
It would be too cumbersome.” 

Each car was occupied by a 

driver and a dummy pas- 
Snger in the back seat. The dummy 
drivers were crushed by engines 
telescoped into the front of the pas- 


| Senger section. 


The passengers, although still en- 


| circled by their belts, were slammed 
round the interior as the anchor- 
_ ing sections of the frame gave way. 


registered in Dallas during June, 
compared with 3,653 in May. 
New-truck registrations, mean- 






BBB Accuses 
State Agency of 
Concealing Data 


SAN FRANCISCO. — The Calif- 
ornia Insurance Department has 
| been accused by the San Francisco 
| Better Business Bureau of suppress- 
jing news of auto insurance over- 
| charges. 

The department denied any sup- 
pression, saying it needed more 
time to gather statistics to answer 
charges. 

Vernon A. Libby, BBB general 
manager, noted that testimony be- 









be the cause of the overcharges, 

Libby charged that, after the 
overcharge testimony was taken, 
the state insurance department re- 
ported its investigation showed “no 
evidence of such activities in 
California.” He asked for some 
clarification of the conflicting state- 
ments. 


Olds Furnishes Cars 
For Shrine Convention 








New-car registrations for the 
month were: Chevrolet, 993; Ford, 
952; Plymouth, 365; Oldsmobile, 
335; Buick, 208; Pontiac, 190; 
Dodge, 120; Cadillac, 84; Mer- 
cury, 84; DeSoto, 64; Chrysler, 39; 
Nash, 39; Imperial, 17; Volks- 
wagen, 15; Renault, 13; Stude- 
baker, 13; Lincoln, 10; MG, 7; 
Jaguar, 5; Morris, 3; Triumph, 3; 
Hillman, 2; Packard, 2; Willys, 2; 
Hudson, 1, and miscellaneous, 6. 
Truck registrations were: Chev- 
rolet, 141; Ford, 85; International, 
47; White, 27; GMC, 10; Dodge, 6; 
Mack, 3; Studebaker, 2, and Volks- 
wagen, 1—(Ruby Fenoglio.) 
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Youngstown, O. 


A total of 962 new cars were reg- 
istered during June in Mahoning 
County (Youngstown), O., during 
June, compared with 1,064 in May. 

Used-car sales for the month 


Appointment of E. V. Andrews to 
national fleet sales representative 
|for Colorado Kenworth Corp., of 
| Denver, has been announced by 
| Lars Prestrud, general manager of 
the firm. 

Andrews, 37, formerly was branch 
| manager for Reo Motors of Denver. 
|He has been associated with the 
itrucking industry in Colorado 


| since 1936. 


* * © 


Chevrolet Names Fross 


‘Fargo Zone Manager 

| KE. J. Fross has been appointed 
|\zone manager for Chevrolet in 
Fargo, N. D. He replaces K. H. 
Eckles, who has been named zone 
| manager at Cleveland. 
Fross joined the Chevrolet or-| 
| ganization in 1933. He has been a) 
Chicago city manager, office man- 
lager of the Fargo zone and field 
representative in both the Fargo) 
and Janesville (Wis.) zones. 
| ca - = 


|Hamilton Appoints Depweg 
\Sales Department Manager 
| Frank A. Depweg has been ap- 
pointed manager of a newly cre- 
ated sales department—special| 
products sales—| 
at Hamilton divi-| 
sion, Hamilton, O., 
Baldwin - Lima -| 
Hamilton Corp., 
Hamilton, O. 

As department 
manager, Depweg 
will be responsi- 





amounted to 2,088, compared with 
2,247 in the previous month. 





ble for sales of 
glass machinery, 
foundry products, 
subcontract work 
Frank A. Depweg and general job- 
bing. He will report to George H. 
Lynn, general sales manager for all 








fore a congressional committee} departments. Howard Matre has 
showed that one insurance company) been named sales engineer. He for- 
had refunded $44,995.30. Misclassifi-|merly had been responsible for 
cation of collision risks was said-to| diesel engine 


renewal parts. 
ad * o 


Roberts Joins APRA 


Nathan M. Roberts, former 
executive secretary for the Auto- 
motive Wholesalers of Alabama, 
has been named executive secre- 
tary of the Automotive Parts Re- 
builders Assn. 

Oe 


* * 


Goodyear Appoints Frasier 
dulian G. Frasier jr. has been ap- 


pointed truck tire sales representa- 
tive for the southern region of 


MINNEAPOLIS. — Oldsmobile |Goodyear Tire & Rubber Co., 
Akron. 


provided 65 convertibles to digni- 
taries attending the Shrine con- 
vention here as it has for the last 
several years through the efforts 
of Jack F. Wolfram, Oldsmobile 
general manager and a Shrine 
member. 


In addition, the division offered 
its experimental sports converti- 
ble, the F-88, to George D. Van 


* * ” 
Electric Supply Sales 
Set at Westinghouse 
Westinghouse Electric Supply 
Co. announces organ of a 
headquarters sales management 
group to support a field sales effort. 
To head the new organization, 


Wagenen, potentate of Zuhrah |Steve Mefford was named general 
sales manager, apparatus and sup- 
ply. Three product sales managers 
were appointed. Bruce A. Everly, 


Temple here and convention di- 
rector general. 





By make, new-car registrations 
were: Ford, 254; Chevrolet, 155; 
Plymouth, 138; Buick, 104; Dodge, 
70; Pontiac, 58; Mercury, 39; 
Oldsmobile, 26; DeSoto, 25; Cad- 
illac, 18; Hudson, 18; Chrysler, 
17; Volkswagen, 12; Studebaker, 
10; Hillman, 3; Volvo, 3; Lincoln, 
2; Nash, 2; MG, 2; Jaguar, 2; Tri- 
umph, 1, and Renault, 1. 
New-truck registrations for June 
amounted to 65, compared with 82 
in May. By make, they were: Ford, 
31; Chevrolet, 13; Dodge, 7; Inter- 
national, 5; GMC, 4; White, 3; 
Volkswagen, 1, and Willys, 1. 
~ * * 


Birmingham, Ala. 

Dealers in Birmingham, Ala., dur- 
ing June sold 1,580 new cars, or 261 
fewer than the 1,841 they sold in 
May. 

June sales by make were: Ford, 
571; Chevrolet, 393; Plymouth, 130; 
Buick, 116; Oldsmobile, 83; Pontiac, 
69; Mercury, 48; Dodge, 34; Cadil- 
lac, 22; Chrysler, 21; Nash, 21; De- 
Soto, 20; Volkswagen, 15; Stude- 
baker, 9; Lincoln, 8; English Ford, 
4; MG, 3; Morris, 3; Austin-Healey, 
2; Hillman, 2; Imperial, 2, and mis-| 
cellaneous, 4.—(Stuart Riddle.) 


Auto Personnel 





sales manager — inside apparatus 

and supplies; Glen E. Nietfeld, sales 

manager — outside apparatus and 

supplies, and Joseph W. Hartman, 

sales manager—lighting and lamps. 
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Fernald Appointed 
National Standard Parts Assn. 
has appointed A. H. Fernald as an 
additional field secretary. He will 
serve wholesalers in the New 
England and mid-Atlantic areas. 
- = ” 


Champion Appoints Owens 


Assistant Sales Manager 

George F. Owens has been ap- 
pointed assistant 
sales manager for 
Champion Spark 
Plug Co. His new} 
headquarters will 
be in Toledo. 

Owens has been) 
district sales 
manager for) 
Champion’s 





cen- 
tral sales zone,| 
comprising the} 
midwestern states. 
With the com-| 
pany since 1932, he was appointed) 
Chicago territory representative in 
1949 and district sales manager in 
1950. 
* ” 


Alexander Appointed 


The National Safety Council has| 
announced the appointment of| 
Carlton Alexander as field safety 
consultant in southeastern states 
and along the Atlantic Seaboard. 
Alexander formerly was director of 
training for the Georgia Depart- 
ment of Public Safety. 

* 7 ” 





Simoniz Appoints 2 
Simoniz Co. has named C. Paul 
Amerman merchandise manager 
and Arthur F. Connolly assistant 
sales manager. 
= * * 


Clark Picks Mitchell 


Clark Equipment Co. has ap- 
pointed James E. Mitchell as man- 
ager of the firm’s factory sales and 
service branch in New York. 
Mitchell has been manager of Field 
Machinery Inc. 

~ 





* * 


Peppiatt Joins Board 

Guy S. Peppiatt, president of Fed- 
eral - Mogul - Bower Bearings, Inc., 
has been elected a director of Fen- 
estra, Inc., Detroit, manufacturer 
of windows, doors and building 
panels. 

” = * 


Carlson Joins Ford 


Robert Carlson has been named 
regional truck sales engineer at the 
Twin Cities district sales office of 
Ford in Minneapolis. He formerly 
was associated with Charles Olson 
& Sons, Minneapolis. 

* ” 


Ford Shifts Lynch 
W. E. Lynch, manager of Ford 
Motor Co.’s Houston parts depot, 
has been transferred to Atlanta 








Pontiac Winner— 


Lovis P. Jilek, of Tillman Motor Co., 
Cleveland, presents keys for Pontiac 
Chieftain to Catherine E. Calderhead, of 
Euclid, O. Miss Calderhead was a winner 
in Pontiac's “Drive-the-Champ" contest, 
a national contest during which 100 new 
Pontiacs were awarded. 





to manage the company’s parts 

depot there. He was succeeded in 

Houston by Edward T. O’Brien, 

who was transferred from Detroit. 
* = * 


UMS Promotes Archer 


Sam W. Archer has been named 
assistant operations director of 
United Motors Service division of 
General Motors. He has been with 
GM 27 years and joined UMS in 


| 1955. Archer most recently was 


product lines director. 
. > > 


Best and Trunk Named 


Sales Engineering Institute, Inc., 


| Detroit Lakes, Minn., has appointed 
| Rolland P. Best district manager 
| for Ohio and Don R, Trunk district 
|manager for Wisconsin. 

= 
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Morris Goes to Edsel 


Blythe Y. Morris, veteran U. 8. 
auto executive who came to 
Mexico in 1929 as a Studebaker 
dealer in Tampico, has resigned as 
general sales manager of Ford Mo- 
tors of Mexico to head Edsel dis- 
tribution for Mexico. 

> > 


Reo Names Joyce 
John 8, Joyce has been appointed 
to the new post of branch business 
manager of the Midwest region for 
Reo Motors division of White Motor 
Co. 


Lewis Promoted 


E. J. Lewis, manager of the GMC 
truck retail store in Philadelphia, 
has been promoted to manager of 
GMC’s Philadelphia sales zone. He 
succeeds V. L. Kling who has been 
appointed zone manager in Pitts- 
burgh. 


* . 


Wilburn Named Manager 


Of New AP Territory 


John M. Wilburn has been ap- 
pointed territory manager of AP 
Parts Corp., with headquarters in 
Kansas City and 
will work a newly 
created territory 
covering Kansas 
and Western Mis- 
souri. 

Wilburn has 
been in the auto- 
motive business 
for the past 10 
years having 
served as a jobber 
salesman for Bay- 
lor Albin Auto 
Supply, Automotive Inc.. and Ware- 
— Service Co., all of Oklahoma 

ity. 





John M. Wilburn 


os 
GMC Names Olson 
L. N. Olson has been appointed 
fleet sales representative in the St. 
Paul zone for GMC. 
© * - 


Trailmobile Appoints Hill, 


Rupert and Bacon in Sales 


E. Wayne Hill has been named 
southern industrial fleet sales 
manager, west coast division, for 
Trailmobile, Inc. 

E. L. Rupert has been appointed 
manager of the Los Angeles branch 
and Leo Bacon has been named 
resident salesman in E] Paso, Tex. 





No. 40 OF A SERIES 
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CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


SEAT BELTS REDUCE CASUALTIES 


Two scientific comparisons of nearly identical accidents—taken 
from almost 10,000 injury cases—analyzed by the Automotive 
Crash Injury Research Team at Cornell University Medical 
College. 


OCCUPANTS INJURED IN CAR 
Without With Rati 
Seat Belts Seat Belts "“% 
Some degree of injury: 75.5% 29.9% 24 tol 


Injury in the moderate, 
severe, critical, danger- 
ous or fatal range: 23.0% 9.2% 2% tol 


Injury dangerous to life 
or fatal within 24 hours: 3.6% 1.0% 3% tol 


Occupants Occupants 
Thrown Out in Car with 
of Car Seat Belts 


Some degree of injury: 87.0% 39.3% 


Injury in the moderate, 
severe, critical, danger- 
ous or fatal range: 53.7% 


Injury dangerous to life 
or fatal within 24 hours: 17.4% 
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You are selling 
safety... 


the facts prove it! 


More than a year ago, you helped us pioneer five safety features 
. the seat belt, safety steering wheel, safety door latches, 
safety mirror and safety padding for the instrument panel and 
visor . . . all designed to reduce injuries in the event of an 
accident! 
Skeptics questioned both the effectiveness and the saleability 
of these five features—and called this venture a “‘courageous 
experiment.” 


Today we have the facts to answer both those questions! 


Take the sales records of the two optional safety features, for 
instance. They’re far better than predicted. The safety padding 
on the instrument panel was ordered on 43% of all 1956 Fords. 
No optional feature in Ford history ever caught on so fast. 
And over 150,000 cars and trucks have been factory-equipped 
with seat belts. 


Consumer surveys tell the same story of safety’s over-all sales 
appeal . . . 14% of 1956 Ford owners selected safety as the most 
important of four principal reasons for buying a Ford car. 
That's 200,000 families who chose Ford because you had safety 
features to offer! For 1957, the top Ford salesmen are using 
safety as one of their three best selling points . . . the other two 
are styling and engineering! 

Ford safety features have saved hundreds of lives. The Auto- 
motive Crash Injury Research Program at Cornell University 
has proved through clinical studies of actual highway accidents 
that they do! The 3-spoke safety steering wheel, for instance, has 
greatly reduced severe chest injuries. And, the chart across the 
page illustrates the effectiveness of the seat belts you sell. 


Yes, the safety features of the Ford Family of Fine Cars are 
selling . . . and they are effective. You’ve helped make your 
products the recognized safety leaders in the automotive field. 
And, most important, you’re helping to solve one of your com- 
munity’s most vital problems! 

Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD ¢ THUNDERBIRD ¢ MERCURY ¢ LINCOLN e CONTINENTAL 
FORD TRUCKS e TRACTORS ¢ FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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DISPLAY BOARD—The OTC Display 
Board No. 68 features the line of plastic- 
Tip Hammers produced by Owatonna Tool 
Co., 314 Cedar St., Owatonna, Minn. The 
board is 16 inches wide by 28% inches 
long and was designed for bin ends or 
special show room displays. This board 
displays two each of five sizes of the 
Plastic-Tip Hammers, and includes two 
trays of replacement tips for the hammers. 

* > * 


PARTS MERCHANDISER — Designed to 
simplify broke parts sales to the auto- 
motive aftermarket, a new broke parts 
merchandiser is now available to wore- 
house distributors, jobbers, and dealers 
from Master Parts Division, Airtex Products 
Inc., Fairfield, ili. The merchandiser, a 
fransporent, compartmented box made of 
plastic, holds a stock of brake cylinder 
cups and expanders for all cars and 
light trucks. Known as the CE-100 wheel 
cylinder cup and expander merchandiser, 
the unit contcins 114 cylinder cups and 


78 expanders. te a oon 


Hose for Versatility 


A hose attachment designed to 
reach congested areas has been de- 
veloped for its Floormobile suction 
floor cleaner by Handling Devices 
Co., Inc., 43 Pearl St., Brookline 47, 
Mass. 


~ 


SIGNAL LAMPS—The Class A, Type | 
Cyclostat “30" series lamps are of die 
cast construction and are available in 
either chrome or baked gray enamel 
finish. The Cyclostat lens, 4% inches in 
diameter, is molded extra thick of acrylic 
plastic. The “30" line comprises models 
No. 38, double face; No. 37, single face; 
No. 36, flush type; and No. 36D, flush 
type with recessed lens. Signal-Stat Corp., 
523-539 Kent Ave., Brooklyn 11, N. Y. 

* 
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Induction Lighting 
Applied to New Sign 
An electronically lighted sign 
called Radalite, demonstrating the 
first commercial application of in- 
duction lighting, has been intro- 
duced by Radalite Corp., 41-18 38th 
Long Island City, N. Y. 
sign is said to provide 


brilliant neon light without any 
electrical connection with the 





| versal upholstery cleaner, a cleaner that | 


j}and a wetting agent, the cleaner is said 
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NEW PRODUCTS 


lighted letters. Light is created by 
a radio beam emanating from a 
specially designed and patented 
high frequency transmitter, ap- 
proved by the Federal Communica- 


tions Commission. 
+ - 


COMPASS—A navigator compass housed 
in @ gray case of rustproof Tenite butyrate 
plastic has been marketed by Taylor 
Instrument Co., 95 Ames St., Rochester 1, | 
N. Y. Its compass card is molded of black 
butyrate and marked in white. The instru- 
ment is mounted on an adjustable bracket 
which is said to fit into any position on | 
the cor. Self-illuminated by dry cell, the} 
unit requires no wiring. A pushbutton on | 
the case lights the dial at night. 

= 
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UPHOLSTERY CLEANER — Said to be! 
ideal for reconditioning programs, Uni- | 


deodorizes and restores new-car scent, 
has been marketed by Arndt-Paimer 
Laboratories, inc., 17730 Dora St., Mel- 
vindale, Mich. Containing D-5 additive 


to restore original colors in one opera- | 
tion when used with Arndt-Palmer tints. | 
= 
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Oil for Jacks 
Jack-Pack hydraulic jack oil has 





instructions on the back of the can 
for the proper method of filling 
and bleeding any hydraulic jack. 
The oil is marketed by Jack-Pack 
Mfg. Co., 2115 N. Marianna Ave., 


Los Angeles 32, Calif. 
* * * 


METAL MENDING COMPOUND — A 
plastic, metal-mending compound that is 
said to allow body repairs to be made 
entirely on the outside of the car without 
a torch or special tools has been an- 
nounced by Taylor & Arts, Inc., 1710 E. 
Twelfth St., Oakland 6, Calif. Known as 
TAP “500," the compound is a paste of 
@ special synthetic resin that adheres 
permanently to metal and milled fiber 
glass fibres and a metallic oxide which 
provides strength to the resin when it 
hardens. The paste is said to +harden 
like metai with a few drops of a “catalyst” 
which is furnished. 


ZIPPER REPAIR TOOL—An “all-in-one” 
automotive zipper repair tool, designed to 
do zipper repairs right on the car, has 
been marketed by GlenZip Co., 1426 W. 
Third St., Cleveland 13, 0. The tool re- 
moves jammed sliders; remeshes open zip- 
pers; attaches new sliders; installs staple 
stops, and tightens teeth, it is claimed. 
Long tab sliders, special staple stops and 
lubricant stick are included with the tool. 

> =. 


Crystal Oil Markets 
High-Potency Additive 

A high potency type of motor oil 
additive has been marketed by 
Crystal Motor Oil Co., 5334 65th St., 
Chicago, Ill, under the name 
DEXA. 

Crystal said DEXA contains a 
combination of concentrated chem- 
ical agents designed to replace de- 
pleted additives, revitalize motor oil 
and extend effective dual lubricat- 


ing and cleaning service life of oil. 
= - > 


SAFE—The Cash-Stasher is a low-cost 
safe designed specifically for use in small 
retail establishments such as stores and 
service stations, and trucks and automo- 
biles used by salesmen. Available through 
Reliable Distributing Co., 12614 Superior 
Ave., Cleveland 12, O., the Cash-Stasher 
safe measures 54%, x 5% x 6 inches and 
weighs under 10 pounds. It can be im- 
bedded in a wall or concrete floor, or 
can be bolted to a steel girder or to the 
steel firewall of the vehicle. Cash or val- 
vables are deposited in the Cash-Stasher 
through a handy slot containing a pat- 
ented spring steel device that prevents 
pilfering of money. 


SALES TRAINING MATERIAL — Sales 
training material, published by Auto Sales 
Aids, 654 S. Westlake Ave., Los Angeles 
57, Calif., is now available to. automobile 
dealers. A prospect book, “Mental Afti- 
tude, Methods & Money," has been on 
the market for some time. The firm has 
introduced a sales training course of 
monthly issues for a period of 12 months. 
Called “New Frontier Challenge,” the first 
issue is now available and, combined with 
the prospect book, can be obtained on a 
monthly payment_ basis or a discounted 
onnual basis. . 

eee ¢& 
Ignition Contact Set 


A preassembled ignition contact 
set, featuring simplified installation 








so that distributors may be serv- 
iced on the engine has been mar- 
keted by Delco-Remy division, 
General Motors Corp., Anderson, 
Ind, Spring tension is adjusted and 
points are aligned at the factory so 
that the point gap setting is the 
only adjustment needed, according 
to Delco-Remy. These features are 
said to provide all repairmen with 
an improved time saving method 
for making an expert installation. 
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FIRE EXTINGUISHER—A 2% gallon 
pressurized ‘Instant’ extinguisher is being 
produced by Fyr-Fyter division, Fyr-Fyter 
Co., 221 Crane St., Dayton 1, O. The 
model is said to culminate extended re- 
search to adapt “Karbaloy” extinguishing 
agent to a pressurized unit. Advantages 
claimed for the unit ore simple press- 
lever control which conserves extinguish- 
ing agent, quick visual inspection of 
pressure gauge, stainless steel finish for 
reduced maintenance, and easy installo- 
tion in all standard extinguisher cabinets, 
it is claimed. The extinguisher is said to 
be effective against both Class A and 
Class B fires and was granted Under- 
writers’ Laboratory Approval with a U. L. 
Rating of 2-A, 1-B. 

CS 


BRAKE LINING—Silver Line Brake Lin- 
ing Corp., los Angeles, Calif., has mar- 
keted its channeled brake lining for a 
number of late model cars. The lining is 
available in Silvermatic Bond for vehicles 
with power brakes and others requiring 
heavy-duty service, and also in Silver 
Bond for cars without power brakes. 


WARNING LIGHT—Warn-O-Flash is a 
warning signal light that flashes 88 warn- 
ings per minute. Designed to plug into 
the cigaret lighter of any car, the unit's 
intermittent red flashes can be seen for 
a distance of 2,000 feet in clear weather 
and penetrates fog, it is claimed. The unit 
is affixed by a suction cup base to any 
spot of the outside of the car or truck, 
or it can be placed on the road, it is 
said, Sta-Dri Products Co., 147-47 Sixth 
Ave., Whitestone 57, L. I., N. Y. 


| Co., 
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RUBBER GRIPS—Rubber grips for 
ratchet wrenches and flex handles have 
been introduced by Wright Tool & Forge 
42 E. State St., Barberton, O. The 
grips are made of synthetic rubber of @ 
type which is said to be resistant te 
grease, oil, gasoline, and all petroleum 
products. In addition it is abrasion re 
sistant and is unaffected by most solvents, 
it is claimed. The “Wrightgrip,” as it is 
called, is available in a variety of colors, 


| including red, blue, yellow, green, mot 


tled, speckled, and many others. 
* * * 


Something for Baby 


A Walk-In Car-Pen with a steer 
ing wheel to keep the baby occu- 
pied, and featuring a triple padded 
seat for comfort in the home, in the 
automobile or for use as a seat out- 
doors, has been introduced by Den- 
nis Mitchell Industries, Philadel 
phia. 


AIR COOLER—A line of evaporative 
air coolers that can be used in all types 
of buildings, including garages and 
service departments, has been announced 
by International Metal Products Co., 500 $ 
15th St., P. O. Box 1712, Phoenix, Ariz 
Called the Arctic Circle Coolers, the unilt 
are available in a wide range of copae 
ities for low-cost cooling, it is claimed. 
There are models for window, wall roof 
installation, with or without duct systems 
as well as portable units for cooling 


circulating the air. 
* * 


FRONT END SCREEN—A line of 
tective front end screens designed to p 
tect the car against pebbles, insects ¢ 
debris has been announced by Supe 
Industries, Inc., 7260 Atoll Ave., Ne 
Hollywood, Calif. A model for each 
make and universal screens for o 
cars which also includes models for 
side radiator protection now is availa 
The screen, known as the “Shield Guard/ S| 
is custom fit for each model and is made 
of fiber-glass screening which is guc 2 
teed not to corrode, rust or wrinkle, it © 
claimed. 
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Bags for Wiper Fluid 
A line of “Leak-Not” vinyl plast 
bags for windshield washer fluid 
offered by E. Edelman & Co., 23 
Logan Bivd., Chicago 47, Ill, 
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THE BEST DEALERS 
SELECT THE BEST 


efficiemcy ... positive ai:-power 
actuation plus automatic retraction helps 
men do faster, neater, better work. 


styling...clean, functional design com- 
mands customer confidence... transforms 
any lube room into a “service showcase.” 


dependability ... maintenance 
is the lowest ever recorded for similar equip- 
ment ... installation is simple and easy. 


When you are ready to make your lubrito- 
rium a proven “Invitation to New Business,” 
contact your Lincoln Sales and Service 
Wholesaler. He will consider it a privilege 
to serve you. 


"Trade Name Registered 


»-».- Says Wayne T. Gossett 
GOSSETT-AMES FORD CO., STUDIO CITY, CALIF. 


“‘We’re completely sold on our new Lincoln air- 
operated Lubreels, because they facilitate faster 
service, better lubrication merchandising . ..and 
help us keep our lubrication department attractive 
and clean.’’ 





men Engineers and Manufacturers 


AUTOMATIC LUBRICATING EQUIPMENT 
SAINT LOUIS 20, MISSOURI 





AUTOMOTIVE NEWS, JULY 22, 1957 


What's New... 


In Parts and Accessory Distribution 


-|Cantlon Heads Committee 


For Canadian Convention 


OTTAWA. — Lyle Cantlon has 
been named chairman of the plan-| 
ning committee for the 1958 na-| 
tional convention of the Canadian 
Automotive Wholesalers’ & Manu- 
facturers’ Assn. in Winnipeg, 
March 31-Apr. 1. 
Other appointments include en-| 
tertainment committee, D. Mitchell, 
Ivan Pearce and N. Bickell; busi- 
ness sessions, H. H. Slocombe, S. 
, Howitt and R. Lodwick; publicity | 
committee, L. Alberta, W. S, Bick- 
A Tall One— ell and R. Meneer; board represent- 
This Chevrolet fire truck, featuring a 65-| 4tives, M. Gravel, T. H. Whellams 
foot electrical aerial ladder, has been put | #nd D. S. McKerracher. 
into service in Menomonie, Wis. Pur- 
chased through Berg Chevrolet Co., Inc., NSPA Names Jackson 
Menomonie, the truck has a '57 Chevrolet OTTAWA. — H. Ken Jackson, | 
chassis, with the wheelbase lengthened to| president, Jackson Supply, Ltd.,| 
210 inches. The unit's 750-gallons-per-| Oshawa, Ont., has succeeded Al 
minute pump is powered by the truck’s| Blair as Canadian director of the| 
210-horsepower V-8 engine. The truck is) National Standard Parts Assn. 
also equipped with a no-spin differential. 7 * 


| 


‘Independent Hardware Show 
Osborne Heads Up Is Scheduled Oct. 13-17 


. © NEW YORK, — The Independent | 
Olin Mathieson Hardware Exhibit will be staged 


NEW YORK. — Olin Mathieson|this year Oct, 13-17 at the Hotel 
Chemical Corp. has announced that! Empire here. 


L’Heureux, Simplex Piston Rings, 
Ltd.; M. Rousseau, Maurice Rous- 
seau & Co. Ltd., and A. Langlois, 
Bearings & Ignition Service Co., 
vice-chairmen, and C. E. Marceau, 
Allied Bearings Co., secretary. 


AP Offers Dealers 


Color Window Poster 


TOLEDO, 0.—A two-color win- 
dow poster with the legend, “We 
Install AP Mufflers and Pipes,” 
is available to dealers, according 
to Skip Stivers, sales manager 
of AP Parts Corp. 

The poster, measuring 20 inches 
by 28 inches, is made of heavy 
paper and has pressure sensitive 
glue on the corners which re- 
quires no wetting. Dealers may 
obtain the poster from their AP 
wholesalers. 


34 Reserve Space 
For Wholesalers, 


Meeting in Texas 


SAN ANTONIO.—Booth space 
for the 1957 convention and booth 
conference of the Automotive 


L.I. Dealer Offers 
Hand Controls for 
Disabled Persons 


LONG ISLAND, N, Y. — English 
Fords equipped with hand controls 
for persons with leg disabilities are 
being offered by Baker Motors 
here. 

The controls can be used by leg. 
less persons as well as those with 


Rubber Co., and Guaranteed Parts 
Co., Inc. 

Jack P. Hennessy Co., Inc.; K-D 
Lamp Co.; Imperial Brass Mfg. Co.; 
Moog Industries, Inc.; National - ao 
Carbon Co.; C. E. Niehoff & Co.; one-leg or two-leg disabilities, 
Oil-Dri Corp. of America; Permatex| Controls for two-leg disability 
Co., Inc.; Petroleum Solvents Corp.; | will be installed for $295, while the 
Rebuilders, Inc.; Schroeder & Tre-|one-leg systems will be less ex. 
mayne, Inc.; Shurhit Produ cts, | pensive, 

Inc., and Spray Products Corp. Henry Baker, dealership presi- 

Standard Electric Co., Inc.; Units | dent, explained, “We do not intend 
| Parts Co.; Van Norman Automotive|to make money on the disability 
Equipment Co.; Wagner Electric|controls because of the nature of 
Corp.; Weatherhead Co.; Western|the buyer's pocketbook. We wil] 
foams” onene oe ~~ oan make a fair profit on the car only.” 

cp., Sinks & 0o.; ectric; Purchasers of these cars must 
Auto-Lite Co., and Rich Mfg. Co. | have driving instruction, but Baker 

7 | said that persons who already drive 

Dealer Heads School Unit  j|will be able to operate the hang 
INGLEWOOD, Calif —aAl G. Eda-| controls after one or two lessons, 
|ings, automobile parts dealer, has| He said the Anglia could be de 
| been elected president of the Ingle-|livered for $1,875 with two-leg-dis- 
| wood unified school district board.| ability controls and for $1,725 with 


one-leg-disability controls. 


'L-O-F Shifts Location 


\Of Glass Monogram 

| TOLEDO.—The standard L-O-F 
| trademark monogram on flat lam- 
inated safety glass is being changed 
| so that it will have a better oppor- 
|tunity of remaining on the glass) 
eee cutting to pattern. This was) 


|Marmon-Herrington Gets 


Air Force Contract 
INDIANAPOLIS.—Marmon - Her- 
rington Co. has been awarded a 
$1,045,797 Air Force contract for 
all-wheel-drive trucks. 


John M. Olin has become chairman| The show places emphasis on| wholesalers of Texas. scheduled 
of the financial and operating pol-| manufacturers who distribute|here Oct. 17-18, is being reserved | 
icy committee and will continue to| wares in fields of mass merchan-| rapidly according to G. C. Morris 
serve as chairman of the executive|dising. The exhibit will open one| executive director. ; 
committee. day prior to the national Hardware 
Thomas S. Nichols has been; Show. 
named chairman of the board of ee | 
directors ane Ganiey de J. Sime Hurtibise Named Chairman 
was nam resident. John ; ° 
Hanes, who ore retirement age Of Canadian Jobbers | vations came from: 
in April, was appointed financialh OTTAWA.—R. Hurtibise, P. American Sponge & Chamois Co., 
consultant and a member of the| Demers, Inc. has been elected|Inc.; Basic Tractor Sleeve Assn.; | 


Morris said last week that 34) 
reservations had been received so 
far, compared with none at the 
| Same date last year. The 34 reser-| 


announced by H. J. Yerger, man-| 


ager of safety glass sales. 

The new monogram location will 
be 2% inches in from the edge and 
2% inches up from the bottom on 
all block sizes which have been 
manufactured since June 3, he said. 


Yerger said it would be some time) 


before all stock sizes in inventories 
work over to the new system. 


Wondering how new-car and truck pro- 


financial and operating policy com-| chairman of the eastern division of | Bear Mfg. Co.; Choldun Mfg. Corp.; | auction and sales are making out? AUTO- 
mittee. This committee will be com-| the Canadian Automotive Whole-| Dayton Rubber Co.; Ewing Mfg.| MOTIVE NEWS gives you the entire story, 
posed of Olin, Nichols, Osborne and/|salers’ & Manufacturers’ Assn. Co.; E. Edelmann & Co.; Exchange | ?'™* ™any other pertinent facts concerning 


: he d : k 
Hanes. Other new officers include P. L.! Parts Co.; Fox Products Co., Gates , Be my py watandicseedtevon 


The trucks will be used to fight 
aircraft fires at bases, They are 
equipped to lay down a foam 
blanket covering one-quarter of a 
city block in 90 seconds. 


Peters Goes to Oregon 


PORTLAND, Ore. — Wallace E. 
Peters has been appointed office 
manager and assistant administra- 
tor of the Oregon Automobile Deal- 
ers Assn. He recently has been as- 
sociated with Pontiac and Cadillac 

| dealers. 


Top Trim 


Instrument Panel Clusters 


Body Side Ornamentation 


Tail-tight Reflectors 


Headlamp Doors | 


Scuff Plates 
Emblems 


Kaiser Aluminum 
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AVERAGE NET PAID COPIES PER ISSUE 


Effective with the January, 1958 issue, the advertising rates 
Of Reader’s Digest will be based on an average net paid circulation 


of 11,500,000 coptes. This figure represents 


e The largest net paid circulation in the 
history of magazine publishing 


e Nearly twice the circulation of any other 
magazine in the United States 


e The greatest circulation growth, from the 
highest base, ever made by any magazine 
in One year 


People have faith in 


eaders Digest 
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Lawsuits Affecting Dealers ... 


Court Decisions 


By Leo T, Parker 
Attorney at Law 

A COORDING to a late higher 

court decision, an insured per- 
son who holds an insurance policy 
for 15 months without reading it 
cannot complain if the policy does 
not give desired protection. 

For example, in Woolfolk v. Jack 
Kennedy Chevro- 
let Co., 296 S. W. 
(2d) 511, the testi- 
mony ‘showed 
facts, as follows: 
A buyer, named 
Woolfolk, of an 
automobile con- 
tended that Jack 
Kennedy Chevro- 
let Co., seller of 
the automobile, 
promised to pro- 
cure for him, for L. T. Parker 
a term of 24 months, collision in- 
surance covering actual cash value 
of the vehicle less $50. 

Later, Woolfolk was involved 





in a collision and damaged the 
automobile to the extent of $1,- 
500, Woolfolk sued Jack Kennedy 
Chevrolet Co, for the amount of 
$1,950 which included $500 ex- 
penses incurred in employing 
counsel and filing this suit, 

The higher court held that Wool- 
folk was not entitled to a favor- 
able verdict because he had held 
the policy for 15 months before the 
collision without reading it or mak- 
ing any complaint to either the in- 
surance company or Jack Kennedy 
Chevrolet Co. that the policy did 
not contain the desired protection. 


* * of 

Invalid Certificate Case 
—— speaking if an 

automobile dealer gives to a 
purchaser of an automobile an in- 
valid certificate, the purchaser can 
rescind the contract and recover the 
full purchase price of the automo- 
bile, plus reasonable damages, How- 
ever, according to a late higher 
court decision this is not the law 
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where the dealer gave the incorrect 
certificate through an honest mis- 
take and the purchaser used the 
automobile for several months 
without any complaint. 

For example, in Kesinger v. 
Burtrum Brothers Motor Co., 295 
S. W. (2d) 605, the testimony 
showed facts, as follows: One 
Kesinger, in 1951, purchased from 
Burtrum Brothers Motor Co, a 
used 1948 Ford two-door automo- 
bile, motor number A2298212, for 
$1,180.00, At this time the seller, 
Burtrum Brothers Motor Co., de- 
livered to Kesinger a certificate 
of title to the Ford, bearing 
(motor) No, 2249724, instead of 
the correct No. A2298212. 
Kesinger had the use of the Ford 

from Feb. 25, 1951, until Sept. 15, 
1953, when he returned the car to 
the seller, or for a period of two 
years, six months and 25 days. 

In subsequent litigation the 
higher court held that since the 
seller had, through an honest error, 
given Kesinger a certificate of title 


bearing an incorrect motor number 


El Texan Expands 
El Texan Motors (DeSoto-Plym- 
outh), 300 Avenue E, San Antonio, 
has opened its second outlet at 1411- 
17 Broadway. 


LOOK TO DAYBROOK 


... For the Finest, Most Complete Line of 


Materials Handling Equipment For Trucks! 





®@ Your Daybrook distributor offers a new stand- 
ard of Customer Satisfaction! 


@ The Daybrook complete line is 100% designed, 
engineered, and manufactured by Daybrook— 
assuring quality of materials, finest construction 


and workmanship. 


@ New, exclusive mechanical construction fea- 





90-Day U. S. Permit ™ 


Offered to Alaskans 


JUNEAU, Alaska.—Alaskans 
who buy an auto in the U. S. 
can obtain a registration certifi- 
cate good for use in the States for 
90 days. 

An act passed by the 1957 Legis- 
lature provides for temporary 
registration on payment of $25 
to the Department of Taxation. 





and Kesinger had used the car for 
over two years, Burtrum Brothers 
Motor Co. could not be liable to 
Kesinger. 

. * + 


Lessor Is Within Law 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: If a property 
owner leases property to be used 
by a lessee for purposes prohibited 
by valid zoning ordinances, will a 
court cancel the lease? Last month 
a higher court answered this legal 
question in the negative. 

For example, in Warshawsky v. 
American Automotive Products Co., 
138 N. E. (2d) 817, it was shown 
that a property owner leased to 
the American Automotive Products 


Co., inc. 


CONSULT YOUR NEAREST 
DAYBROOK DISTRIBUTOR FOR: 


LD 
fewer 


ALABAMA —FAIRFIELD—Duncan Mfg. & Equipment Co. 
ARIZONA— PHOENIX—Motor Truck Equipment 
CALIFORNIA—FRESNO—Utility Trailer Sales Co. + LOS 
ANGELES— Western Body 
Carriage Works « SAN FRANCISCO—Transport Supply Co. 
COLORADO DENVER—Timpte Bros, Inc 
CONNECTICUT — SOUTH NORWALK — Truck Equipment 


FLORIDA—BRADENTON—WMiller Sales, Inc, + MIAMI— 
DeBoliac Truck Equipment Co. « W. PALM BEACH—DeBoliac 
Truck Equipment Co. 

GEORGIA—ATLANTA—Brooker Truck Equipment Co. 

IDAHO— BOISE—Car! R. Burt Equipment Co. 





Be 
Co., a one story brick garaze builg. 
ing “to be occupied for man ufactur. 
ing, assembling and shipping gf 
automotive parts, and for no other 
purpose whatsoever.” 

Later, American Automotive 
Products Co. was stopped by city 
authorities from using heavy ma. 
chinery in the manufacture of 
bearings and housings, because q 
city zoning ordinance prohibited 
such projects. 

In subsequent litigation, the 
higher court refused to allow 
American Automotive Products Co, 
to cancel the lease contract, gay. 
ing 

“In the instant case lessor (prop. 
erty owner) violated no law by 
making the lease. The only basis 
upon which an illegal act could be 
charged to lessor would be the 
making of a lease prohibited by 
law, and no law prohibits a leage 
of premises for the purposes 
stated.” 

So, therefore, a property owner 
can make a valid and enforceable 
lease for certain uses of the prop- 
erty clearly prohibited by city zon. 
ing ordinances. Hence, it is a 
lessor’s obligation to know, before 
signing a lease contract, that he 
can lawfully use the premises for 
intended purposes. 


ASSISTANCE 


& Hoist Co. (Maywood) « Standard 


tures—PLUS the sealed hydraulic cylinder that 
merits Daybrook’s one-year warranty. 


@ Expert “Field Engineering” assistance that 
puts the right equipment on the job. 


See your Daybrook distributor . . . let him help 
you with the equipment and “‘know-how” that 
makes trucks more than transportation. 


DAYBROOK HYDRAULIC DIVISION ~ L.A. YOUNG SPRING & WIRE CORPORATION + BOWLING GREEN, OHIO 


ILLINOUS—CHICAGO—Genera! Body Sales Corp. «+ Talbert 
Trailers, Inc. (Lyons) « Axle & Equipment Sales Co. * (Cicero) 
sangeet Mig. Co.*# © SPRINGFIELD—Capitol Trailer & 

y Co. 


INDIANA EVANSVILLE—Superior Weildin « FORT 
WAYNE—Hoosier Truck Equipment « moslesvitie— Warner 
Commercial Body, Inc. « SOUTH BEND—General Equipment 
& Machine Co. 

SOWA DES MOINES— Weston Dump Body Co. 

KANSAS —/BERAL —Tradewind Industries, Inc. 

KENTUCKY —LOUISVILLE—Tom Rice, Inc. 

LOUISIANA— BATON ROUGE— Dealers Truck Equipment Co. 

« NEW ORLEANS—Truck Equipment Co. « SH EVEPORT— 
Dealers Truck Equipment Co. 

MARYLAND— BALT/MORE— Warner Fruehauf Trailer Co_, Inc. 

MASSACHUSETTS BOSTON—W. F. Lacey & Sons Co. 
(Medford) 

MICHIGAN—DETROIT—Scientific Brake & Equipment Co. « 
J. J. Lynn & Sone « GRAND RAPIDS —Allied Truck Equipment 
Co. « LANSING—Truck & Trailer Equipment Co. « SAGINAW 
—Screntific Brake & Equipment Co 
MIN re, DULUTH—Lakeshore Body & Equipment Corp. 
« ST. PAUL—Power Brake & Equipment, inc. 
mrssount- KANSAS CiITY—Monatco Manufacturing Corp. « 
ST. LOUIS— Steelweid Equipment Co., inc.; McCabe-Powers 
Auto Body Co.* 

MONT ANA — JOPLIN — McClellan's, inc. « MISSOULA — 
Superior Coach Sales* 

NEBRASKA—OMAHA— Omaha Body & Equipment Co. 

NEW JERSEY — NEWARK—industriai Truck Equipment 
Corp. « THOROFARE—H. A. DeHart & Son 

NEW MEXICO—ALBUQUERQUE—Timpte Bros., Inc. 

NEW YORK — ALBANY — Estate of Andrew |. Ronan « BUFFALO 
—WUniversal Truck Equipment Corp. « NEW YORK—Ammel 
Brake Co. « J. C. Truck Equipment, inc. (Garden City Park) « 
SHERMAN —Sherman Hydraulic Co. «© SYRACUSE—L. B. 
Smith, Inc. « TROY—Howe Brothers 

aon CAROLINA — CHARLOTTE — Twin-States Equip- 
ment Co. 

NORTH DAKOTA—FARGO—Travis Bros. Body Works 

OH1IO—CINCINNATI—Melvin L. Aston Welding Co. + CLEVE- 
—— Schaefer Body, Inc. « COLUMBUS—Harry J. ‘Reynolds 

& Associates, inc. « DAYTON—Kencar Equipment Co. « 
TOLEDO—Riedy-Manner Truck Equipment Corp. « YOUNGS- 
TOWN —Dentry Truck Body & Trailer Service Co. 

OKLAHOMA-— TULSA—Truck Parts & Equipment Co. 

OREGON — PORTLAND— Utility Trailer & Equipment Co., Inc. ; 
Air Mac, inc.* 

PENNSYLVANIA— ALLENTOWN Allentown Brake & Wheel 
Service « CAMP HILL—L. B. Smith, Inc. « ERIE—Farm E wip 
ment Co. « HUMMEL'S WHARF —Traiico Mfg. & Sales 
PHILADELPHIA—S. J. Eskin « PITTSBURGH—Barati Brothers 
« SCRANTON—Scranton Brake Service Co., Inc. « WILLIAMS- 
PORT—Servall Machinery & Supply Corp.* 

— KNOXVILLE — Post & Company, inc. « 
MEMPHIS—Dealers Truckstell Sales, inc. « NASHVILLE— 
Tennessee Steel Products, inc. 

TEXAS—AMARILLO—King Trailer & Equipment a Inc. « 
DALLAS—Texas Hydraulic & Equipment « EL PASO— 
P &R Truck Equipment Co. « FORT WORTH. Beckman Trailer 
Sales « HOU! T iN—Truck Parts & Equipment, inc. « SAN 
ANTONIO—Commercial Body Corp. « WICHITA FALLS— 
Longhorn Trailer & Body Co. 

UTAH—SALT LAKE CITY—Foulger satan = 


VIRGINIA—RICHMOND—Baker oot iogasntns Co.; 
Mclihany ee Co., inc.* « ROANOKE— felding 
& Machi Mcllhany in.» RO Co., — 

eae ere Transport Trailer & re 


; Air Mac, Inc.* « SPOKANE—Spokane Machinery 

he "Mac, Inc.® 

WEST VIRGINIA—WHEELING—Power Brake Co. 

WISCONSIN — i Auto Body Works, inc. « 
MADISON — Sean tt Equipment Co., inc. « MIL- 
WAUKEE-Motor fro Truck sod Brake & Equipment Co., inc.* 

DISTRICT OF COLUMBIA — WASHINGTON — Warner 
Fruehauf Trailer Co. 

CANADA— Manufactured in Canada by 
fc taupment Liar Moon avon St Thomes; 

ti 
Edmonton Truck Body, | Ltd., ate monton Ecombe. Sales and 
ice, Kingston; Elman Mito ydney ; Glidden, 

Clinton: Kunec Machine Works, Winn Sumner Equipment, 
te. Toronto; Wheel & Brake Sonia, Ltd., Hamilton; 
J. W: Wolsey, Port Arthur. 
SASKATOON, SASKATCHEWAN—Miine Distribuors, Ltd. 
VANCOUVER, BRITISH COLUMBIA—Pioneer Equipment Ltd. 

CUBA—HAVANA—Cuban Agricultural Services, Inc. 

*indicates Power Loader distributors only. 

* * indicates Power Loader and Power Gate distributor only. 

Above distributor list current at time of publication. 
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In Philadelphia, buying begins at home 


Eos 


a | 
Boge 





The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


Huge automobile market in Greater Philadelphia. _ People The Bulletin exerts a powerful influence on the buying 
spend $1,252,573,000 annually to buy cars and keep them run- habits of its readers. Philadelphians like The Bulletin. They 
ning. Good place to reach them is in the advertising columns buy it, read it, trust it and respond to the advertising in it. The 


of Philadelphia’s home newspaper—The Evening and Sunday Bulletin is Philadelphia’s home newspaper. 


Bulletin. And in this Reape yoo ae give your advertising Advertising Offices: Philadelphia, 30th and Market Streets * New York 


the added impact and greater realism of R.O.P. spot and full 342 Madison Ave. * Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
COLOR—evening and Sunday—seven days a week! Ferguson Walker Co., Detroit + Atlanta * Los Angeles * San Francisco * Seattle 


In Philadelphia nearly everybody reads The Bulletin 
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GREY IRON CASTINGS” 


LARGEST SAND MOST§ RODERN s 
PRODUGTION FOUNDRIES | 


ALIAS ‘MIO 
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sis) Saeniats TURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


MAIN OFFICE 
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peacess 


THIS SURE-CAR SEAL 
on your 


USED CARS 
inspires 
tia TO 


sPECEE? CONFIDENCE 


Ont TIAR WARRANTY by 


SURE-CAR in your 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 
Nation-wide inspection 

and warrantee service 
guaranteed by well-known 
U.S. insurance company... 
for complete details 

WRITE TODAY 


Gmerican. SURE-CAR Cot 


MAIN OFFICE: SEA. CLIFF, NEW YORK 
° 


' ORDER PROFIT ABLE-TO-SELL 


Canvas $14.95 Vinyl $17.95 


(freight prepaid in U. S. A.) 
In gold*, silver*, white, black, red, green, tan, blue, maroon and 


— 
beauty, and feature custom 


aye service life ... and popular price. 


eebed ompaten- +. ipng nanaeS 
*Not in Canvas 


PO VOLE UL 





Highways 


An auto inspection program be- 
ing conducted in the Cleveland area 
on a countywide basis by the Cuya- 
hoga County mayors’ traffic safety 
education committee will be con- 
tinued through the summer. 

Started as a two-week program, 

the inspections showed 10 percent 
of cars had hazardous mechanical 
defects and the committee decided 
to extend the drive. 
All safety equipment is checked 
by police and drivers whose cars 
show defects are given 72 hours to 
have them remedied or face a sum- 
mons. 


Canadian Good Roads Unit 
Nears ’57 Membership Goal 


The Canadian Good Roads Assn. 
has reported the addition of 31 new 
members, bringing total member- 
ship to 572. 

The group is rapidly nearing the 
600 mark set by the national mem- 
bership committee as the 1957 
target. 


Reviced Code 
Goes into Effect 


In Wisconsin 


The 440-page Motor Vehicle Code 
approved by the 1957 Wisconsin 
Legislature has gone into effect. 
The code contains 125 changes in 
the state motor vehicle law. It is 
chiefly a restatement and rear- 
rangement of the old law, and 
brings together some 85 pages of 
scattered laws affecting motor ve- 
hicles. 

It was the first comprehensive re- 
vision of motor-vehicle laws in 50 
years. 

The code was the work of a com- 
mittee established by the 1955 Leg- 
islature. 


War on Mishaps 


Tennessee Places Police 


On ‘Combat Status’ 


The Tennessee Highway Patrol 
has been placed on “combat status’ 
by Safety Commissioner Hilton 
Butler for the rest of the summer 
in an effort to cut the traffic toll. 

So far this year, the toll has been 
running behind last year’s and But- 
ler said he hopes to have an even 
better record for the rest of the 


year. 
= > 


Driver Training 
Boosted by State 
Subsidy in Utah 


The University of Utah, aided by 
several donations and a new state 
subsidy, is conducting summer ses- 
sions in driver training for high 
school teachers. 

The 1957 Utah legislature passed 
a bill which raised a subsidy for 
this purpose by adding $1 to the 
cost of each license plate. 

Assisting in the program is a 
dual-control driver training car 
presented to the University by 
Freed Motor Co. and a psycho- 
physical testing machine presented 
by General Petroleum Corp. 

Charles Freed, president of 
Freed Motor and former NADA 
president, said, “The course is part 
of a nationwide program conducted 
by schools and universities, in co- 
operation with new-car dealers, the 
American Automobile Assn. and 
the petroleum industry.” 

+ 


Speeding Ticket 
Sparks Engineer 
To High Award 


A speeding ticket, plus a sentence 
to attend a traffic violator’s school 
25 years ago, sparked a career in 
motor transportation safety which 
recently won Karl Schulze, senior 
safety engineer, Standard Oil Co. of 
California, the nation’s top award 
for fleet safety engineering. 

Schulze was named winner of the 
National Safety Council’s Marcus 
A. Dow memorial award, which 
consists of a plaque and $500. De- 
signed to foster high standards of 








professional achievement in motor 
transportation safety engineering, 
the award was established by the 
Council in 1951 through a grant by 
Greyhound Corp. 

At the time of his arrest, Schulze 
was a college sophomore at Ber- 
keley, Calif. While attending the 
traffic violator’s school, his interest 
was aroused so much that he be- 
came an assistant instructor in the 
school. A year later he took charge. 
From then until 1935, he taught the 
school three nights a week without 
pay and processed 1,300 students 
through a five-night safe driving 


course. 
* * + 


Stay Under 60 


Gov. Edwin L. Mechem has 
ordered all state-owned vehicles 
under a 60-mile speed limit in New 
Mexico. State legal speed limit is 
70 miles per hour. 

* ca * 


Dealer Austin Cited 


Lester A. Austin, president of 
Woodward & Austin, Inc. (Chevro- 
let), South Portland, Me., was cited 
by the Maine Department of Edu- 
cation for furnishing driver edu- 
cation cars to South Portland High 
School. 


* * 


* 
Hancock Oil Provides 
‘Litter Bags’ for Autos 
Hancock Oil Co. is making a 
contribution to the California cam- 
paign against highway litterbugs. 
All of the company’s dealers in 


In the Letterbox 





(Continued from Page 12) 


pease consequent customer buying 
resistance. No machinery can 
operate effectively all-out, all the 
time. Something is bound to blow. 


To relieve the ridiculous state of 
pressure under which today’s auto- 
mobile dealer must continuously 
work, the deceptive, chaotic anarchy 
characterizing today’s retailing 
must give way to the ethics, law 
and order (or good sportsmanship) 
which constitute the essence of 
healthy, vigorous competition. 

So, the prerequisite to a steady 
factory work week—either long or 
short—is a formula for an impreg- 
nable, long-range incentive to sell. 
Industry inability to retain an effec- 
tive dealer organization would spell 
industry collapse.—H. D. Spre_tman, 
sales director, City Motors, Ltd., 
Montreal. 

~ 


= * 
Days Like That... 
Eprror’s Note: The following 
was submitted as a candidate for 
the Automotive News feature, 
“Practical Problems of Selling.” 
The author, however, put a re- 
verse twist on the “selling” angle. 

* x om 


This was one of those days when 
a salesman has that strong feeling 
that he is going to close two or 
three sure-fire deals. 

There was this lady who wanted 
this 1955 Packard with straight 
shift. It was probably the only one 
in three states and she would not 
have anything else . .. so there 
was no shopping around to worry 
about. The price was right. 

She left at 10 that morning saying 
she would return no later than 11 
with her deposit. Sure enough, she 
was back at 11, not only with her 
deposit but with her husband and 
a certified check for the full pur- 
chase price. 

She had decided to give her old 
car to her son-in-law. 

She was too late though, as one 
of the other salesmen sold the car 
at 10:30! She was so mad she 
stalked off the lot before I could 
open my mouth about another deal. 

I was to meet my next prospect 
for lunch at 12:30. When he didn’t 
show I called his office and found 
that he had a heart attack and 
dropped dead at 11:38. 

That afternoon I had three people 
on the floor wanting to buy new 
cars. Two of them bounced for bad 
credit and the third was arrested 
during the afternoon for passing 
bad checks to car dealers. 


Instead of going out to eat that Sout in Se, 1956. 












































































the state are giving “Litter 
for distribution to motorists ag » 
place to throw trash while trayg. 
ing. 

Hooks for hanging the bags in 


cars are included. 
* 


Driver Testing 


A resolution approved by the 
Quebec Police and Fire Chiefs 
Assn. calls for a strict test of 
drivers under 25 years of age and 
a re-test of all drivers every five 
years. 


Tallamy Predicts 
Road Revenue Will 


Spur Construction 


Federal Highway Administrator 
Bertram D. Tallamy predicted that 
the interstate highway program, 
now financed on a 16-year basis, 
will be completed sooner because 
the new highways will generate 
new construction revenues as they 
are built. 

Tallamy discussed the roads pro- 
gram in Buffalo at a press confer. 
ence and in a luncheon address to 
the convention of the American 
Society of Civil Engineers, 

He said Congress authorized the 
interstate system to be built in 13 
years, but set up 16 years of finan- 
cing. The financing portion of the 
law must dominate construction if 
revenues do not increase. 

Tallamy is overseer of the 41,000. 
mile interstate system and about 
700,000 miles of other primary, 
secondary and urban roads in the 
huge construction program. He 
said construction of the vital inter- 
state portion is on schedule despite 
delays in steel deliveries. 


evening I went out and had $2 
worth of bourbon. A half hour later 
I was closing a deal with the presi- 
dent of the local WCTU and she 
smelled my breath. 

All of which goes to prove that 
there are days when we car sales- 
men should stay in bed!—Arr 
Hostetter, Humason Motor Co, 
Warren, O. 


* * = 
Cross-Selling Suggestion 

Here is a suggestion to manu- 
facturers that might help a little to 
curb cross-selling in areas other 
than Detroit: A franchised dealer 
and his sales force must be resi- 
dents within the- boundary which 
the franchise covers. 

Here in Midland there are two 
residents who are full-time sales 
employes of neighboring Ford deal- 
ers. One is 18 miles away, the other 
10 miles. This no doubt is true in 
many other places, and I think that 
all line dealers in the radius of 0 
miles have bird-dogs working at 4a 
large manufacturing concern here. 


I have been forced to cut my 
overhead, first in sales personnel, 
due to cross-selling. My orders to 
the factory for cars must be cut, 
too, but the manufacturer can make 
this up by supplying his cross-sell- 
ing dealers. Production seems to be 
their only interest, manufacturer 
‘against manufacturer. 

Bootlegging and cross-selling are 
not in my book.—Roserr S. Moos, 
president, Mode Motors, Inc, 
(Ford) Midland, Mich. 


Adams Appointed 
To SAE Post 


CLEVELAND.—J. E, Adams, 
manufacturing vice-president, White 
Motor Co., has been made produc- 
tion activities 
vice-president of 
the Society of 
Automotive En- 
gineers. He suc- 
ceeds the late 
Dexter S. Kimball 
jr. 

A graduate of 
Carnegie Institute 
of Technology, 
Adams has beet 
associated with 
White for 8 
years. He was elected a vice-presi- 


Jd. E. Adams 
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an OHRYSLER—’53 NY 4-dr., $660° (ps). ’51 
r Bagg” 4-dr., $150. 
“ad A Prices of Used Cars Sold at Aucti ee 
“trae verage Prices of Use old at Auction Sse cxne ote, B00 
b (ps). °S4 Cone26*. ol 4 Le, or oS 
Coronet 2-d "51 4- 
988 in "an by Automotive News from Auction Reports.) Coronet 4-dt., $145; Wayfarer 2-dr., 
/ $100. 
FORD—’57 Custom (8) club coupe $5 

Q 1 715. ’56 Custom (8) 2-dr., $1,300, 

4 6 9 9 Main (6) 2-dr., $780, '54 Custom (8) - 
by the 4 8 7 9 dr., $800°, $710. ’53 Main (8) 2-dr., 
Chiefs 9 0 0 4 9 $475, $440; Custom (6) 4-dr., $410°. '52 
ti 9 i 9 sedan, $400*, $365. °51 station wagon, 
est of 1 8 8 8 6 g 2 0 $270; '4-dr., $230. 

‘Ze and 8 5 g 7 7 r 8 LINCOLN—’54 Hardtop, $1,310* (ps). ’53 
ty fi 5 0 7 7 8 4 Capri coupe, $300° (ps). 
" 3 3 4 5 NASH—’53 Statesman Hardtop, $495. 
7 0 2 5 OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
8 410* (ps). 51 (98) 4-dr., $105", 50 
(88) 4-dr., $310°*. 
‘ts § PLYMOUTH—'55 Savoy (6) 4-dr., $940; 
‘ club coupe, $870. °52 station wagon, $480; 
e Cambridge 2-dr., $280. '51 2-dr., $200; 
Vill station wagon, $275. °49 4-dr., $210. 
PONTIAC—’55 Chieftain coupe, $1,265*. ’53 
4-dr., $460°, '51 2-dr., $200°, °49 4-dr., 
On $135°. 
STUDEBAKER —’53 2-dr., $280. '50 sedan, 
’ ’ "56 9 ’ ’ ’ ’ » 5 » ’ ’ ’ ’ "Ss $145. 
strator "55°56 "55 "SS °56 56°57 66°57 66°57 "66°57 "66°57 66°57 56°57 MISCELLANEOUS—’ST Ford %-ton pick 
ad that - “Ans. ae “Nore . _ eon “-. — — os fase up, $1,450. ‘54 Morris Minor, $610; 
ogram, Prices of ’56s added and ’48s dropped in November, 1955. Prices of "57s added and ’49s dropped in November, 1956, a ae 
basis, Figures alongside bars represent dollars. pick up, $290, ‘49 Chevrolet %-ton pick 
ecause up, $165. 
nerate $4 on ’55s and ’53s and $2 on ’54s. | consignment of 154.1 units, the | clean. Demand good, cars scarce. Sold ANVILLE, VA 
's they Market Trend Setbacks amounted to $1 on ’51s | Sales ratio was a flat 70 percent. 83 cars out of 104 consignments.) oD ae amen ? eat a wea 
rice of all used | and ” 9 BUICK—’56 Special Hardtop, $1,750*, ’53| ‘Danville Auto on. Sale every , 
is pro- The average price 50s, $7 on ’56s and $17 on Prices marked with en G2- Super 2-dr., $555*. "52 RM 4-dr.. §285* nesday. Prices are for sale of July 10.) 
onfer. | of 80ld at wholesale auction last | 57s, The adjusted price on ’568 | terisk indicate a unit equipped | ‘P*). =~ 
ress to 4 week was $893, the same as in the | matched the year’s lowpoint es- | with an automatic transmission |CHEVROLET—'57 Bel Air (8) Hardtop, 
erican | preceding week, according to | tablished on the index of July 8. or overdrive and (ps) indicates | $155. °56 Two-ten (8) sedan, $1,410, Miipecial adr. $050° “ose ost Special ‘al 
; ; $1,365. °55 Two-ten (8) 4-dr., $1,020, -dr., $530°, . 
ail Automotive News’ index. he At a group of representative | power steering. $935; Two-ten (6) 4-dr., $1680; "hare onnta de i ‘cats tne $1,730: 
e With Vv rice cok rati i ® $925*; Bel Air (6) 2-dr., $915; One-fift zy es 
in 13 a ‘tedivibet aoe a auctions last w » the sales - EBENSBURG. PA (6) 4-dr., $660; 2-dr,, $730°. 'S4 Two-ten| Bel Air 2-dr., - = aon (8) 2- pa 
finan- steady, four Vv es ad- | was 72.5 percent with an average : ) ’ . 2-dr., s760°. ‘53 Bel’ Air Hardtop, $800; 418. 66 Be pm a =. $1. a 
of the | Maseed and four declined. In- | consignment of 154.6 unite, A | _)("vensbure Auto Auction, (sale, every) 2dr) $7487, San; Teeter? a, $625 | "55 station wigon, $1300"; Bel Alt 2 
tion if qreases amounted to $12 on ’52s, week earlier, with an average | (Prices almost retail if offerings are | $140. ‘49 4-dr., $120; 2-dr., $110. (Continued on Page 30, Col. 1) 
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ad $2 ALABAMA 
* later 
presi- 
d she JOHNSON AUTO 
a AUCTIONS 
sales- Lawrenceburg, Tenn.—Tuesday 
“ae Huntsville, Ala.—Friday 
” 100% Insured—No Registration Fee 
COLORADO 
nanu- — 
tle to 
other COLORADO AUTO AUCTION 
lealer § UNTLETON, COLO. DENVER 
resi- its Gung Ganteg-t00® on ° 
vhich ff Owners: Francis R. Cassell—Carroll Kopfer 
Phone Denver: SUnset 1-7821 
Wire Colorado Auto Auction FAX 
two Denver, Colo. 
sales Auctioneers: 
deal- Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through | 
other The Bank of Denver 
ie in 
that 
7 MID-WEST AUTO AUCTION 
here. 1155 So. Platte River Dr. 
my DENVER, COLORADO 
nnel, Burden-Dudley-Caswell 
s to Auctioneer: Harvey Greenwood 
cut, Sale every Tuesday at I! A.M. 
nake Phone Sherman 4-3263 
‘o be & 
urer DENVER AUTO AUCTION 
a (Denver's Oldest and Finest Auto Auction) 
foe, 4595 So. Sante Fe Littleton, Colo. 
ne, Ph: SU 1-6673 — Smith, Southworth, Kerr 


Auction Every Friday at 12:00 A. M. 
We Issue Auction Checks and Insure Tities 

















CONNECTICUT 

oa NEW ENGLAND'S OLDEST AND BEST 
= 10 YEARS CONTINUOUS OPERATION 
ies Sale Every Wednesday at 11:00 

of SOUTHERN AUTO SALES, INC. 
- AUCTION 
me- Warehouse Pt., Conn. 
ite 
pall 

d LUCAD 
ute {leading Used Car Auction Directory) 
zy, seels the key to a dealer's problem when 
een looking for a place to buy or sell cars. 
ith *++For rates, contact Automotive News, 
13 2666 Penobscot Bidg., Detroit 26. 





| 4701 S.E. 14th 


ILLINOIS 


QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 





1IOWA 








TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa’s Oldest Auto Auction 
in the Heart of the Ciean Car Country 
Des Moines 15, lowa 
Phone ATiantic 2-8353 
Sale Every Monday—!i A.M. 
Guaranteed Tities and Checks 





MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at |! A.M. 
Newburyport Turnpike, U. S. Rt. I 
West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 


MICHIGAN 


GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half a of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MICHIGAN 








Flint Auto Auction, Inc. 
3711 Flint, Michigan 
Exclusively for Dealers 
Here in the shadow of General Motors, you 

get the best buys. 
NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 
Michigan's Finest Sole 
Titles and Checks Guaranteed 


Western Rd. 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 





MISSISSIPPI 





JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 


Bob Ring, Owner — Fred Reed, Mgr. 
Auctioneers 
Gee Workman 
Jack Erwin Jr. Whitman 
Friday: 10:30 a.m. 


Sale e 
iow . wo = Selling . 
400 or More Cars . in Half the Time.” 


Phil Spurgeon 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located ¥% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 





Phone Dunkirk 3-0150 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 

Phone Franklin 1-3845 : 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
{Dealers Only) 
Operating Since 1946 


NORTH CAROLINA 








RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 
Your Good Will—Our Most Valuable Asset 
On U. S. Rowre 20A Phone 5-9535 


TT 








NEW YORK PENNSYLVANIA 





TT 
MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 

On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 

Checks and Titles Guaranteed 
Phone Manheim 5-240! 


ET 


NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





WASHINGTON 


ED 
SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





THRUWAY AUTO AUCTION, INC. 
Route 18 6 Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Crossroads 


. where they meet . . . 
buyers and sellers . . . new and 
used car dealers. They meet at 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 

You will reach both groups 
through an ad in Automotive 
News. 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, 
Checks and Titles (Wed.). 



















Used-Car Auction Prices 


(Continued from Page 29) 


$1,405*, $1,150, $1,030*, $955; 4-dr., 
$1, ,080; Two-ten 2- dr., $950, °53 Two-ten 
2-dr., $625; 4-dr., $455; Bel Air 2-dr., 
$620, $615", $565, $425. '52 4-dr., $470, 
$370, $350. ’51 2-dr., $380°, $190, $185. 
’50 coupe, $350; 2-dr., $210°, $215, °49 
2-dr., $260. 

DODGE—’ 49 4-dr., $130. '48 coupe, $110. 

FORD—’57 Fairlane (8) Victoria, $1,930°; 
Sen dr., $1,805*. '56 Custom (8) 2-dr., $1,- 

"$1,280; 4-dr., $1,125*; Fairlane (8) 
oar., $1,210, °55 Fairlane (8) Victoria, 
$1, 210°, $1,030; 4-dr., $1,180, $1,090, $1,- 
055; station wagon ” $1, 495, $1,320, ‘54 
Custom (8) 4-dr., $780, $705; 2-dr., $385; 
Crest (8) 2-dr., $730, $670, $580. "*53 2- 
dr., $640, $605; 4-dr., $580; station 
wa \ , $850. *52 Custom 4-dr., 
$440; Crest | conv. 2-dr., $345; 
Main coupe, $350. "51 2-dr., $455, $310, 
$220, $145; 4-dr., $290; conv., $225. '50 
2-dr., $380, $350, $150, $140, $115; sta- 
tion wagon, $305°. '49 2-dr., $130. 

“ir sii8, Capri 2-dr., $1,750°*. 
2-dr., $115. 

wencny—'s3 4-dr., $605, $505*. ‘51 2- 

$220*, $190, $135, 49 4-dr., $185. 

OLDAMOBILE—’'S6 (88) Holiday, $2,085*. 
"55 (88) 2-dr., $1,430. ‘50 (88) 2-dr., 
$330°; 4-dr., $185°. ‘49 4-dr., $230°, 
$190°. 

PLYMOUTH—’55 Belvedere 4-dr., $1,225; 
Savoy 4-dr., $900, $820, ‘53 Cranbrook 
2-dr., $465. "52 4-dr., $505*, $275. °51 
2-dr., $285. '50 2-dr., $135, $105. 

PONTIAC—'57 Star Chief 2-dr., $1,830. 
’56 Star Chief 2-dr., $1,710*°, $1,505°. 
'64 Chieftain 2-dr., $605. '53 4-dr., $605°, 
$480. °52 2-dr., $380°. "50 2-dr., $185, 
$130". 

MISCELLANEOUS—’51 Willys %-ton pick 
up, $255. 


$460; 


"49 


SEATTLE 


(South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of July 10.) 
(Market good, Sold 138 cars out of 227 


offerings.) 

BUICK. 35 Special station wagon, $1,845*; 
sport coupe, $1,580°; 4-dr., $1, 220°; Cen- 
tury sport coupe, $1, 575°: Super conv., 
$1,450° (ps). ‘54 Super 4-dr., $1,230°: 
sport coupe, $1,200° (ps). "53 Super 
sport coupe, $785*. ‘50 4-dr., $135. 

CADILLAC—'54 (62) 4-dr., $2,060° 
"52 conv., $875° (ps). ‘51 4-dr., 
"49 4-dr., $410°. 

CHEVROLET —'57 Bel Air (8) sport coupe, 
$2,345°, $2,310°, $2,300°, $2,295°, $2,- 
255°, $2,245°, $2,195°; Two-ten (8) 4- 
dr., $1,925, $1,820; 2-dr., 3 at $1,795. 
‘56 Bel Air (8) sport coupe, $1,770*; 
Two-ten (6) station wagon, $1,650, $1.- 
645; 4-dr.. $1,445; Two-ten (8) station 

‘55 Bel Air (8) sport 

$1,605*, $1,590° (ps), 
$1,560* (ps); 4-dr., $1,425°, $1,420°, $1,- 
395°; Bel Air (6) sport coupe, $1,475°; 
Two-ten 2-dr., station wagon, $1,280: 
2-dr., $1,115, $1,075. "53 Bel Air 4-dr., 
$795*; Two-ten 4-dr.. $720°; 2-dr., $720°; 
One-fifty 4-dr., $560, $550. ‘52 2-dr., 
$440; Soe 4-dr., $175. 

CHRYSLER—'55 Windsor $1,380°. 
‘51 sport coupe, $330°. 

DeSOTO— '55 Firedome (8) sportsman, $1,- 
380°. 


DODGE—'56 Royal (8) 4-dr., $1,790° (ps), 
$1,600° (ps). "55 Station wagon, $1,580°; 
Custom Royal sport coupe, $1,325° (ps); 
, st hh sport coupe $1,325*, $1,310°; 

Coronet sport coupe, $1,095. 

FORD—’57 Custom (8) 4-dr., $1,870°. ‘56 
Fairlane (8) Victoria, $1, 840° (ps); 
conv., $1,650°, $1,620°; 4-dr., $1,505°, 2 
at $1,540°; Custom (8) Country sedan, 
2 at $1,825°, $1,595°. ‘55 Fairlane 
(8) Country sedan, $1,460; Victoria, $1,- 
420; Ranch wagon, $1, 270°; 2-dr., $1,- 

x . “54 Victoria, $i, 195° 
(ps), $865, $850; 4-dr.. $750. ‘53 conv., 
$820°. ‘52 station wagon, $530; 2-dr., 
$415, $395. °51 station wagon, $175. 
conv., $135. 

LINCOLN—'53 Capri sport coupe, $775* 
(ps). 

MERCURY—'56 Montclair sport coupe, $1,- 

. "SS Montclair sport coupe, $1,460°, 
$1,300; Custom sport coupe, $1,260. ‘54 
Monterey 4-dr., $945. ‘50 4-dr., $240. 
$170. 

OLDSMOBILE—'56 (98) sport coupe, $2,- 
245° (ps); (88) 2-dr., $1,825°. "55 (98) 
sport coupe, $1,900° (ps); (88) 
conv., $1,860° (ps); (88) 2-dr., 
"63 (88) Super sport coupe, 
(88) 4-dr., $480°. "51 (98) 4-dr., 
"50 (98) 4-dr., $180°, $100°. 


(ps). 
$805°. 


4-dr., 


PACKARD—'55 Clipper Hardtop, $1,280° 
(ps). 
PLYMOUTH—'57 Belvedere (8) 4-dr., $2,- 


095°. ‘56 Belvedere sport coupe $1,750° 
(ps); Savoy (6) 2-dr., $1,175, "54 Plaza 
4-dr., $525. °53 2-dr., $410. 
PONTIAC—'55 Star Chief sport coupe, $1,- 
495°. °S1 4-dr., $185. 
STUDEBAKER—'56 Sky Hawk sport coupe, 
$1,730° (ps). 
MISOCELLANEOUS—'56 Hillman 4-dr., $1,- 
050. ‘53 Chevrolet %-ton pick up, $665, 
$610; Dodge %-ton pick up, $600; GMC 
%-ton pick up, $675. ‘49 International 
%-ton pick up, $180. 


ALBANY 


Anspach Dealer's Auto Auction. 
every Monday. Prices are for sale of 


., $2,600° (ps). 
‘56 RM Riviera, $2,200* (ps). ‘55 Super 


$4,450° (ps). 
‘56 coupe de Ville, $3,650° (ps), $3,620° 
(ps); (62) coupe, $3,400° (ps), $3,350*° 
(ps); (60) coupe, $3,400° (ps). "55 (62) 
coupe, $2,600* (ps); 4-dr., $2,520° (ps). 
"63 (60) 4-dr., $1,320°; (62) 4-dr., $925° 
on. "52 (62) coupe, $030° (ps). "51 4- 
conv,, 6 

cue(noLer"b0 ten (6) 4-dr., $1,- 
, $1,210; 2-dr., $1,150. '55 Bel Air (8) 

on $1,380°; Two-ten (6) 4-dr., = 
'3550° (ps). 53 Two-ten 4-dr., 


$860, "$825; One-fity 2-dr., $770. 54 
. "S2 4-dr., $500; 2-dr., $340, $330, 
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$975, ‘53 sedan, $550. °52 sedan, 


$580*, '51 4-dr., $230*, $155. 
CHRYSLER—’57 Imperial 4-dr., $4,550* 
(ps). °56 Imperial coupe, $2,855* (ps); 
NY 4-dr., $1,940* (ps); Windsor coupe, 
$1,805* (ps). '55 Windsor 4-dr., $1,350* 
(ps). '53 NY 4-dr., $615*. 
’55 Firedome (8) 4-dr., $1,335° 
(ps), $1,320* (ps), '53 Firedome (6) 4- 


r., $290* (ps). 
DODGE—’55 Custom Royal Hardtop, $1,- 


’51 coupe, $265*; 4-dr., $260*, $240. '50/ pane 
2-dr., $250,180; coupe, $200. FORD—’57 Thunderbird, $3,075* (ps), $2,- 
CHRYSLER—’57 Saratoga coupe, $2,875°| 965° (ps); Fairlane (8) 500 4-dr., $2,- 
(ps). ’54 Windsor 4-dr., $920°. 465* (ps); 2-dr., $2,350*, $2,150*; conv., 
—’53 Firedome 4-dr., $500, ‘51 $2,300* (ps); Country sedan, $2,200*; 
Custom conv., $120. Custom 300 4-dr., $1,835*, $1,650. °56 
Thunderbird, $2,450* (ps); Fairlane (8) 


DODGE—’54 Coronet station wees, $850. 


*63 Coronet 2-dr., $385; 2-dr., $ 4-dr., $1,295* (ps); Custom 4-dr., $1,175, 
FORD—’57 Fairlane 500 Victoria, $2,200*;| $1,160, $1,160*; Main (6) 4-dr., $1,050, 
4-dr., $2,200*; 2-dr., $1,960; Country] $965, $930. '55 Custom Country sedan, 
sedan, $2,070, '56 Thunderbird, $2,460*; $1,475*. °54 Victoria, $1,235*, $1,205°*;] 
Country Squire station wagon, $1,800* Custom 4-dr., $965; 2-dr., $870* (ps); 
(ps), $1,430; Fairlane (8) Victoria coupe,| Custom 2-dr., $825, $775. 
$1,610, ‘$1,605; Custom 2-dr., §$1,285*;| HUDSON—'55 Hornet Hollywood, $1,190°, 
4-dr., $1,000*, '55 Ranch Wagon, $1,200;|_ $1,060°. 
Custom 2-dr.. $960, $910; Main 2-dr., LINCOLN —'57 Premiere coupe, $3,600* 
$875. ‘54 Country sedan, $935; Custom| (PS). ’56 Premiere coupe, $3,050° (ps), 
coupe, $880; 2-dr. $690; 4-dr., $635; $2,820° (ps); Capri 4-dr., $2,465° (ps). 
Main 2-dr,, $580, '53 Custom 4-dr., $490*,| MERCURY—'56 Monterey 4-dr., $1,685°; 
$475, $385*; 2-dr., $475, $470; Victoria,| Custom Hardtop, $1,205°. 
$650; station wagon, $725, $470, '52 Cus-| NASH—’56 Rambler Hardtop, $1,750°. 
tom 2-dr. $390*; Main 2-dr., $260. ‘51 OLDSMOBILE — '57 (88) station wagon, 
Custom 2-dr.. $320*; Victoria, $300, '49| $2.975*. "56 (98) conv., $2,305" (ps); 
Custom 4-dr.” $140 =) Super Hardtop, $2,150* (ps), $2,- 
~ ‘ " 0* (ps); (88) 2-dr., $1,995* (ps), $1,- 
HUDSON—’ 54 Hornet 4-dr., 25°, ’ 
LomeenaT OF Demand ule $3,800°| 910°, $1,900°. °55 (88) Hardtop, $1,650*; 
— , $3, (88) Super +2, A ’54 (98) 4-dr., 
-. " ‘ (ps). ’ -dr., $120. 
“an. 1 near Mae wage “9 ~ 9 PLYMOUTH—'57 Belvedere (8) Hardtop, 
2-dr si 200. 53 Custom ab $525°: $2,385° (ps). "56 Savoy (8) Hardtop, 
"52 Custom 4-dr., §330°, ’S1 Custom . $1,570°. '55 Belvedere (8) conv., $1,200°; 
Ss $220, $120 ** . 7 (8) 4-dr., $1,070°. '54 Belvedere 
, , $120. ’ (6) 4-dr., $725. '53 Hardtop, $470. 
NASH — '56 Rambler 4-dr., $1,250. °55| poNTIAC—’57 Chieftain Hardtop, $2,525°. 
Rambler station wagon, $1,280. ‘53 ’ . : 
Stateamen 2-dr,, $400 56 Star Chief 4-dr., $2,065° (ps); Cata- 
OLDSMOBILE —°57 (88) conv., $2,900* conta $2,025° (ps), $1,810° (ps). "55 Star 
a 7 os ’ . a » 
(ps); (98) Holiday coupe, §2,800° (ps). —— conv., $1,370°, $1,335°. °53 4-dr., 


(ps). °°, ; 

$785° (pe), §700° (pe). ‘62 (88) 4-dr.,| Soo gig Commander coupe, $480, “60 

Fete 88) eae oot (8) #-Or | MISCELLANEOUS—'56 Volkswagen 2-dr. 
oma ear” cs. gsee, $1,540. '55 Chevrolet %-ton pickup, $995. 

— r - $775. '52 Chevrolet %-ton pickup, $400. 

PLYMOUTH—'57 Savoy (8) 4-dr., $1,900°| 47 Chevrolet 1-ton pickup. $185." 

(ps). "54 Belvedere conv., $860°; Cran- ° e 

brook 2-dr., $435. '53 coupe, $540; 4-dr., 

$380, °52 conv., $310; 4-dr., $250, $225. DYER, IND. 
PONTIAC—’55 Chieftain 4-dr., $1,000*, '53 

Chieftain conv. $500°. °62' Chieftain 4-| ~.(D7er Auto Auction. Sale every Friday. 


STUDEBAKER—’55 President 4-dr., 


BUICK—'57 Special Riviera, $2,355*, $2,- 
"04 Commander 3-4s., 9678. 100°, °S6 Special 4-dr., $2,580*: Riviera, 
MISCELLANEOUS—'5i Isetta coupe, $870.| $i aise "5g ‘Special i:dr, $1.370° (per 
‘56 Volkswagen 2-dr., $1,280. °53 Ford $1.240°. $1,100; Riviera. $1.175*. °54 
Consul, 2 at $350. ‘52 Dodge %-ton| Century conv., $1,120*; RM 4-dr.. $1,- 
pickup, $280. "49 Studebaker %-ton pick- 135°, $1,060° (ps): Special Riviera. $1 - 
up, $160. 140°’ (ps), $1,125°. "53 Super 4-dr., $535° 
(ps), $520° (ps). 
DANVILLE, VA. CADILLAC—'56 (62) coupe, $3,360* (ps), 
° : 
(Danville Auto Auction. Sale every Wed- leo: (nae oe de Ville, $1,120° 


nesday. Prices are for sale of June 26.) 


CHEVROLET—'57 Bel Air (8) conv., $2,- 
x activity 7a. are 300°. "56 Bel Air (8) 4-dr., $1,520°; ‘Two- 
oan eae. Sold 81 cars ten 2-dr., $1,170°. '55 Bel Air (8) 4-dr., 
signments. 5 > a 1,215*, $1,050*, $970; Bel Air (6) conv.. 
oe Reka ay ar.,| $1.380*. °54 Bel Air 4-dr., $830°, $770°. 
eee ie ans bate ns. $765*; Two-ten 2-dr., $740*, $580°, °53 
os 6S. ° eu. = saTe! "| Two-ten. 2-dr., $515*," $505°.""51 SL De- 
cap C83 4-dr., $1,390. . luxe 2-dr., $265, $220, 2 at $195. "50 4- 
te $2,-| ait, $100. *49 2-dr.. $140, $115. 
155°. 'S6 Two-ten (8) 4-dr., $1,170, $1,-| “MBYSLER — 953 NY 4-dr.. $620° (ps); 
165, $1,160, '5S Two-ten (6) 2-dr., $925.| Gi'> cenpe S715° (pe). "52 Saratoga 4- 
i ae ar? 96 Fe Oe in® | DeSOTO—'SS Firedome (8) 4-dr., $1,075*; 
Goes; é-ar., 9010, Gued. “Si S-dr., 9006,| Soa ame, SWOT’. “ES Mircdeme (8) 
$305*, $330, 2 at $180, $165, ‘50 2-dr.,| »A"" 
$215, $185, $175; 4-dr.. $100. °49 2-dr., —_—s 57 Custom Royal Lancer, $2,550° 
$210. $145. '46 4-ar. $115. ps). °S6 station wagon, $1,575*. ‘55 
"49 4-dr $195 Royal (8) Lancer, $1,100°. "54 Royal (8) 
aean er Custom (8) conv., $2,305*; $340, s320° ee eee oe 
ee: ee ean Gi 2s0, 2-ar,| FORD — ‘ST Fairlane (8) conv., $2,395°, 
- oJ, Cae 125. SS “Paitlane’ (8; 4cdr | $2-300°; 4-dr., $2,155°, $2,080°. "56 Fair- 
$1,290: 2-dr.. $1,110, $995, $950; Custom lane (8) conv., $1,750°; Country sedan, 
(8) 2dr. $085, $975" °S4 Crest (8) 4-| $2:700°. $1,885, $1.540; 4-dr., $1,470°; 
ae. “+ ‘s (8) 2-dr.. $730°: Custom (8) 2-dr., $1,345°, $1,245, $1,200, 
oe 2 — $730° ge00. *53| $1;190, $1,145, $1,135. '55 Fairlane (8) 
Custom is) ddr.” $750", $710, $655,| 4-4f.. $1,110°, $1,080°; Custom (8) 4-dr., 
ee es, Gar’ Quan, eek. ghet. as $1,080, $895, $875, $870, $865, $855, $840. 
a. ° 51 * De- "54 Custom (8) 2-dr., $670, $635, 
one $520° ‘on . Custom De- $625, $560. ‘53 Custom (6) 2-dr. $428. 
fuxe 2-dr.” $400," $315," $115; coupe, $430. | piozqourtom, (8) 4dr. $340, $290, $220. 
’5@ Custom 2-dr., $285, $245, $155, $145; L_N— pi i . 
eae. $345. comv.” $280, | LINCOLN—'S6 Capri coupe, $2,495° (ps). 
"49 Z-ar., $130, $105 F > "| _*54 Capri coupe, $1,105°. 
HU Na’61 chad coupe. $105 MERCURY — ‘55 Monterey coupe, $1,305* 
aanse ae Geaeh eter ‘ss05° (pe) (ps). °54 Monterey coupe, $910° $880; 
— “ -| 4-dr., $995° (ps). "53 2-dr.. $520°. °52 
MERCURY—'55 Monterey conv., $1,455° +r., Sie —_ f200°, $185°, 
. . . a - : © : “ r., ° 
sai8; 2dr $405 ls "Seas —_ NASH—'S4 Rambler station wagon, $820, 
eipambenmiis— si (es) ¢-er., cic.) 2. SS Seme oe eS 
"52 (88) 2-dr., $485°. ‘51 (88) 4-dr.,| oe ee Se 
525°. $315°. "50 (88) 4-dr.. §385°; 2: LDSMOBILE— (88) 4-dr., $1,630°. ‘55 
dr., $310*, $285*, $205*, °49 ‘club coupe eg a Ete * on tens ta ee 
oe "| Sars Geis. "52 (8s) Sede. $456°. "51 
. a ‘ -dr., 7 (88) 4-dr., a 
nn aoe a” $965. "53 2- (28) ¢-¢r., $255°. "50 (98) 4-dr., $280°, 
PONTIAC—'S6 Star Chief 2-dr., $1,805°.| py yMOUTH—'S6 Savoy 4-dr., $1,215, $1,- 


STUDEBAKER—'50 Champion 4-dr., $250°. 
WILLYS—'53 2-dr., 


. 050. °54 Savoy 4-dr.. $490°. ‘53 Cran- 
enemas oe — 7“. a brook 4-dr., $360°, $355; Cambridge club 
up, d $ - pickup, $1,605. °4 coupe, $185. °52 Cranbrook 4-dr., $245, 
Ford %-ton pickup, $205; Studebaker 2-| $199 'gi05. 50 2-dr.. $130, $120, 
ton pickup, $155. PONTIAC — '57 Star Chief conv., $2,750* 


day 
BUICK— 57 RM Riviera, $3,230° (ps). 


Cc 


Cc 








"56 (88) Holiday, $1,900°. '54 (88) Super 7 ° 
Holiday, $1,210° ‘53 (98) 4-dr., STUDEBAKER—'56 Power Hawk coupe, 


Prices are for sale of July 5.) 
—————e 
of 308 consignments.) 


"51 Chieftain 
$890°. 


dr., $360°; 
4-dr., $210. 


2-dr., $280°. 


"53 2-dr., $810°, ‘52 4-dr., $320. 


140, $1,130, $1,080; Plaza 4-dr., $790. 


$205. "SS Plaza (8) station wagon, $1,100, $1,- 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
Prices are for sale of July 8.) 


Century Riviera, $2,060° (ps), $1,960° 
(ps); Super Riviera, $1,955* (ps); Spe- 
cial Riviera, $1,845°. '55 Century Riviera, 
$1,585* (ps); Super Riviera, $1,360* (ps), 
$1,305° (ps). ‘54 Special Riviera, $1,- 
; Super Riviera, $1,090° (ps); RM 
4-dr., $1,035° (ps). 
ADILLAC—'56 (62) conv., $3,635° (ps); 
coupe de Ville, $3,615* (ps). 
club coupe, $2,510* (ps). ‘54 (62) coupe 
de Ville, $2,450° (ps); 4-dr., $1,875* 


(ps). 

— '57 Bel Air (8) Hardtop, 
$2,270*, $2,220*; Two-ten (6) station 
wagon, $2,250, 2 at $2,185. "56 Bel Air 
(8) 4-dr., $1,685°; Two-ten (8) 4-dr., 
$1,450, $1,265, $1,245, $1,235, $1,230, $1,- 
225. '55 Two-ten (6) station wagon, $1,- 
860, $1,855*. "54 Two-ten station wagon, 


Auction Operators 


To Convene Aug. 3 


DENVER.—The 1957 convention 
of the National Auto Auction 
Assn, will be held here Aug. 3. 

Tim Anspach, Albany, is presi- 
dent. 


The Fleet's In— 


“Shipmate Varieties" 





Four Indianapolis dealers took advantage of a local appearance by the Navy's 
show to put nine 1957 Dodges on parade. The cars, from John 
Hockett Dodge Motors; Palmer Dodge, Inc.; Fadely-Anderson, Inc. (Dodge-Plymouth), 
and Capitol Motors, inc. (Dodge-Plymouth), met the sailors at the Indianapolis airport, 
and were placed at their disposal during the troupe's stay in town. 








Super Holiday, $900*; (98) 4-dr,, $815 


"52 (98) 4-dr., $280°; (88) 4- dr,, $269 
Model Breakdown PACKARD—'55 Clipper Hardtop, $1,195 

"54 Clipper 2-dr., $635°; 4-dr., $495¢ 1. 

Clipper 4-dr., $570°. 5 


Of Auction Averages 


PLYMOUTH—’57 Belvedere (8) sedan ae 














July, 1957 June, May, 100*, ’56 Custom Suburban, $1,405 
Model To Date 1957 1957 vedere (8) 2-dr., $1,340*: Savoy = 
4-dr., $1,125*, °55 Belvedere (8) 
i csenionense $2,258 $2,198 $2,236 | 4-45. $1,125". 155 Relvedere ne 
BD csesngesscies 1,541 1,569 1,576 cesee, fies ques tts Savoy (g} 
-dr., ’ 5 . 2-dr., 
ee cercesivsceee 1,191 1,171 1,211 $840. °54 Savoy 2-dr., $510*. ° 33 . 
brook 2-dr., $460. "51 station 
829 849 834 $315. wagon, 
539 553 557 | PONTIAC—’56 Star Chief Cata lina, $1,- 
830*. '55 Star Chief 4-dr., $1,275*: ‘Chief. 
1952.............. 342 359 357 tain Catalina, $1,165*; ° dr. .105* 
Be seitiness 253 249 239 | $1,000; 2-dr., $1,000%, °54 Star Chie 
Catalina, $950°; conv., $950*: Chie 
195 192 193 2-dr., $535. ‘53 Star Chief Catalin 
$835*; Chieftain conv., $735*. '51 Cata. 
: lina, $270°*. 
Average $ 893 $ 893 $ 900 | STUDEBAKER—’56 President club coupe, 
$1,200*. "55 Champion 2-dr., $700, 
MISCEL NE 
(ps). ’55 Chieftain 4-dr., $1,175*; Star| 1, -_ OUS—'56 Volkswagen 2dr,, 


Chief Catalina, $1,300*. °54 Super Cata- 


































lina, $975*. °53 Catalina, $650, $555°; 
Chieftain 2-dr., $435. °51 Chieftain 2- JENISON, MICH. 
T., $185*, $170°. (Grand Rapids Auction. Sale every Tues. 
w eoTs*. "68, Cm —~ = an gale": 2-dr.,| day. Prices are for sale of July 9.) 
§ . ampion 4-dr., *; Com- (M 
mander 4-dr., $175*, ’52 2-dr., $110°. *51 oustaa tb 0 tal eh siandarg 
Champion 4-dr., $110°. of our sales, Sold 129 cars out of 29) 
“lan ak Salemnenn Volvo 2-dr., $1,-| offerings.) 
ie olkswagen 2-dr., $1,330, '53| BUICK—’56 Century conv., $2,125* 
Ford %-ton pickup, $440. 4-dr., $1,935*; Super 2-dr., $1,910* hat 
Special 4-dr., $1,800*; 2-dr. $1,750*, * 
CHICAGO —- 4-dr., $1,610* (ps), '$1,590* io 
460°; 2-dr. 1,385* 0 
(Arena Auto Auction, Sale every Tues- Lye a ivi $1.335° Ge): aan 
day. Prices are for sale of July 9.) $1,025* (ps). 54 Century conv. $1,285" 
(Sold 243 cars out of 340 consign- (ps); Special Riviera, $1,175; 2-4 > 
ments.) 075; Super Riviera, $1,015*, $960: 
BUICK—’57 RM 2-dr., $2,800*; Special 2-| $965* (ps). '52 Super Riviera, $355*, "5 
dr., $2,135*, "56 Super Riviera, $2,235°; 4-dr., $110. 
RM Riviera, $2,100* (ps), $2,050*; Spe-| CADILLAC—’57 (62) 4-dr., $4,425° (ps) 
or ree ck ag ae aka’ ed $1,775, "56 (60) 4-dr., $3,400* (ps). . 
. ; Century conv., $1,710. °55 Special| CHEV ROLET—'57 Bel A 
4-dr.. $1,500°; conv., $1,475*; Riviera, 280°; 2-dr. $2,015°: ‘Two-ten () seas 
$1,375*, $1,130; Century Riviera, $1,295*. wagon, $1, 920. '56' Two-ten (6) station 
"54 Century Hardtop. $1,220°; Riviera, wagon, $1,920; 4-dr., $1,755* (ps), $1. 
$1, »140°. ‘53 Super Riviera, $830°, $810, 305, $1,250; Bel Air 4- dr., $1,640, $1. 
$700°. '52 2-dr., $270°. 555; club coupe, $1,335. '55 Bel Air (8) 
CADILLAC—’57 (62) conv., $4,795*. °56 conv., $1,400°; station wagon, $1,325*: 
(60) 4-dr., $3,785°; coupe de Ville, $3,- Two-ten (6) station wagon, $1,255, $1; 
600°, $3,550°, $3,475*, $3,310; (62) 120*; sedan, $1,220*, $1,200*; club coupe, 
coupe, $3,325°. "55 (62) conv., $2,720°*; $1,070, $1,040, $985*; Two-ten 2-dr., 
4-dr., $2,045°. °54 (60) 4-dr.. $2,200°; $895. '54 Two-ten 4-dr. $800, $745°: 
(62) 4-dr., $1,945*, $1,815*°, $1,790°. '53 2-dr., $640°. '53 Bel Air 2-dr. 
(60) 4-dr., $1,280°; (62) coupe, $1,265°, $480. ‘52 2-dr., $345, '51 2-dr., $150 es 
$940°; coupe de Ville, $1,155*. '52 (62)| 2-dr., $125. . 
4-dr., $840°. ‘51 coupe de Ville, $795*;| CHRYSLER—'55 Windsor coupe, $1,535* 
(62) coupe, $635. (ps). 
CHEVROLET—’57 Bel Air (8) conv., $2,-| DeSOTO—'55 Firedome 4-dr., $1,175* (ps); 
080°, "56 Bel Air (8) 4-dr., $1,825*; sta-|  2-dr., $1,150°. 
tion” wagon, $1,735; Hardtop. $1,735*;| DODGE—'55 Corvette (6) 2-dr., $900*, ‘5 
coupe, $1,685*; Two-ten (8) station wag- 2-dr., $365°; Hardtop, $205*! "52 4-dr, 
on, $1,575*; 2-dr., $1,330°, $1,325; Two-| $200, $190. 
ten (6) 2-dr., $1,295, $1,275, $1,265;| FORD—'S7 Fairlane (8) 500 4-dr., $2,200*; 
4-dr., $1,585, $1, 340, $1,295, $1,255°*: One- 2-dr., $2,140° (ps), $2,115*, $1,870, "3 
fifty (6) 2-dr., $1,155, $1,130. '55 Bel Air Fairlane (8) conv., $1,765*; station wag. 
(6) coupe, $1,345°: 2-dr., $1,235°, $1,- on, $1,745° (ps); Custom (8) 4-dr., $1- 
100*: Two-ten (8) 2-dr.. $1,010, ‘54 Bel 430°, $1,385°; Fairlane (8) 2-dr., $1,410, 
Air coupe, $955°, $940°: Delray 2-dr., $1,360. ‘55 Country sedan, $1,425*, $1, 
$700. "53 Bel Air 4-dr., $650, $475: Two- 255°; Fairlane (8) conv., $1,380*; Vie 
ten 4-dr., $550, $455, $445, $275: Hara- toria, $1,230°; 2-dr., $1,215; Custom (@) 
top, $530; 2-dr.. $500, $410°, $270. °51| 2-dr., $930°; 4-dr., $825. ‘54 Victoria, 
4-dr., $200°. '49 conv., $325. $730°; conv., $716*° (ps); Custom (8) 
CHRYSLER — ‘56 NY St. Regis, $2,105*. 2-dr., $675; Main 4-dr., $625; 2-dr., $585, 
"SS NY 4-dr., $1,450°; Windsor 4-dr., $1,-| , 58 2-dr., $475. 
380°. "54 Windsor 4-dr., $800*; NY 4-dr.,| LINCOLN -’S5 Capri 4-dr., $1,400° (pe). 
$690. "53 Windsor 4-d ’ > "| MERCURY—’57 Montclair 4-dr., $2,650" 
r.. $375°. 52 Sara 
toga 2-dr., $290°. p 9 Rg _—, 4 Monterey = 
. ° ; onterey club coupe, . 
One Be Pm (8) Hardtop, $1.-| Custom 2-dr., $575, $535. ‘52 2-dr., $360". 
A ome 4-dr.. $1,350 $1,- ’ 
275°. 'S3 4-dr., $370. 52 2-dr. $300 OLDSMOBILE — ‘56 (98) conv., $2,260" 
poDGE—'se —- (ps). "55 (88) Super 4-dr., $1,530°; “@ 
= tn station wagon 4-dr., $1,790°.| coupe, $1,320°; (88) 4-dr., $1,400°, "St 
eadowbrook 2-dr., $675; Royal 4-| (88) Super 2-dr., $1,085°: (88) 4-dr, 
dr., $650°. 53 Coronet "(8) 2-ar., $215° $965°. ‘53 (88) 4-dr., $675*. "50 (98) 
FORD ST Fairlane (8) Victoria, $1,880° PACKARD “53 
- . ’ ; ACKARD—' -dr. P. 
Custom, (8) 4-dr., $1,585. °S6 “Thunder-| | ¢-dr., — en Oe oe 
rd, . . ° ; irlane (8) Vic-| PLYMOUTH—'55 vo - 
toria, $1,780°, $1,680°, $1,615; conv., $1,- $750; Plaza oar $710, Oh <<, on Sion 
585°, $1,480°, $1,445; 2-dr.. $1,465°;| PONTIAC —'56 Star Chief 4-dr., nn 
Country sedan, $1,560°, $1,310; club se- (ps), $1,700°. '55 Star Chief club coupe, 
dan, $1,510; 2-dr.. $1,465*; Custom (8) $1,350°; 4-dr., $1,350°, $1,150°; 2-dr,, 
2-dr., $1,190. '55 Fairlane (8) conv., $1,- $1,245°, $1,095*; Chieftain 2-dr., $1,000°, 
465°; sedan, $1,265°; 2-dr., $1, 225°; Vic- "53 club coupe, $715°. 
toria, $1,440*; Country sedan, $1,375*;| STUDEBAKER-—'56 Golden Hawk 2-dr., 


Ranch Wagon, $1,225; Custom (8) 2-dr., $1,800° (ps). 


$875. '54 Victoria, $1,050°, $1,040; Cus-| MISCELLANEOUS—’56 V. 4-dr. 
tom (8) 4-dr. $690, $675, $670; 2-dr.| $1,320 51 MO wadner seen 
$500, | yg 2 conv., $610°; 2-dr., $470. ; 
. ir. 1 . 

HUDSON—’55 Wasp 4-dr., $895*, E ORTLAND, ORE. 


LINCOLN—’53 Cosmopolitan coupe, $700*; 
conv., $700°. 


(Portiand Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of July 9.) 


MERCURY — '57 Montclair Hardtop, $2,-| BUIOK—'S6 Special Hardtop, $1,760°. 'S 
670°, "56 Montclair 2-dr. $1,725*; Cus- Century Hardtop, $1,560°; Special Hard 
tom Hardtop, $1,600*; ‘onterey 4-dr., top, $1,430°. '54 RM conv., $1,455° (ps). 
$1,450°. '55 Montclair Hardtop, $1,425*;| ‘51 Super 4-dr., $270°. ‘50 Super 2-dr, 
Monterey Hardtop, $1,290. "54 Monterey| $110° 


Hardtop, $975*. ‘53 Monterey Hardtop, CADILLAC—’55 (62) coupe de Ville, $3- 


$800; Custom 4-dr., $620; Hardtop, $485°: O75° (ps). '48 (62) 2-dr., $250°. 
2-dr., $265°. °52 Hardtop. 33900 CHEVROLET—’57 Bel Air (8). 2-dr., $2- 
N AS H—’57 Rambler station wagon, $1,-| 215°; Two-ten (8) 4-dr., $2,160°. ‘"S 
580°, $1,475; Statesman 4-dr., $1.175°. Two-ten (8) station wagon, $1,835*; + 
55 Statesman 4-dr.. $890. "54 Rambler| F., $1,470°, $1,380; 2-dr., $1,350, $l- 
2-dr., $585*. "51 Rambler 2-dr., $220. 260; Delray (8) 4-dr., $1,445. "55 Bel Air 
OLDSMOBILE — ‘56 (98) conv. $2,475*,| (8) 4-dr., $1,435%, $1,390° (ps), $1,300%; 
$2,450°; Holiday, $2,375, $2,185*; (88}| Delray (6) sedan, $1,170; Two-ten (8) 
Super Holiday, $2,225°,' $2,070°; 2-dr., 2-dr., $1,130; Two-ten (6) 4-dr., $1,110, 
$2,215*; 4-dr.. $2,120. "55 (98) 4-dr., 2 at $1,075. "54 One-fifty station wagon, 
$1,695*: conv., $1,540*; (88) 4-dr., $1,-| $1,025; Bel Air 2-dr., $780. '53 Two-ten 
380. 54 (98) Holiday, $1,390*. "53 (88)| 4-dr., $700, $550; 2-dr., $455°; ‘52 2-dr., 
$475; club coupe, $475. ’51 4-dr., $300*. 
"50 4-dr., $180. 
CHRYSLER — '55 NY Hardtop, $1.78 
(ps). ‘54 NY 4-dr., $1,090* (ps). 







Saratoga station wagon, $490°. 

’55 Firedome (8) Hardtop, $1- 
670° (ps); 2-dr., $1,620* (ps), $1,500" 
(ps). 


DODGE — '53 Coronet (8) 4-dr., $520*, 
$495*; Meadowbrook 4-dr., $280. 
FORD—’57 Custom (8) 2-dr., $1,695. "S 
Thunderbird, $2,150° (ps); Custom (8) 
Gotten wagon, $1,895* (ps), $1,700; 2 
, $1,485°; 4-dr., $1,430°, $1,300°; 
a (6) 4-ar. $1,220; aa 
Fairlane (8) Hardtop, $1,750* (ps). 
Fairlane (8) conv., $1,500*; Hardtop, $1- 
4-dr., $1,210°, $1,200° ; 2-dr., $L- 
: Main (8) station wagon, $1,365; 
4-dr., $950. °54 Custom (8) club coupe 
2-dr., $710. °53 station wagom, 
Custom (8) 4-dr., $690; 2-dt 
. ‘S62 Custom (8) 4-dr., $545; 2-dt 
; Main 4-dr., $435, $380, '51 4-dt, 
5, $330*; Victoria, "50 2-d, 
$275, $195; 4-dr., $235. 49 2-dr., $140. 
KAISER—’51 4-dr., $110. 
LINCOLN—’51 Capri 4-dr., $335*. 
MERCURY—’57 Monterey 2-dr., $2,310° 
*56 Montclair 4-dr., $1,750° (ps). "3 
Monterey 4-dr., $1,450*, $1,175* (ps). "4 
Custom Hardtop, $1,100; Monterey 4-dt 
$1,050* (ps), $965°. '53 Monterey 2-dt 
$1,020* ; Custom 4-dr., $605*, '52 Mon 


terey 2-dr., $775, $705°*, "51 4-dr., 
50 club coupe, $365; 4-dr., $320. 

NASH—’'55 Rambler station wagon, $1,475: 

(Continued on Page 32, Col. 3) 
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Customers 
fall in line, too 
...I1f you sell 
the right ones! 


The Saturday Evening 


POST 


A CURTIS MAGAZINE 


Sells the POST 
-the mass market of active influence 


Most dealers can name a lot of key cus- 
tomers in their area. They’re the people 
who set the living trends and buying 
habits. They influence the other people 
around them. That’s why they’re so 
highly prized as customers. 

National advertising has been trying 
to woo and win these same people for 
you for years. But, until now, nobody 
knew for sure where to advertise to in- 
fluence a large concentration of them in 
every community. 

Now, one of the most highly-respected 
research men, Alfred Politz, has discov- 


ered how these INFLUENTIALS can be 
reached through one magazine. His re- 
cent study shows that 8 out of 10 of the 
millions of Post readers recommend or 


talk about things they see in the Post to 


other millions around them. 

These POST-INFLUENTIALS make 
up a huge market. There are thousands 
of them in your sales area. They help 
you sell a Post-advertised product... by 
word of mouth and by example. That’s 
why the nation’s leading advertisers 
agree POST-INFLUENTIAL is indis- 


pensable to a successful sales program! 


INFLUENTIAL 














980*. °56 station wagon, $1,725*; 
vedere (8) Hardtop, $1,635* (ps); — 
(8) club sedan, $1,150, ’55 Sav — 
sedan, $1,145*, $1,105; Savoy (8) ep 
(Continued from Page 30) on 108°; Pinan "(e) eta este “we 
, 1 $800: 
4-dr,, $1,000; Metropolitan 2-dr., $805.| 330, $1,280; 2-dr., $1,270, $1,195%; 4-ar.,| $640. Sent, re oe . ee 
’51 Rambler station wagon, $290. $1,135*; Two- ten (8) sport coupe, $1, 375* , ? , . 4 
dr., $300. '50 club coupe, $22 
OLDSMOBILE—’56 (88) Hardtop, $1,900*; (ps); 4- dr. $1,260; Delray, $1,175*; PONTIAC — '56 Chieftain station 
4-dr., $1,800* (ps). '55 (88) Super Hard- Two-ten (6) sport coupe, $1,300; 4-dr., $1,805*; Catalina coupe, $1 6250 ae 
top, $1,860* (ps); 2-dr., $1,755*; (88) $1,080; 4-dr., $865*. °54 Corvette, $1,- 420°; Star Chief Catalina, $1 25°, $1 
4-dr., $1,740° (ps); 2-dr., $1,445*, $1,-| 610°; ‘Bel Air conv., $960°, "53 Bel Air] Chieftain Catalina, $1,345°, $1,200" | 
300°, $1,165*. °52 (98) 4-dr., $660* (ps).| sport coupe, $790*, $785* (ps), $645°;| oar $1,015; Star Chief Catal (Pa); 
"51 (88) 2-dr., $300*, $280°. Two-ten 4-dr., $615, $565, $525, $500;| 59+" +53 Catalina, $595°: 4-cr. gaser 
a ( ° 2-dr., $570; One-fifty coupe, $460. 52 4-| *.) ; , $4658, 
PLYMOUTH—'56 Savoy (8) 4-dr., $1,475°,| GT ein). 5) sedan’ $400: 4-dr 51 4-dr., $255, $170. 
$1,350. ’55 Belvedere (8) 2-dr., $1,240*;| © C2 , . , 5 SeOF.s | STU an 
$1,350, (55 Belvedere ie) 31025, $1015 | $375, $325, $300, $260, $210, $190, $180, | STU DEBAKER — '56 Sky Hawk, $1,625 
y ) e, &, , oa, , $1,015. (ps). °53 Champion cou $460° 
’53 Belvedere Hardtop, $665; Cambridge = ai hae “ae” $345, $270; onder sedan 440°: oa. $250° ar 
4-dr., $425, $315. '51 club coupe, $325; -ar., » &-dr., . " . y : 
4-dr.. $200, $195. CHRYSLER — °57 Imperial 4-dr., $5,035*| . 4-4.» $150". es 
) R WILLYS—’50 station w 3 
PONTIAC—’55 Chieftain (8) Hardtop, $1,-| (Ps). ‘56 Imperial 4-dr., $2,900* (ps); ~—t. on agen, oe 
530°, ‘54 Star Chief Hardtop, $1,195*.| NY St. Regis, $2,460* (ps). '52 Windsor | MISCELLANEOUS (56 Anglia 2-cr.. $999; 
"53 Chieftain station wagon, $750*, '52| club coupe, $275*. '50 Windsor sedan,| J38Ua" coupe, $2,430; Simea 4 -di., $1, 
Star Chief Hardtop, $540*; Chieftain 4-| $115*. om and country station! Fick up, $1,070. on Chee vi _ Fora 
dr., $360*. ’51 club coupe, $300. 50 4-dr., wagon, $100*. ’ ’ > ye % ton 
$140. '49 4-dr., $175. DeSOTO— 57 Firesweep station wagon, $3,- ome Boss m-ton nee ~o %-ton 
STUDEBAKER—’52 Champion 4-dr., $200.| 205* (ps). '55 Fireflite conv., $1,560*| > pees UD, 2530; Fane 
MISCELLANEOUS — ‘55 Chevrolet %-ton| (ps). '53 4-dr., $420° (ps); club coupe,| 4)", Pigg 2? ieee ee = 
pickup, $920; %-ton pickup, $905; truck $360, °52 4-dr., $225*. ’ P 
) ; , 430; 2-dr., $1,360. ’54 Chevrolet 
and chassis, $715; Volkswagen 2-dr.,| DODGE—’57 Coronet (8) Hardtop, $2,470*; ten 
$1,350, $1,330, $1,255; GMC %-ton pick-| 4-dr $2,990", "SS Royal ty Hardtop, | DICK. up. $555; coupe, 9000, °43 nee 
Macki Bridae N c leti up, $970. '54 Chevrolet %-ton pickup,| $1,430*, $1,200*. '54 Royal (8) conv., let %-ton pick up, $550, $530, $500, $440 
ackinac Bridge Nears VCompierion— i, on oo. Pay b. —— $600 (ps). ’52 Coronet 4-dr., $100*. ’50| ‘51 Hillman Minx conv., $180. '50 Gus 
a — ‘ -ton pickup, ; For -ton pickup, -dr. : 5 i 
Only a few more feet to go and this stiffening truss unit will take its permanent| $630. '52 Dodge %-ton pickup, $500, Bi “a: by a . ~ | Tolet %4-ton pick up, $400, $295, $265, 
; ar . . . D—’57 nderbird, $3,250*, $3,240*, * * * 
place in Michigan's huge Mackinac Bridge. Now more than 60 percent completed, Chevrolet %-ton pickup, $400; Ford pick- $3,225* (ps) 2 at $3,200, $3,190* (ps), ° ° ° 
this phase of the work will be finished by U. S. Steel Corp.'s American bridge division | i atom Nuun’ gaa $205; $3,185* | (ps), $2,800°; Country sedan, $2,- — Auctions in Brief — 
during the latter part of this month, weather conditions permitting. When opened : ; tone’ (hy bee’ at $2, saoe ppg Rem W. PEABODY, MASS. 
in November, the — will span the ecg Straits of Mackinac ae = LOS ANGELES (8) 4-¢r., $1,950*, $1,870°; onar.. $1,860*. Giausaee ae “ay Go _ ny ca 
mace and Mackinaw City, joining together the upper and lower peninsulas o , : hunderbird, $2,900* (ps), $2,725°*, : ’ oe 
poate = , r ens 7 tion, Boke ou huey ae wee $2,525°, $2,475; Ranch wagon, $1,660°; as eats * * 
° . . Fairlane (8) 4-dr., $1,650* (ps); Vic- 
oan are for sale of June 27 and toria, $1,635", $1, 630* (ps); conv., $1,- NEW YORK 
‘ BUICK _’57 Century station wagon, $3,- selec an tna te tom Skyline Auto Auction. Sales every Tues. 
400" (pe); Riviera, $2.715°" toe)” $2-| Serbied, Sudbss” g2choce, eo-190; Conn: | Gaz uly 9), Plekings ‘were very slim tan 
~ = I ; viera, $3,250° (ps).| try sedan, $1,420; Fairlane (8) conv., ) on aan 
56 Centu Rivi $2,130* ( dealers holding on to any and all n 
, Century era, $2, Ps), $1,-| $1,420°: Victoria, $1,395*, $1,380*; 4-dr. =— 
950°. '55 RM Riviera, $1,675* (ps); Spe- $1,305*: club sedan $1,195* $1 000° : oe ng Demand very strong. Market 
cial Riviera, $1,505*; Century conv., $1,- Fairalne (6) conv., $1,275, $1,265° (ps): very firm. Sold 63 cars out of 90 con 
425°. '54 Super Riviera, $1,150*, $920°; .§ Ps) ; | signments. 
n m oO e ars ° pe > “ , , ’ Main (8) station wagon, $1,175; Custom * a. + 
RM 4-dr., $1,035* (ps); Century Riviera, (8) 4-dr., $950, $945, $920. $820°, °54 
$1,010*, “53 RM | Riviera. $615° (ps) | station wagon,” $975* (pa): Vicioria, MASON CITY, IA. 
$285; 4-dr.. $175. "50 RM eviera $160": $950° (ps); Custom (8) 2-dr.. $770; Central States Auto Auction. Sale every 
. *s le . . bs * , y 
The following imported-car prices are | 2-dr. sed., $1,539; Prefect 4-dr. sed., $1,-| Special 4-dr., $125*. '49 RM 4-dr., $110°. my oreo; yA en . "53 Ranch bean (July 10). Average sale—aver- 
New York. They | 639; Escort 2-dr, stat, wag., $1,629; Squire| CADE _ . gon, ; Test ictoria, $655*,| age consignments. Demand good here for 
Port of Entry figures at ° y LLAC 57 (62) conv., $5,250* (ps), ° Se a 
freight, U. 8, exetce tax | 2-df. stat. wag., $1,739. Mark II Serles—| $5,175; coupe de Ville, $5,000° (ps), $4,-| Seas.’ ciutr comm ’Sanmes Gmatom dvdr, | used trucks from, buyers. 
and import duty. They do not inctude | COMmUl—4-dr. sed., $2,012; conv, $F s02,| 200° (Ps). "56 Eldorado Hardtop, $3,920°| Gr este? ‘Sn cca SUES aaa Win. rr 
° -dr. le , ; ° . ; : . . - . “2 . . > LDOS 
“emergency freight” charges, U. 8. trans- | Zodiac—4-dr. sed., $2,365; conv., $2,910. Ville, $3,800* (ps); coupe de Ville, $3.-| t0Fi@ Be ne el mame Aa ye every 
portation fees, state and local taxes or HILLMAN—4-dr. sed., $1,849; conv., $2,-| 660°; (62) coupe, $3,350* (ps), $3,305*| $370! oar. $150.” $225, "49 conv.,| miday (July 12). A good clean sale today. 
optional equipment, 099; 2-dr. stat. wag. (Husky), $1,535. oo, Paw os Eldorado conv.,| sINCOLN — ‘56 Premiere coupe, $2,950°| 1“t* Of buyers and sellers present. 
ASTON-MARTIN—DB24-Mark III cpe.,| ISETTA 300—$1,048. (Heater standard. ) agg a A aes S : 
$6,995. pestnat—Soum VII 4-dr. sed., vn oun 7 ae e oo ioe}. 4 MERCURY—'sT Montclair coupe, $2,780* INDIANAPOLIS 
L 9 ye or Oe ar” Guanees 3.4 aoe ae. need cove aeb $4,505 (ps); 4-dr., $2,350* (ps). "54 (62) (pe). "56 Montclair coupe, $1,935* (ps); Ken Schaefer Auto Auction. Sale every 
A uxe 4-dr. hs .127, (Heater| (automatic transmission). - cpe., coupe, $2,000* (ps); 4-dr., $2,000* (ps) onterey coupe, $1,855*° (ps); Custom| Thursday (July 11). Prices remained steady 
standard.) $4,475; XK-150 conv., $4,595. 53 (60) 4-dr., $1,430* (ps); (62) 4-dr., 4-dr., $1,755*; sport coupe, $1,630°. °55| today. Activity in general very high with 
AUSTIN-HEALEY—conv., $2,919; deluxe| MERCEDES-BENZ—180 4-dr. sed., $3,-| $855 (ps). '52 (62) 4-dr., $995*; (60)| Monterey coupe, $1.410° (ps), $1,375*,|a ood percentage of the consignments 
, $ ; 
conv., $3,195. (Heater standard on deluxe.) | 240; 180-D 4-dr. sed. (diesel engine),| 4-dr., $800*. '51 (60) 4-dr., $700*, °50 toh the’ eae a gg $1,-| sold. 
oo 4 }| $3,517; 190 4-dr sed., $3,431; 190-SL road-| (62) coupe, $560°. . onterey coupe, $1,000° (ps), ee) ae 
guns Ganaee; 2a. oF 4 Biandard Stel.| ster, $5,020; 190-SE. epe., $5,232 (with | CHEVROLET—'57 Bel Air sport sedan, $2,-| $995; Custom 2-dr., $725*, $665*. °53 ATLANTA 
loon removable hard ft t $5,416); 219 750° * " ° coupe. $710*; 4-dr. $610°* "51 club 
liner), $19,316; conv., $20,383. Continental} |"). — go ces so! ie. ag FH Sel" aheliee aie oe a: coupe, $425°; 4-dr., $250°; conv., $165* Dixie Auto Auction. Sale very Tuesday 
—4-dr. ood, Cicultiner), $20,035. (Series S| 555’ 6 conv. $7, Get, '900-6 4-dr, sed., $7,-| conv., $2,500° (ps): Two-ten (8) pues '50 club coupe, $160. 49 club coupe, $160, | ‘July 9). Plenty of cars consigned for sale 
chassis, $9.160. 559; 300-SL epe., $8,905; 300-SC conv, or| coupe, $2,015*. '56 Corvette, $2,800°, $2,-| NASH—'57 Rambler Cross Country, $2,-|}0% the, best percentage selling that we 
CITROEN—2CV 4-dr. sunroof sed., $1,-| roadster, $12, 22. (Power brakes standard| 570: Bel Air (8) sport sedan, $2,000' $1-| 285° (ps). °55 Metropolitan Hardtop, | "4ve had all year. It seems that the spring 
208. Panhard 4-dr. sed., $1,995; 4-dr. de-| on 219 sed.; automatic transmission stand-| 750° (ps); coupe, $1.550° 4-dr., $1,775°| $820. "54 Rambler station wagon, $835°.| Waited until summer for the auto dealers, 
juxe sed., $2,195, DS-19 4-dr. sed., $3,495.| ara on 300-© sed so. . . 4 A , ° “| but all are happy as both buyer and seller 
SOV, banter stand. (ps). $1,770*, 2 at $1,750°, $1,710°, $1,-| "52 station wagon, $420. find a happy medi 
(Overdrive standard on n =EEneReneneN — 2-dr, hardtop, $1,-| 670°; Two-ten (8) Delray coupe, $1,615; | OLDSMOBILE—'57 (88) Holiday, $2,430°. ——— 
top, y, $ . 2 
ard on Panhard deluxe: power brakes,| .67 15. conv 4-dr., $1,430; Two-ten (6) sport cow '56 (88) Super Holid ° ° . 
4 stand- ; conv., $1,591.15. . ; ) sport coupe, upe Oliday, $2,365° (ps). 55 
power steering and automatic clutch MG—-MGA roadster (disc wheels), $2,-| $1;320; 4-dr., $1,260; 2-dr., $1,250; One- (88) Holiday, $1,880* (ps), $1,750° (ps), SYRACUSE 
ard on DS-19.) $88: readster (wire wheels) $2,473: cpe fifty 4-dr., $1,150, $1,125. ‘55 Bel Air $1,600° (ps), $1,605°; 4-dr.. $1,410*; 2- Syracuse Auto Auction, Sale every Wed- 
DEAW—4-dr. sed., $2,395; 2-dr. sed., $1,- (dise wheels) $2,684; cpe, (wire wheels), (8) sport coupe, $1,660*, $1,635*°, $1,630° dr., $1,240°; (98) Holiday, $1,855* (ps),| nesday (July 10). Market skidding on 
905; 2-dr. hardtop, $2,195; stat. wag., $2,- $2,774. Magnette 4-dr. sed.. $2,663, (Heater (pe), $1,510*, $1,475*; conv., $1,460*°; 2- $1,850° (ps), $1,595° (ps). "54 (88) Super | average units. Could use more clean cars. 
495. (Heater standard on all models. ) standard on Magnette.) 7 , $1,400°; Bel Air (6) sport coupe, $1,- Holiday, $1,370*° (ps). "53 (88) Holiday,| Sold 54 cars out of 82 consignments. 


FORD (England)—Anglia Series—Anglia 
ee ee ————————— 


Three Executives 


Are Shuffled 
Electric Storage 


PHILADELPHIA. — Three top 
management changes have been 
announced by Electric Storage Bat- 
tery Co., Philadelphia. They affect 
Exide Industrial division, Stokes 
Molded Products division and Jes- 
gall Plastics Inc., a wholly owned 
subsidiary. 

Roland Whitehurst has been 
elected president of Jessall Plastics, 
of Kensington, Conn. He will con- 
tinue in Philadelphia as head of 
Exide Industrial. 

Monroe G. Smith has been named 
general manager of Exide Indus- 
trial, a position relinquished by 
Whitehurst because of his added 
responsibilities at Jessall. Smith 
also continues as comptroller of the 
corporation. 

William C. Leingang, former 
assistant to the president, has been 
appointed general manager of 
Stokes, at Trenton, N. J. 

Whitehurst joined the company 
in 1908, Smith in 1955 and Leingang 
im 1923. 








MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 
sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag., $1,-| 
863; deluxe stat. wag., $1,918. (Heater | 
standard on deluxe models. ) 


RENAULT — 4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) | 


ROVER—90 4-dr. 





sed., $3,295; 1058S 4-| : s 
dr, sed., $3,625 (overdrive): 105R 4-dr.| | (ruck registrations one a 
oe (automatic transmission and) | compiled by R L. Polk repre- Mack | ® —_ White | Will M 
overdrive); 105R deluxe 4-dr. sed., $3,865 : : c . eo er ite illys ise. 
(automatic transmission and overdrive). | sontotives in state coke, 
(Heater standard on all models.) | District of Columbi 57) 63 2 4 “4 14 14 
E ROLLS-ROYCE—Gliver Cloud—Standard | So ery 56) | +31 | | 49 16 31 ;| 3 | | a "4 m 
1 Saloon ; 4 ; 3 —_— : t = ae 
ced. (aulines).-’ $18,630; "conv. $20,657, | Florida 37 | | Stal 5] Tia\ 51) Tory tat) as) Tg 98) 0 ar 
Silver Wraith — touring lim. (Mulliner), | sles i La 4|_ 6] eA] 72j__—7O}__—32}_ 7] 2} | 
$20,858, (Silver Cloud chassis, $9,480. Sil-| Illinois ‘57 | 814) 21 ig 896 | 155 361) 46 3 12 31) 35 57) 7 
ver Wraith chassis, $9,976.) 5b | 948| __-32| —-206|_—«8Z7|— 24] 456) =| S| ~So|S8] S38] St 
SAAB—2-dr. sed., $1,806. (Heater stand- New Hampshire k4 ial | = % I al 13 2 3| 3} 15 3); @ 
ard.) | ‘ : ‘| 14 | y.hOté‘éSj 33 9 38 
SIMCA — Aronde Series — Deluxe 4-dr.| North Carolina ‘57| | 460} | 47 451 131} 48 ! 8; S24] ‘17| 14 ‘128 
ond. 32.598: | Elysee 4-dr. St $1,745; "56| | 543] 26) 107| 466 50! 151} 24) 4 19| 23) 27) 6) 15% 
elaine 2-dr. stat. wag., $1,899; Gran * 5) : i 
aa = nasa, $1,900; Pete Ciat mnode Wess S| | és i 2 FI 22 os iH ; 3| co | at i 3 
Vedette v-3 Series-—Trianon 4-dr, ‘ped., $1,- Utah ‘57 | 160 2 isl 187 il 62! 3) i @ me Te 10 sib 
999; Versailles 4-dr, sed., $2,199, (Heater 56 195 4 58} __13! 62 50| 6| 9 |__28 14 a 
standard on Grand Large, Plein Ciel and} Virginia ‘57 4% 71) 502 100 150 24) 8 14 a 16 | 
Oceane. ) 56 | $4| | 114| e72| 131! 136 | 141 18 13 39 3) 159? 
SUNBEAM — Rapier 2-dr. sed., $2,499.| West Virginia *57| | 275 i isl 318) 00 87) 4) 27; +» ¢ 13 "8 
(Heater and overdrive standard.) "56| 284 65 326} 102! ~ ~—:100} ; 4} 16 4 ; 24 6| 
TRIUMPH TR-3—softtop, $2,625; hard-| Wisconsin ‘57 376 ! 53 a 72!\ 164 10! i! i 1? 2! 21; 
top, $2,790. ‘56 | 424 91 410} 147) 21 12| 4| 15 10 19 13 1382 
reer oe ty, te See | Wien 2 [me Tas oss ie ys 3s 
. ° ; -, $1, ; \ ' il 44 8 3| 5 
wag. (8-passenger), $1,995; deluxe stat. Tl Stat n ; ra 
. > es Reported 57 3475 E SA? 3710 7 1238 207 4 15! 314 233 Tomi 
By cpe” $2,388; $2,235; | To Date for June ‘56 | 4052 ki 843 344 1155} 1459 ri 5 137 153} 380) ~—«125| ‘Im 
camper, $2,712, (Heater ‘standard on all| Year S| 3a ee 20931| 114932) 28107| 39278) 5698) ‘1055 5848 7542, 362484 
all models. ) To Date “sal el 307 rf 1008 245141 114633 a 47176 ty 1300 al 6718) yore] 99 4499| 388783 
VOLVO—2-dr. sed., $2,170; 2-dr. stat. "The information contained in this report has been compiled from official state documents. Every reasonable precaution has bees 
wag., $2,345. (Heater standard on both'| exercised to insure accuracy of this report to the extent of the registrations received and peered at the time the report is published. 
models. ) R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co 
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Used-Car Auction Prices 











$850* 

4-dr., 
PACKARD—’50 4-dr., 
PLYMOUTH—’57 Belvedere (8) 4-dr., 


(ps); 
$165*, 


conv., 
$130°*. 


gle 
$770* (ps). ’50 
"49 4-dr., $119*, 
$175. 


New Commercial Car Registrations, 
11 States for June, 1957-1956 
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Passenger Car Registrations, Three States for June, 1957-1956 
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DRAMATIC! 


That’s the word to describe the great RAYON 
TIRE CORD advertising in Saturday Evening 
Post and Time. 












That’s the word to describe the amazing popu- 
has larity of RAYON CORD TIRES. More and more # 


retail 


a: car-conscious customers are demanding them. 


SENSATIONAL! 


That’s the word to describe the endorsement car 
manufacturers have given to RAYON TIRES. 
Of all the new 1957 cars, 99.2% feature Rayon 
Cord Tires as original equipment. 


every 


e for 






These ads tell new-car prospects that— 






Saal 


emergency vehicles—fire trucks, police cars, am- 







7 bulances—depend on Rayon Cord Tires for safety. 
27 

= Rayon Tire Cord is, pound for pound, as strong 
3 as steel. 

2 Rayon Tires run quieter and are free of the 






troublesome “morning thump” found in other 
tires. 


alssizsi 


9 out of 10 cars ride on Rayon Cord Tires, 


9a 





Rayon Cord Tires deliver premium safety at no 
premium in price. 


alsa 









Rayon—the world’s leading tire cord—is standard 
equipment on every auto manufacturer’s new 
models. 
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WE’RE KEEPING YOUR 
CUSTOMERS SOLD ON 
THE TIRES YOU SELL! 













For safety in en ce, 


element all $re trucks rely on Rayon Hi-Test Tire Cord: 







Here’s the latest ad in ' 
Rayon’s dramatic, outstanding, American Rayon Institute, Inc., 
sensational series. 350 Fifth Avenue, New York 1, N.Y. 
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Be sure you ride on Rayon—world's leading tire cord 
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Instruction for Salesmen— 


Part of a group of 26 salesmen from Cincinnati-orea Chrysler Corp. dealerships, who 
ottended an eight-day retail sales clinic sponsored by the corporation, get instruction 
from Bert Simons, training specialist. The salesmen are (from left, back row), John 
Hinkle, Joe Stemley, Ed Romer; (middie row), James Coatney, Harold Hoffman, Everett 
Carolus; (front row), Kenneth Wilson, Harry Mandelbaum end Lucille Combs. 

. 


Cincinnati Salesmen Attend 
Chrysler Retailing Clinic 


CINCINNATI — Twenty-six Cin- 
cinnati-area automobile salesmen 
attended retail sales clinic held 

re. The eight-day session was 
conducted by staff training special- 
ists from the Chrysler Corp. Train- 
ing Center in Detroit and covered 
all phases of automobile retailing 
from “prospecting” to “closing the 
sale.” 

Included in the group were five 
“auto saleswomen,” several of 


Dodge Transfers 
Newton to Detroit 


DETROIT.—Promotion of E. J. 


Newton to regional sales manager) 


for the Detroit 
region of Dodge 
division has been 
announced. New- 
ton formerly 
served Dodge as 
Cincinnati re- 
gional manager. 
Joining Dodge 
in 1953 as district 
manager in South 
Bend, Newton 
was promoted a 
year later to city 
sales manager for Detroit. In 1955 
he was named assistant Detroit re- 
gional sales manager. He assumed 
ee duties in October, 


E. J. Newton 








whom were just starting in the 
business. However, several of the 
“saleswomen” displayed their ap- 
titude for selling cars by “closing 
deals” during the clinic. 

One of the highlights of the clinic 
was a three-car comparison ride 
and drive in which all the salesmen 
actually tried out a Plymouth, Ford 
and Chevrolet. This comparative 
knowledge gained is then put to) 
work to help the salesmen sell more | 
cars. 

According to Otto Kindshoven, | 
new-car training manager for the 


Decrease from 
(Continued 


22.95 percent of total factory out- 
put during the first half of this 
year, as compared with 27.94 per- 
cent gained on 61,923 units a year 


ago. 

Chrysler also was the only maker 
not to show a gain in second quar- 
ter output, as it dropped from 24.85 
percent of total Canadian car as- 
semblies during the first three 


*|months of this year to 21.22 per- 


cent during the second quarter. 
+ * . 

—— output at Chrysler showed 
losses for both the first half 

and second quarter of this year. 
Its commercial-car output 

totalled 4,585, or 10.30 percent of 

total factory assemblies, during 

the first half of this year, as 

against 1242 percent and 6,786 

units a year ago. Its second quar- 

ter truck output amounted to 9.94 

percent, down 0.79 percentage 
points from the 10.73 percent 
gained on first-quarter assem- 
blies. 

Studebaker-Packard turned out 
3,355 cars for 1.54 percent of total 
factory output during the first half 
of this year, compared with 2.47 
percent on 5,473 units a year ago. 
Its loss was 0.93 points. 

* > > 


-P’S 1.90 percent of total factory 
output gained during the second 
> * > 


Share of Canadian Truck Assemblies .. . 





Chrysler Corp. sales training de- 
partment, the field sales clinic was 
participated in by those dealers in 
the Cincinnati area who had been 
active in the corporation’s “sales 
action package training” program 
in Detroit. 

Through the “sales action” pro- 
gram, all key dealership depart- 
ment managers and personnel re- 
ceive extensive training in all 
phases of dealership operation 
from business and financial man- 
agement to parts and service 
management and merchandising. 
Dealerships represented at the) 
sales clinic were: Foster Motors, | 
George Byers Sons, Inc., Lenox Mo- 
tors, Heil Motors, Tom’s Auto Serv- 
ice, Cincinnati; Lee Hilgeford Auto 
Sales, Keowee & Webster, Rowell- 
Cantrell, Inc., Dayton, and Mid- 
town Motors, Inc., Middletown, O. 


First Half Outp 


1957 





| Dealers Tell Me | 


(Continued from Page 3) 
pared to the other dealers in their 
area. 

They, each, would also receive, on 
the same basis, a division of the 8 
percent for cars sold outside of the 
territory that come to rest in that 
area. 

In most cases, multiple dealers 
operate in a city or county as their 
alloted territory. In some cases an 


from Page 2) 
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Slight Decline in Canada 


Second-Quarter Output Hike Fails to Halt 


Year-Ago Mark 





quarter, however, was a 0.76 point 
improvement over the 1.14 percent 
gained during the first three 
months of this year. 

. American Motors turned out 
1,645 cars for 0.75 percent of total 
factory assemblies during the first 
half of this year, as against 1.71 
percent on 3,790 units a year ago. 
Its loss was 0.96 percentage points 
for the first half. 

AMC did manage to pick up 0.50 
points in quarterly output on the 
basis of 0.99 percent of total factory 
output during the second quarter, 
as compared with 0.49 percent dur- 
ing the January-March period. 

+. * > 

POTENT A TIONAL, the only ex- 

clusive truck manufacturer, 
turned out 7,737 vehicles for 17.38 
percent of total commercial-car| 
output during the first half of this) 
year, and picked up 0.95 points from 
the same period a year ago, when 
it produced 8,974 trucks for 16.43) 
percent of total Canadian truck as- 
semblies. 

IH also picked up 4.52 percentage | 
points during the second quarter as 
it gained 19.42 percent of total out- 
put, compared with 14.90 percent) 
during the first quarter of this 
year. 


ut — '57 vs. 56 


Pet. of 
ist Half 
Output 


Total Pet. of 
Output, ist Half 
1956 Output 





12.42 12 || 
31.27 
39.88 
16.43 


10.30 
32.28 
40.04 
17.38 


6,786 
17,079 
21,784 

8,974 


54,623 100.00 


Mack Earnings, 


Sales at Peak 
In First Half 


PLAINFIELD, N. J. — Mack! 
Trucks, Inc., established new high | 
records for sales and earnings in 
the first half of| 
1957, it was an-| 
nounced last week | 
by P. O. Peterson, 
president. 

Sales for the six 
months ended 














_AUTO-TURNTABLE 


Tiny Track a 


Ford Displays Workings 


Of Proving Ground 

DEARBORN.—The world’s gmail. 
est automotive test track built to 
demonstrate how a proving ground 
operates, has been opened for the 
tourist season at the Ford Rotundg 
here. 

Patterned after Ford Motor Co’s 
Dearborn test area, the Rotundg 
track is a one-mile circuit of motor. 
ing hazards, simulating extreme 
conditions motorists encounter on 
the nation’s highways. An clabor. 
ate indoor show also wil] run 
within the Rotunda building. 

Rotunda visitors may ride over 
the area in one of 12 new cars with 
one of a crew of specially-trained 
drivers at the wheel. 
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THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


ore made by 
Wlorgren-STEMAC., ino. 
(FORMERLY STEMAC., INC.) 


1281 Se. Cherokee, Denver 23, Colo. 
Ask for typical somple, complete details 





OS |, BEFSBTE. S=EEPTE. ESEPET SERRE 





= 


Send for 
free folder. 


AMER- STAGE 


805 East 134 St. 
Bronx 54, MN. Y. 










| adjustment of territory for multiple 
dealers would be required, Wash- 
lington, D. C., for instance, where} 
|the people have expanded to the 















June 30, reached 
$140,329,146, a gain 
of 11 percent over 
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ALMANAC 


EXTRA COPIES AVAILABLE 
Order one now for your: 


@ SERVICE DEPARTMENT 
@ SALES DEPARTMENT 
@ ENGINEERING STAFF 
@ LIBRARY 
Supply is limited so order today 


$250 per copy 
Automotive News 


2666 Penobscot Bidg. Detroit 26, Mich. 

















| Hollingsworth Chevrolet 


suburbs, the down town dealers sell 
them cars at their office locations. 
In this case the area would need to 
be changed to include the suburbs, 
as well. 

I have no doubt that territory 
with multiple dealers could be ad- 
justed initially through the line 
make councils. 

* 


Many Benefits 
E ALL have minds to compre- 
hend the full effects of such a 
plan. Think it over carefully before 
you come to a conclusion. 

There are many benefits that I 
have not amplified. They are ben- 
efits to the owner. He can buy 
anywhere at any price and still 
be welcome at any place. It prof- 
its the dealer because he can 
devote his entire energy to servic- 
ing the needs of automobile buy- 
ers and owners in his territory.. 

It will benefit the manufacturers 
because they will have stronger 
financed and more reliable mer- 
chants selling their wares. 

It will be a big lift to our national 
economy. It will restore the profit 
opportunities to all sectors of the 
industry because it is based purely 
on the foundation of owner satis- 
faction. 


Sells 3 Cars to County 


AIKEN, S. C.—Three new sheriff's 
cars have been purchased by the 
county from Hollingsworth Chev- 
rolet Co. 





the previous high | 
. of $126,609,541 

established in 
P. 0, Peterson 1956. 

Net earnings after taxes for the 
first half were $6,508,316, equivalent 
to $2.55 a share. This was 13 percent | 
above the record income of $5,754,- 
031 reported for the first six months 
of last year. The 1956 figure was 
equal to $2.25 a share 

Net earnings for the second quar- 
ter of 1957 reached $3,491,846 or 
$1.37 a share, compared with the 
1956 level of $3,477,867, equal to 
$1.36 a share, 


Zollner Corp. 


Detroit-Area Sales Office 

FORT WAYNE, Ind.—Zolliner 
Corp. has opened a district sales 
office in the Detroit area, headed 
by Robert B. Hawkins. 


The firm specializes in design 
and manufacture of aluminum alloy 
pistons for use as original equip- 
ment. The new office is located in 
the Jaikens Building, 1100 N. 
Woodward, Birmingham, Mich. 


Safety on Display 

PLYMOUTH, Ind—Fourteen 
auto dealers of Marshall County 
sponsored a safety booth in the 
Lincoln High School Gymnasium 
for the Home Show here. The dis- 
play was set for the dealers by the 
State Police. 
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in One or Two 
Colors or embossed 
in 24K Gold. 












CHOICE OF POCKET 
OR PAD CUP 


ORDER 
TODAY! 


Available in eight colors: 
Maroon, dark blue, light bive, grees 


whit e, black, yellow and red. 






























Special type, trademarks or both sides i# 
printed is extra. Prices on request. 
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510 REED STREET 
ORANGE, MASS. 
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9 in California... 


McGee Edsel Sales Corp., Indian- 
H. O. McGee, president. 
Pletcher Edsel-Lincoln, Goshen, 
Fred S. Pletcher, president, Otis 
Hoover, general manager; Fred S. 
Pletcher, Elkhart, Fred S. Pletcher, 

nt; Jones & Son Edsel Sales, 
Frabash, Jennie Jones and James 
Randall, partners. 
KANSAS 
Bob Nowlin Edsel, Inc., 1400 
Kansas Ave., Topeka, Robert A. 
Nowlin, president; Kritzler Motor 
Inc. 1150 Minnesota Ave. 
Kansas City, S. H, Kritzler, presi- 
gent; Caliendo Motor Co. Inc., 1400 
B. Douglas, Wichita, Dan J, Calien- 
do, president. 
KENTUCKY 
Barham Motors, 760 S. Main, 
Madisonville, Leroy Barham, presi- 
dent; Thurston Cooke Edsel, Inc., 
inc. Ernird and York, Louisville, Thur- 
ston Cooke, president, Richard 
Burns. general sales manager; 
Larry's Edsel, 1842 Berry, Louis- 
ville, Joseph H, Hartung, president. 
LOUISIANA 
Bledsoe Motor Co., 1401 Texas, 


Dealers to Get 
Crack at Army 
Recapping Work 


WASHINGTON.—The Army will 
throw open to dealers a larger 
share of its tire recapping busi- 
ness, starting in October. 

At that time it will begin taking 
bids on recapping work for an 
estimated 60,000 combat- vehicle 
tires that will require service dur- 
ing the fiscal 1958 year. The busi- 
ness is expected to amount to 
around $1.1 million. 

Under previous policy, most of 
the recapping of the Army’s so- 
d tactical tires was done by its 
retreading plants, of which 
are five. In fiscal 1957 only 
combat tires were let on 
contract to private industry. 

The Army's policy of hiring out 
all its recapping work on com- 
mercial tires remains unchanged. 

The five government-operated re- 
capping shops presently employ 60 


People. " 
The National Tire Dealers and 
ers Assn. has been co- 
Operating closely with the Army on 
= new policy relating to tactical 
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New Waukesha Officers 
MILWAUKEE.—The new officers 
of the Waukesha County Auto 
Dealers Assn. are Romain Schaub, 
president; Hyman Israel, vice-pres- 
ident, and Fred Howe, secretary- 
rer. 
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‘See-Thru' Body— 
A $10,000 “See-Thru" plastic-bodied 
Triumph TR-3 sports car is demonstrated 
by Aicn F. Bethell, president, Standard- 
ph Motor Co., to Miss Triumph, 
Taylor, at the opening of the firm's 
few national headquarters and showroom 
@ 1745 Broadway, New York. The trans- 
t working model of the TR-3 has 
viewed by half-a-million people at- 
g international motor shows. 












82 Dealers Named 
To Handle Edsel 


(Continued from Page 8) 


e, 200 E. LaPorte, Plymouth; |Shreveport, W. R, and M, C, Bled- 
soe jr., partners. 
MICHIGAN 

Quality Motors, Inc. 317 S. 
Monroe St., Monroe, Frank Gorski, 
president, Walter Cunningham, 
general manager; Bromm & Wray 
Edsel, Inc., 721 Euclid, Bay City, 
Carl G. Bromm, president, Monte 
Wray jr., vice-president; Tecumseh 
Equipment Co., Tecumseh, E, D. 
Colthurst and A, W. Merz, partners, 

Bill Brown Edsel, 24234 Plymouth, 
Redford Township, Bill Brown, 
president; Spitler-Demmer, Inc., 
2745 Wayne Rd., Wayne, J. E, Dem- 
mer, president; 
vice-president; 


president, 


dent. port the program or would extend 
een, ‘atoms Ce — He Sees Committee OK on Measure Providing ee 
Ave. Rochester, R. H. . Simmons, U.S. Aid for Driver Training “3. Congress failed to prevent a 


president; Charles Kreisler, Inc., 
241 Park Ave. and 323 E. Forty- 
fourth, New York, Charles Kreisler. 
OHIO 

Ronson Edsel, Inc., 630 Cherry, 

Toledo, Irv Pollack, president, 
OREGON 

Alford’s, Inc., 4943 N. E. Union, 
Portland, G. E, Alford, president, 
Floyd H, Nyberg, general manager; 
Don Rasmussen Co. 1509 W, Burn- 
side, Portland 
president; Dick Niles Edsel Sales, 
1223 Main, Oregon City, Dick Niles, 


president. 


Coleman Edsel Sales, Inc., Med- 
ford, Hugh Coleman, president; H. 
O. Juckeland, Klamath Falls, H. O. 
Juckeland; Surroz Motors, Grants 


TENNESSEE 

Weaver Edsel Sales, Inc. Knox- 

ville, Robert Weaver, president. 
TEXAS 

Winerich Motor Sales Co. 1820 
Broadway, San Antonio, Ww. H. 
Winerich, president, S. P. Brown, 
manager; 
Co., 850 College, Beaumont, Luther, 
Floyd and Harold Massey; 
Motor Co., Baytown, J. B. Plocheck. 

UTAH 

Central Utah Motor Co. 400 S. 
University, Provo, Myron D. Childs, 
president, R. E. Packard, general 
manager; Russ Ballard Auto, Inc., 
633 S. Main, Salt Lake City, Russ 
Ballard, president. 

WASHINGTON 

Hannah Motor Co., 300 Washing- 
ton, Vancouver, William V. Hannah, 
president; Morehead Motors, Inc., 
Aberdeen, Roy E. Morehead; 
Sadler- MacNeil Co., Kennewick 
Donald E. MacNeil and Crawford 
»|A. Sadler, partners; Sparks Motor 
Car Co, Longview, Harry W. 
Sparks, president, 


Delivery 


Offered by AMC 


DETROIT. — A new program 
under which American tourists can 
purchase a Rambler or Metropoli- 
tan in the U. S. and have it de- 
livered to them in Europe has been 
launched by American Motors. 

A recent contract with Conti- 
nental Car Combine covers delivery 
of the cars in England, France, 
West Germany, 
Switzerland. All AMC dealers can 
cooperate with Continental Car 
Combine, whose U. S. operation is 
headed by William F. Vaughan at 
1741 Broadway, New York. 


Pass. 


general 


Ernst Edsel Sales, 
68295 Oak, Richmond, J. C. Ernst 
jr., president; Gene Merollis Edsel 
Sales, Inc., Gratiot and Metropolitan 
Beach Rd. Mt. Clemens, Gene 
Merollis, president, 
MISSISSIPPI 

Bostic Edsel Motors, 119 S. Broad- 

way, McComb, James A. Bostic, 


MISSOURI 

Boonslick Motors, Boonville, 
David Haur, president, 
MONTANA 

Leskovar Motor Sales and Serv- 

ice, Butte, Anton S, Leskovar, presi- 






AAA Presses 
oa 
For Action on 
* * 
Highway Bills 

WASHINGTON, — Sorely-needed 
laws to implement the new high- 
way construction program should 
not hit a dead-end street while 
Congress concentrates on civil 
rights, the American Automobile 
Assn, said last week. 

In contrast with last year, this 
session has shown little regard for 
the pressing needs of highway 
transportation, said Harry I. Kirk, 
president of AAA. 

From the standard of the nation’s 
motorists, Kirk listed these major 
problems which arose during the 
first session of the 85th Congress: 

“1. A compromise measure to 
protect the roadsides of the 41,000- 
mile multi-billion dollar national 
system of interstate highways has 
not even been reported out of the 
full committee, Failure to restrict 
sign boards along this national] sys- 
tem is particularly indefensible be- 
cause the limited access feature of 
the network will curtail other road- 
side businesses, but without pre- 
ventive legislation many miles of 
the system will become lined with 
billboards. 

“2. There was a concerted move 
to increase the length of the inter- 
state system by some 7,000 miles at 
an additional cost of around $17 
billion. Highway users, who strong- 
ly supported this system on a basis 
of special financing with a cut-off 
date in 1972, are opposed to in- 
creasing the mileage of the system 
and also are opposed to any step 
which would either increase the 
amount of money necessary to sup- 

























































G. G. Spitler jr., 
































45,000 Sets of Keys— 


A total of 44,999 sets of keys preceded this particular set, which has the particular 
distinction of belonging to the 45,000th car delivered by Bob Smith, Bob Smith, Inc., 
DBA Bob Smith (Dodge-Plymouth), Glendale (Calif.) The car, a Dodge convertible, was 
bought by Janet Carletto, shown accepting the keys from Smith. Leaning over the 
cor is Bill Dewey, general manager of dealership, while Jack Hansen, Dodge regional 
manager, looks on from the back seat. 


Roberts ‘Hopeful’ on Bill 





























































raid on the highway trust fund by 
the Labor Department for funds to 
enforce the provisions of the Bacon- 
Davis Act, This Act applies to pre- 
vailing wages and the cost of its 
administration should be paid out 
of general funds. The monies de- 
rived from highway users and 
paid into the special highway trust 
fund should be devoted to highway 
purposes only.” 


Canadians See 
New Hope for 


Excise Removal 


OTTAWA. — The 10 percent ex- 
cise tax on new cars appears to be 
heading for early attention from 
Canada’s “new-deal” government. 

Powerful forces within the newly 
elected government are reported to 
be pressing for a change of policies 
so that cars will not be taxed as 
luxuries. 

The automotive excise tax on new 
cars currently yields about $80 mil- 
lion annually. 

New-car dealers say that any 
elimination or reduction of the ex- 
cise tax will definitely reduce new- 
car prices. ‘ 

The excise tax was assessed 
against automobiles and other 
“luxury” items during World War 
It. It has since been removed on 
all items except cars. 


Braley Elected 

PORTLAND, Ore. — Warren W. 
Braley, a partner in Braley & 
Graham (Buick), has been named 
to the board of directors of Port- 
land General Electric. 


















WASHINGTON. — Rep. Kenneth committee’s approval, it will go 
Roberts, Alabama Democrat, said|to the parent Interstate and 
last week the chances are “good”| Foreign Commerce Committee. 
that his bill for Federal aid to| Roberts based his optimism as to 
driver education will be reported| Committee approval on the fact that 

enittce Guring this ses- the bill to boost highway safety 
out of com aaEnS has produced little controversy. He 
sion of Congress. did note, however, that the National 

However, in an interview with | Education Assn. testified against 
Automotive News, the chairman | Federal subsidization of the train- 
of the House traffic safety sub- | ing and salaries of driving instruc- 
committee indicated doubt the | tors and favored confining U. S. 
bill would be enacted this year. financial aid to the purchase of 


training equipment. 
In labelling the prospect of 1957 While sayi es 
passage as “not too good,” he cited there is a 


tory precedent for paying 
the lateness of the session and the teachers fund 
current Congressional indisposition out of Federal 
to authorize legislation requiring 
any expenditure. 

The Roberts bill calls for $28 mil- 
lion annually in Federal aid to help 
states carry out high school driver 
education programs. limit financial aid to equipment 

Open hearings on the measure| purchases and indicated the bill 
have been concluded and it is| probably would be amended accord- 
awaiting action by Roberts’ sub-|ingly in committee. 
committee. Roberts indicated he} Roberts declared the bill’s im- 
would call an executive session on| portance was shown by testimony 
the bill soon. If it gains the sub-/ presented to the subcommittee in- 
dicating that young drivers who 
have had formal schooling in how 
to operate a vehicle have fewer 
accidents than the untrained. 

Meanwhile, the safety subcom- 


Designed to End 
mittee received a pat on the back 
from the recent conference of state 


Rear-Spring Sag governors, which hailed its “fruit- 


MONROE, Mich. — Monroe Auto| ful work” and asked that the life 
Equipment Co. has announced 4a/of the special unit be continued. 
new device, the “Load-Leveler,”| The governors also urged the 
which has been engineered to end| subcommittee “to develop recom- 
sagging rear springs of heavily} mendations for legislation requiring 
loaded cars, to neutralize bucking| S@fety design features to be incor- 


on sudden stops and to prevent| Porated as standard equipment on 
sway when cornering. all new automobiles. 


Monroe engineers claim that 
“Load-Levelers” increase road 
clearance of a heavily-loaded auto- 
mobile from 35 to 40 percent; clear- 
ance of a car with a normal load 
is increased from 12 to 17 percent. 

The “Load-Leveler” combines an 
oversize, calibrated shock absorber 
with an overload spring and comes 
supplied with all bushings and 
mountings. It replaces the rear 
shock absorbers, one on each side, 
and uses the same drill holes as 
the old shocks for its mountings. 

According to Monroe, prolonged 
testing of the “Load-Leveler” shows 
that a four-door sedan equipped 
with the new product can be loaded 
safely with six passengers and 500 
pounds of luggage and still main- 
tain a level ride. On the same car,|, : 
driven with only one or two pas.| Load-Leveler’ Topic of Discussion— 
sengers and no luggage, the “Load-| Top management of Monroe Auto Equipment Co. talk over their new product, the 
Leveler” is said to insure a non-| Monroe Load-Leveler. From left, C. S. Mcintyre, general sales manager; B. D. Mcintyre, 
sway, stabilized ride. president, and W. D. Mcintyre, general manager. 
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to expansion of school safety 
education programs. 
He said he would be satisfied to 
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New Area-Bonus Drive Launched |. 


(Continued from Page 1) 


ice-responsibility bonus would be at 
least $100 and there would be an 
infringement-indemnity pool cov- 
ering dealers in cities with more 
than one dealer in the various 
makes, This $100 would be added 
to the car’s invoice when pur- 
chased. 


* * + 


Part of Pricing Clauses 


ORNER and Norton contended 

that the ADSA scheme is legal 
because it would affect cash bonus 
plans, These are set up in pricing 
clauses and are not part of the 
long-term selling agreements them- 
selves, they said. 

Norton, who is chairman of the 
board of trustees of ADSA, told 
Automotive News the association 
was conceived as an “educational 
movement designed to get some- 
thing done about cross-selling.” 


“We are in existence solely to 
obtain a responsibility bonus and 
provide an owner service assur- 
ance plan,” Norton said. “We 
have no intention of competing 
with NADA, but we realize that 
NADA is helpless on this score 
because too many members of 
NADA prefer ‘wide-open’ opera- 
tions and oppose service respon- 
sibility or territory security.” 
Big Three dealers were asked to 
contribute from $100 to $1,000 to 
the ASDA fund in Oklahoma City. 
The money will be used only to 
defray educational and organiza- 
tional expenses, Horner said. 

The ADSA organizing group has 
decided to step up its membership 
drive now because of the approach- 
ing debuts of new models, Re- 
adjustments of pricing agreements 
with dealers are anticipated as 
every new model reaches the mar- 
ket. 

. . > 

REDERICK M. SUTTER, NADA 

president, said he was “thor- 
oughly surprised” to hear of the 
Norton group’s action. He denied 
that NADA was unable to handle 
the cross-selling problem and said 
that formation of ADSA was “un- 
necessary.” 

“It would have been different had 
the NADA board taken no stand 
on the matter,” Sutter told Automo- 
tive News. “But we are right on the 
timetable set up by the NADA 
board, and there is no need for a 
separate drive for the common ob- 
jective.” 

Sutter refuted the Horton 
group’s contention that differ- 
ences of opinion among NADA 
members would hamper attain- 
ment of a service-bonus plan. 

“Sentiment in some states now 
favors this program by as much as 
4-to-1,” the NADA chief said. “Of 
course, there will always be differ- 
ences of opinion within NADA, but 
I had hoped that Norton would 
work together with the majority in 
other areas instead of going off on 
an independent course.” 

NADA Executive Vice-President 
Frederick J. Bell) who wrote to 
auto manufacturers in request of 
a service-responsibility plan, de- 
clined comment, He said NADA 
officers and directors should com- 
ment on the Norton move. 

o + * 
“Apa solicitations to Big Three 
dealers were signed by the re- 
spective make chairmen for Okla- 
homa. 

Horner said a test sampling to 
Oldsmobile dealers, signed by Henry 
F. Coffeen (Oldsmobile), Oklahoma 
City, received a 25 percent favor- 
able response in two days. 

Forty-nine of the 50 Oklahoma 
state directors have endorsed 
ADSA’s objectives and approach, 
Horner said. 

Norton said it was felt necessary 
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to Dealers .. . 


that members were sought in every 
state, including Texas: 


“We have discussed this with 
Texas dealers and attorneys, and 
feel certain that it would be as 
legal there as everywhere else,” he 
said. 


* * . 


Cost of Cross-Selling 


ORTON said “the time had 

come to do something about the 
cross-sellers and bootleggers who 
are destroying the majority of 
honest, hard-working dealers.” He 
estimated that cross-selling costs 
legitimate new-car dealers one 
million to 1% million new-car sales 
@ year. 

Horner said the ADSA plan had 
been discussed with Oklahoma's 
Senator Mike Monroney, author of 
the anti-bootlegging bill introduced 
in Congress last year, and with 





PAA Backs NADA 
As Dealer Spokesman 


HARRISBURG, P. 
referring to the newly formed 
Authorized Dealers Survival 
Assn., Inc., the Pennsylvania Au- 
tomotive Assn.’s executive com- 
mittee last week adopted the fol- 
lowing resolution: 


“The PAA executive committee 
went on record July 17 as reiter- 
ating its support of NADA pro- 
grams, especially in the field of 
factory-dealer relations, regard- 
less of any activity of newly con- 
ceived organizations who may 
attempt to inject themselves into 
any activities on behalf of the 
dealers of America, since NADA 
has earned the right through ac- 
complishments to be the sole 
national dealer organization 
spokesman.” 





Postmaster General Arthur E. Sum- 
merfield, Flint (Mich.) Chevrolet 
dealer who has taken an active 
part in NADA discussions on serv- 
ice responsibility. 

The ADSA leaflet to dealers out- 
lined the following ag benefits of 
the plan: 

“Assures owners of proper serv- 
ice through life of car. 

“Assures manufacturers of 
proper representation in each spe- 
cific area. 

“Dealer assumes definite obli- 
gation both to owners and manu- 
facturer. 

“Definitely eliminates drones in 
the business because dealer has to 

sell in his designated area to re- 
ceive bonus. 

“Does not prohibit dealer from 
selling where he pleases. 

“Does not protect dealers from 

in his area by other 
dealers. 


“Does not penalize any dealer 
because all dealers start with the 
same basic cost (except freight 
differential).” 

Stressing the question, “Mr. 
Dealer, can you survive the 
squeeze?”, the pamphlet asked re- 
cipients to support a plan to curtail 
practices that “will gradually but 
surely drive out of business or 





Bids for Speed Record— 


New specially designed MG 181 has arrived from England for Class F speed 
record attempts on Utah's Salt Flats. Speed trials for the experimental MG, a four- 


Hill. 
of 





bankrupt the substantial authorized 
new-car dealer.” 


“The present situation is at a 
stalemate,” the leaflet went on, “by 
reason of the fact that many NADA 
members, while being in the minor- 
ity, want a ‘wide open’ territory so 
they can invade any dealer’s terri- 
tory. 

“These ‘wide open’ boys will no 
doubt vigorously protest any plan 
of control to NADA in the same 
manner as they have protested 
‘territorial security.’” 


* * * 


Points Detailed 


. ADSA plan calls for the 
insertion of the following points 
in the selling agreement: 

1. Designation of an area of sales 
and service responsibility. 

2. Authorized dealer to assume 
the responsibility for providing 
proper and satisfactory service for 
all car and truck owners of the 
make he represents. 

3. Payment of 5 percent over- 
riding bonus by the factory to the 
dealer for all new vehicles sold 
by the dealer in his designated 
service and sales area. 

4. The overriding bonus to be 
paid at regular intervals upon the 
dealer’s furnishing an affidavit list- 
ing the names and addresses of per- 
sons or firms to whom he has sold 
cars or trucks in his designated 
area. 

ADSA told dealers that it plans 
“no attempt to usurp the authority 
or prerogative of NADA to carry 
on the fight, but we firmly believe 
that, if the relief sought is to come 
in the immediate future, a group 
of dealers within NADA must join 
together for the specific purpose of 
effectuating a control upon the 
devasting practices that are plagu- 


ing our business.” 
7 * * 


Gla 24 charter mem- 
bers of the Authorized Dealer 
Survival Assn., Inc., are as follows: 

Oklahoma City—Mead Norton 
(Buick), chairman of ADSA’s board 
of trustees; R. T. Scott (Chevrolet), 
treasurer; Henry F. Coffeen (Olds- 
mobile), and Jack Clark (DeSoto- 
Plymouth). 

Tulsa—Bill White (Chevrolet), 
secretary; John E. Byers (Chevro- 
let); Harold Barrett (Ford), and 
Chick Norton (Buick). 

Stillwater—Judson Bryan (Cad- 
illac) and E, B. Ward (Chevrolet). 

Cushing—Ray Gayley (Buick- 
Cadillac) and Ward Newport (Pon- 
tiac) Ada—J. A. Richardson 
(Buick). Bartlesville—Guy Belt sr. 
(Buick). 

Muskogee—Ernest Reed (Buick), 
W. A. Kuykendall (Pontiac) and 
W. L, Stone (DeSoto-Plymouth). 

Ponca City—Pat Murphy (Buick), 
Ray Eisele (Chevrolet) and Harvey 
Cobb (Pontiac-Cadillac). 

Wewoka—Buster Doyle (Ford). 

Poteau—Riley Smith (Ford), Ard- 

more—W. L. McCulloh (Oldsmo- 

bile-Cadillac). Lawton — F rank 

Kitchens (Buick). 

The charter members do not in- 
clude any of the three officers of 
the Oklahoma Automobile Dealers 
Assn., of which the president is 
Paul Reed sr. (Ford), Sulphur. 


nh 


was heavy. 


Cross-Selling Hit in Kentucky dae 


License Rules Tightened 


By A. W. Williams 
Staff Correspondent 

LOUISVILLE. — The Kentucky 
State Automobile Dealer Licensing 
Committee has made several 
changes and clarifications in its 
rules designed to make interstate 
cross-selling and bootlegging more 
difficult. 

The changes were made follow- 
ing a meeting of the officers of 
the Kentucky Automobile Dealers 
Assn. and the licensing committee 
in the offices of the Department 
of Motor Transportation at 
Frankfort. 

In another action, Mike Heath- 
man, director of the Committee, re- 
ported that two other changes re- 
commended by the KADA had been 
called unconstitutional by legal 
counsel. 

These were recommendations 


Mrs. America 
To Get DeSoto 


DETROIT.—DeSoto will salute 
the American housewife Tuesday 
(July 23) in Washington, 

J. B. Wagstaff, vice - president, 
will single out the woman named 
Mrs, America at this year’s national 
contest and present her with a 1957 
DeSoto four-door sedan, She is 
Linwood Findley, Arlington, Va., 
mother of three, who won the na- 
tional contest last May in competi- 
tion with the nation’s top home- 
makers, 

At the same time, Wagstaff will 
accept a Treasury Department 
citation to be given DeSoto “for 
patriotic service to community and 
nation through the U. S. Savings 
Bond program.” 


Car ‘Kitty’ 
Ohio Dealer Finds Bonus 


Moves ‘Old’ Units 


SPRINGFIELD, O.—Tired of ty- 
ing up credit and paying interest 
on models that attracted more dust 
than buyers, J. E. Dabe, general 
manager of Tag Galyean (Dodge- 
Plymouth), worked out a solution 
to his problem. 

Dabe gave each car in his in- 
ventory a code number, with the 
car in stock the longest receiving 
the Icwest. Others were numbered 
upward from it in order of the 
dates they had been received. 

Then the following system was 
put into effect: 

Whenever a salesman sells a car 
with a higher number than the 
oldest car in stock, he forfeits $2 of 
his commission to a “kitty.” The 
house matches the amount. 

When the oldest car in stock is 
sold, the salesman who sold it 
collects the kitty as a bonus. The 





m|plan also calls for keeping the 


the MG division, British Motor Corp., Ltd., will be 
An MG, driven by A. T. Goldie Gardner, es- 
204.2 m.p.h. in 1939. 


bonus car in the showroom until 
it is sold. Trucks are exempted 
from the showroom rule, but fall 
under the bonus plan in every 
other respect. 

Salesmen are enthused over the 


Ray 
system and compete eagerly to nounced the appointment of Ost 


sell the “kitty” 


ear, according to 
Dabe. . 







Ramblers, Hudsons Go to Fair— 


Scott A. Youse, Hudson dealer in New Jerusalem, Pa., set up this display of 
Rambler and Hudson cars at the Kutztown Fair. Youse reported that “grass” traf 
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that out-of-state dealers be charged 
$1,000 annually for a license to oper 
ate in Kentucky and that out-of 
state salesmen be charged $100 
year for selling in Kentucky. 
These are the changes made ir 
the licensing rules: 


1. Applicants for a dealer i- 
cense must prove the existence of 
@ permanent place of business 
equipped with books, records and 
files to be used principally for 
selling cars. 

The rule explains, “such p 
shall not be construed to 
residence, tents or temporar 
stands.” 

2. The applicant must prove h 
intent to conduct a bona f 
dealership, “either retail, whole: 
raanufacturer or factory branch.” 

3. All dealer applicants, who ha 
dealerships outside Kentucky, mu 
post a $15,000 bond. 

4. Licensed salesmen are not pe 
mitted to sell for more than o 
dealer. 

5. Dealers must notify the com- 
mittee of any change in address, 
ownership, make of car handled 
or sales staff within 10 days of 
the change. 
6. Salesmen must surrender the 
identification card to the Committe 
director for endorsement befor 
going to work for another dealer. 


Rochester Boosts 
Stahl in Sales 


ROCHESTER, N. Y. — Appoint 
ment of Harold E. Stahl, 30, 
sales manager of Rochester Pre ] 
ucts division was announced a 


6 o6ey 
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cl 

ston 

succ 

“Ho 

oa boy 

Harold E. Stahl Kenneth F. Lings ” 
week by Wallace E. Wilson, of t 


eral manager. Kenneth F. 
was promoted to the newly-creat 
position of assistant sales m2 

Stahl replaces F. D. Lowell, 
has resigned to enter his own 0 
ness. Stahl joined Rochester Pre 
ucts as a trainee in Septem! 
1949. 

He was named a junior sé 
engineer in 1950, junior sales & 
gineer in 1951, sales engineer ® 
1953 and in 1954 was appoit 
manager of the division’s Det 
sales office. 

Lingg has been service mana 
at the division since 1955. F 
joined Rochester Products in 
as a student at General Mot 
Institute. 


Whyte Names Two 
Whyte Chevrolet has a 














Sexauer as general manager 
Hazen Moran as comptroller. 
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Car, Truck Output Estimates 


By Automotive News 
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Week’s Yield Up 4.8%... 





GM Boosts Output 
In Industry Gain 


Week Week 
Ended Same Ended Output, Jan. ito Jan. 1 to 
duly 20, Week, duly 13, duly, duly 21, July 20, 
1956* 1957* ToDate  1956* 1957 
1,336 1,960 5,755 64,491 61,308 
ae 4339  1,345/ mated 690 units, and these were 
ee 11,073 3,561 enough to push Ford Motor’s out- 
1,320 1,960 5,755 49,079 56,402) put above the preceding week. 
18,193 23,267 60,773 524,420 781,855| The corporation built 38,025 cars 
2,329 2.400 6,359 66,107 718,973 against 37,490 a week earlier. 
- 176 26,664| .. PY. ™ake, Ford division assembled 
2098 4S 62287 = —G, 6,664 | 59345 compared with 31,099; Mer- 
1,940 1,989 3,138 62,572 175,998) cury turned out 5,610 against 5,508, 
4,197 4,778 14,788 120,388 185,231 and Lincoln listed 890 compared 
9,518 13,252 34,201 269,177 414,989| With 883. a er 
35,982 37,490 96,684 964,842 1,111,995 (CHRYSLER CORP. production 
M5 eeeeeee sesstnne 1,065 444 fell to 21,300 from 23,267 be- 
sascsiiaiie: ix aleaaiealad GD cacmsertnens 680| cause of a one-week shutdown of 
28.542 31,099 81,520 777 901,402 | DeSoto’s Warren and Wyoming 
118 ‘ass aa cam 25,274| Plants in Detroit and a walkout at 
1, ’ ’ the Mack Ave. (Detroit) facility, 
6,307 5,508 §=12,711 «155,212 184,195| which makes Plymouth bodies. The 
56,724 47,968 136,390 1,869,300 1,679,713 pa DeSoto units were to resume 
9,599 2,837 10,232 345,641 249,205| Production today (July 22). 
3216 2,697 8,068 91,837 93,100| The body shortage dropped 
30,120 31,593 88,210 954,982 880,214 eo e 
8125 5282 15109 272172 243,751, Dbituaries 
5604 = 5008 14,771 (205,168 213445) 7, P. Fisher, 44, Dealer; 
1,181 1,251 3,775 62,932 41,356 z 
ri ge 22 13277 ©6,105| 50” of Body Builder 
DETROIT. — Services were held 
J 35,251 
_— anes —— See | ee here last week for William P. 
out-of . Fisher, 44, a partner in Fisher 
$100 Total Cars, U. 8. ...117,334 113,416 111,986 _ 305,577 3,486,485 3,676,227 Pontiac Co. here and one of six sons 
, of Charles T. Fisher, a founder of 
ade i COMMERCIAL CARS Fisher Body Co. eed 
r. sher, who ha n hos- 
=% (U, + amet aes yams pitalized with a brain tumor since 
1ce of Ended Same Ended Output, Jan.ito Jan.1to| February, was the father of four 
July 20, Week, July 13, July, July 21, July 20, | daughters and one son. 
ae 1957 1956* 1957* ToDate  1956* 1957 eS oe 
s . 
y for CHEVROLET. .................. 6,700 6,921 6,904 17,863 212,275 205,022 Fred A. Aldrich, 95; 
125 105 120 356 2,847 2,866 a 
- 80 32 3s 2259 1,884| Aide to Durant 
| ae L750 «2,111 5450s «4,44 «51,207 «= 45,666) 9FLINT.—Fred A. Aldrich, known 
rar 7,100 6,074 7,275 18,722 176,956 203,830 as the administrative genius behind 
i asi cecencnadainian > the auto manufacturing enter- 
"= cit ania 1,150 1,531 1,134 2,973 54,760  38,345| prises of the late W. C. Durant, 
a fda INTERNATIONAL ...... 2,857 2,360 2,796 7,972 79,514  66,960| died here July 12 at the age of 95. 
Y MACK 365 260 340 893 10,542 Mr. Aldrich, who started in the 
4 re Ce I vc ce ee eee meee neem eenneee a u to industry as a $10-a-week 
+ ke 140 78 134 358 -2,129 2,884) Order clerk, worked his way up to 
m STUDEBAKER coceccocceccte 232 412 147 555 8,420 b ecome secretary e treasurer of 
ae 275 45 252 670 10,336 §8,938| Durant-Dort Motor Car Co., until 
NED cnceccsseccossseccnsoceserss 1,725 1167 1768 4266 35,082  37,566|/it was taken on aA Buick. 
no eee 220 1 1,749 
MISCELLANEOUS 86 48 80 960 Ralph Cloud 
GOSHEN, Utah.—Ralph Cloud, Ford 
com- Total Trucks, U. S. .... 22,545 21,192 22,527 59,075 648,287 631,508 wealer here, ann us a — _. ae 
ares, had 
ndled Total Cars, Trucks, qulp muuaiastuee, Se So 
TT 139,879 134,608 134,463 362,452 4,134,772 4,307,730 a 
Albert P. Green 
mitte ES 9,765 11,800 9,146 26,692 309,989 289,410 - ean tae thea Pe 
to dealer who died in Eustis, Fla, H 
‘s Z Grand =. | had owned Geese oo & tes "hase 
U.S. and Canada ...149,644 146,408 143,609 389,144 4,444,761 4,597,140; + 3s 
is “Revised. Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel | Arch R. Moore 


Drive, ete. 
5.B.: All U. S. totals include cars and trucks for military orders. 


**Autocar, Freightliner and Sterling are included in White totals; Brockway included | 


im Mack totals. 


Buys Building for 350,000 ... 


‘A. D.” Adds Another Feat 








By Sanford Markey | administration, attitude and facili- 
Staff Correspondent ties. 
CLEVELAND. — Another mile-| «4 D.,” as he is known to his 





stone has been chalked up in the 
Success story of A. D. Pelunis, the 
“Horatio Alger” tale of the office 
boy who became one of the nation’s 
top auto dealers. 

The newest step is the purchase 
of the McCarroll Oldsmobile build- 
ing at 7001 Euclid 
Ave. for a re- 
ported $350,000. 


associates, was born in Cleveland 
in 1912, went to work at the age of 
12 for a dollar a day and when he 
was 16 got a job as errand boy at 
the Blaushild Motor Co. He learned 
to drive a car, then worked as office 
and parts department clerk and 
was soon promoted to service man- 
ager. 













ISLAND, Ky.—Arch R,. Moore, 52, an 

j}auto dealer and McLean County Demo- 

|} cratic chairman, is dead. Mr. Moore rep- 

resented McLean and Webster counties 

|} in the State Legislature from 1948 to 1952. 
* * * 


George W. Stern 


NEW ORLEANS.—George W. Stern, 78, 
| Pioneer New Orleans auto dealer and 
founder of George W. Stern Motor Co.. 
died July 5. 

* * * 


R. B, McMahon 


STOWE, Vt.—Raeburn R. McMahon, 67, 
who was in the auto business in Stowe 
and Morrisville for many years, retiring 
in 1947, died recently in St, Petersburg, 
Fla. 

° * * * 
William B. Bolton 

JACKSONVILLE, Tex. — William B. 
Bolton, 62, pioneer Jacksonville auto dealer 
died June 30 of a heart ailment. 

* * * 
Thomas M. 

TOLEDO.—Thomas M. Birmingham, 62, 

Electric Auto-Lite Co. sales administration 


manager for the replacement sales division, 
died June 26 at his home here. 
* * - 


George M. Ro: 





McCarroll, who 
has sold more 
Oldsmobiles than 
any other Cleve- 
lander, now is 
planning a trip 
around the world 
with his wife. 
For 

who may move 
his east side 





In 1934, Pelunis was admitted 
to the Blaushild sales staff and 
then his achievements skyrock- 
eted, with his first year’s sales 
being tops in Plymouth for the 
area. 


A member of the exclusive Chrys- 
ler 100 Club in 1939-40-41, he 
switched from automobiles to ma- 
chine shop work during the war 
years. In 1947, he opened a Chrysler- 
Plymouth agency in Lockport; sold 
it three years later to become a 
DeSoto-Plymouth dealer in subur- 
ban Lakewood. He added another 
suburban agency and then pur- 
chased the Lima dealership. 

He has found time to become a 
key operator in civic activities both 
in the automotive industry and 
community life. 











A. D. Pelunis 
agency into the new 
this 











He is the first DeSoto dealer in 
the nation to receive the factory's 
Quality dealer award, and recently 
Was cited by DeSoto executives for 
®xcellence in performance, finance, 
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WOODRUFF, 8. C.—George M. Rogers, 
60, Chevrolet dealer here since 1928, when 
the firm was organized, died July 14 of 
a heart attack. Rogers later purchased the 
business, and changed the name to Wood- 
ruff Motor Sales. His firm just last weekend 
had celebrated the opening of a new 
building. 

* * * 
Chester L. Lancaster 

CINCINNATI. — Chester L. Lancaster, 
53, Electric Auto-Lite vice-president and 
manager of its bumper division at 
ville, O., died June 26. Mr. Lancaster 
joined the old Corcoran-Brown lamp divi- 
sion at Cincinnati in 1927. 

* * * 
Richard G. Ames 

HAMMOND, Ind. — Richard G. Ames, 
85, manager of the Automotive Accessories 
Assn. for 35 years, until he retired in 1955, 
died here July 12. 

* 


Jack A. 

GLENVIEW, Ill. — Jack A. Lynch, 29, 
owner and manager of Jack A. Lynch 
Chevrolet, Inc., was killed July 7 when 
his car hit a culvert near Volo, Il, 


* 





(Continued from Page 1) 


Plymouth to 11,800 cars from 13,- 
252, while DeSoto assembled 700 
at other plants. 

Dodge hiked its output to 5,600 
from 4,778 the week before; Chrys- 
ler division built 2,350 compared 
with 2,400, and Imperial turned out 
850 against 848 the preceding week. 


* * * 


OTH American Motors and 
Studebaker-Packard hiked out- 
put, with AMC climbing to 2,055 
from 1,960 and S-P building 1,400, 
compared with 1,251 a week earlier. 
American Motors’ production con- 
sisted entirely of Ramblers since 
the company closed out its 1957 
model runs of Nash and Hudson at 
the end of June. 

Studebaker assembled 1,390 
cars, compared with 1,947, and 
Packard’s total was 10, against 
four the previous week. 
Canadian manufacturers turned 

out 9,765 cars and trucks last week, 
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compared with 9,146 a week earlier. 
In the corresponding week of 1956, 
Canada’s output totalled 11,800 


vehicles. 
a od cd 


Ford of Canada Builds 


Millionth Export Unit 

TORONTO. — The one-millionth 
motor vehicle produced for export 
by Ford Motor Co. of Canada is en 
route to South Africa, The com- 
pany’s first export, in October, 1905, 
went to a merchant in Calcutta, 
India. 

Ford of Canada has shipped to 
overseas markets 30 percent of the 
3,400,000 cars and trucks it has pro- 
duced since operations were begun 
in 1904 in a former wagon works at 
Windsor, Ont. Ford said it has ac- 
counted for 55 percent of all vehi- 
cles made for export by the Ca- 
nadian motor industry. 

The first vehicle exported, 52 
years ago, was atwo-cylinder 
Model C, a four-seater with a 
surrey-like top that sold in Canada 
at the time for $1,000. The millionth 
export car is a Fairlane 500 four- 
door sedan with V8 engine. 

Aggregate sales volume of Ford’s 
combined overseas companies since 
their inception has exceeded $2.1 
billion. The overseas companies 
have more than 1,300 dealers. 


Auto Layoffs in Michigan 


Brew Political 


By Joseph M. Callahan 
Staff Writer 

HE annual spring and summer 

job decline has started in the 
auto industry and Michigan’s Gov. 
G. Mennen Williams will soon call 
on manufacturers in an effort to 
halt the soaring unemployment, 

Declaring that the situation was 
“reaching the proportions of a 

public emergency,” 

Williams said that 

manufacturing jobs 

in Michigan dropped 

50,000 between No- 

vember, 1956, and 
May, 1957, with the loss of 27,000 
of the jobs directly attributable to 
cutbacks in auto production, Some 
15,000 of these jobs were in the 
auto plants and 12,000 were in 
suppliers’ plants. 

“Maybe it is time for some ear- 
nest talks with automobile leaders,” 
he said. “Over the last few years 
we have had several of these auto 
industry recessions. 


“It is intolerable that this 
great and wealthy and funda- 
mentally sound community should 
have to go through these periodic 
tribulations.” 

By mid-June, unemployment in 
Michigan manufacturing and non- 
manufacturing jobs had risen to 
195,000 with predictions that it will 
reach 235,000 by mid-August, The 
June figure represents 6.7 percent 
of the total Michigan work force. 

Asserting that he would consult 
Michigan labor leaders about the 
problem, Williams said that first 





Same Slogan, New Twist— 


Buick's famous slogan was given a new 
twist at the Fourth National Boy Scout 
Jamboree at Valley Forge, Pa. by scouts 
of the Tall Pine Council from Flint. The 
148 Flint-area scouts, who made the trip 


to the jamboree in a caravan of 45 
white 1957 Buicks, erected the gateway at 
the entrance to their camp site. The em- 
blems on the sides of the gateway indi- 
cate spots the Buick caravan visited dur- 
ing the junket. 





Action 


“we want to find out in what in- 
dustries and areas the unemploy- 
ment is coming. Then we want to 
study the possibility of a ‘really 
major job” of retaining workers to 
enter other industries. 
= * > 
THE dealer front, the Team- 
sters Union's drive to organize 
Cleveland used-car dealers has 
been quite successful, The Team- 
sters Council has signed individual 
contracts covering certain employes 
of approximately 100 members of 
the Cleveland Independent Auto 
Dealers Assn. 
The contracts, reportedly the 
first to be signed between the 
Teamsters and used-car dealers 
in the nation, cover about 350 
car washers, porters, mechanics 
and miscellaneous employes. 
Provided in the five-year con- 
tracts are wage increases 
rates for washers to $1.10 an hour 
and to $2.35 for mechanics, plus 
provisions for six paid holidays, 
union shop dues checkoff, overtime 
and no strikes. 
7” « ” 

N AKRON, Federal Mediator 

Walter Wagner was sitting in 

on the negotiations between the 
Akron area’s dealers and Local 762 
of the Machinists Union in an 
effort to head off a strike by the 
dealers’ 425 mechanics. 


raise. A dealer spokesman claimed 
that the offer amounted to about 

15 cents an hour. 

The negotiations concern wages 
only. A two-year general contract 
still has another year to run, al- 
though the contract can be can- 
celled at any time now because of 
the failure to reach a wage agree- 
ment within 60 days after the con- 
tract’s first anniversary. 

* oJ + 

N DETROIT, Local 376 of the 

Teamsters Union was still keep- 
ing the pressure on dealers last 
week, with full-fledged strikes at 
three dealerships and sporadic 
picketing at several other outlets. 

The strikes are at Bill Root Chev- 
rolet, Smith-Briggs (Ford) and 
Dameron Motor Sales. The Dam- 
eron dispute concerns the union’s 
demands for more money and for 
a union shop. 

In Long Beach, Calif., a 13- 
week advertising picket line has 
won a union contract for the 
service employes of Freeman A. 
McKenzie, Inc., the oldest Ford 
dealership in the area. 

The contract provides for a 40- 
hour week, vacations, seven paid 
holidays, health insurance and 
other benefits, according to Herbert 
Cooksey, business representative 
for District 40 of the Machinists. 
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Detroit Guild Formed .. . 


For Better Salesmanship 


By Joseph M, Callahan 
Staff Writer 

DETROIT.—A group of 40 to 50 
auto salesmen have banded to- 
gether in Detroit to develop better 
and more honest salesmanship and 
to produce business for themselves 
and their dealers. 

Named the Detroit Automobile 
Salesmen’s Guild, the organization 
now consists entirely of Negro 
salesmen but white salesmen are 
welcome and are being urged to 
join. 

Al Merritt, president of DASG 
and a leading salesman at Hettche 
Motor Sales (Ford), said, “This is 
not a labor organization; nor do 
we want to fight a battle about 
anything. This is, merely an 
association for more and better 
business. 

“We are trying to eliminate the 
fly-by-night tactics employed by 
some salesmen in today’s market. 
At least we hope to make it finan- 
cially worthwhile for the salesmen 
who don’t use these tactics.” 


In a letter to all Detroit dealers, 
the DASG said that its purpose was 
“to promote a better public rela- 
tionship between the automobile 
salesman and the genera] public 
and thereby establish a better re- 
lationship between customers and 
dealers; to advise and instruct the 
buyers as to the advantages and 
advisability of dealing with reput- 
able salesmen and dealers; to pro- 
mote, help and facilitate members 
in the development of the art of 
salesmanship.” 

Eligible for membership is any 
full-time salesman at a franchised 
dealership who is 21, who is ap- 
proved by the directors of the or- 
ganization and who pays the Guild's 
entrance fees and dues—$5 en- 
trance fee and $1 monthly dues. 


The DASG consists of some of 
the leading citizens in Detroit’s 
Negro community, including Don 
Walters, mayor of Paradise Valley 
and a salesman at Krajenke Buick, 
and Joe Crawford, assistant mayor 
of Paradise Valley. 

Crawford, the dean of Detroit's 


Chrysler Aide 
Joins Sheraton 


DETROIT. — Godfrey H. Miller, 
49, former Chrysler division sales 
promotion manager has joined the 
Sheraton Corp. of America as in- 
dustrial promotion manager with 
headquarters at the Sheraton Cadil- 
lac Hotel here. 


dustry for meetings, conventions, 
press receptions and an executive 
reservation service in the 45 Shera- 
ton hotels in 35 cities in the U. S. 
and Canada. 


Prior to joining Chrysler in 1955, 
Miller held positions in sales pro- 








experience, But I think it’s going 
to be very worthwhile.” 

Merritt has been selling cars for 
six years and Joe Barnes, secretary 
of the Guild, has sold for four 
years. Merritt, a former Army cap- 
tain, is described by his general 
manager, Bill Clark, as a “high- 


Negro salesmen with 25 years of| class, clean-cut, aggressive sales- 
experience, said, “I was a little| man who is tops in volume at our 
reluctant to join because some of | dealership.” 
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WANT AD DEPT A 


HELP WANTED 


SALES MANAGER. One of the oldest, 
large volume, best established, well fi- 
nanced Oldsmobile dealers in Southern 
California has opening for a sales man- 
ager of proven ability. Must be able, 
with a past success record, to organize, 
hire, train and direct a sales staff that 
will produce profitable business, We have 
a fine position for you if you are the 
man, Tell us your story in confidence. 
Box 7327, c/o Automotive News, Detroit 
26. 





SALES MANAGER 


Ford Dealership Located in East 


Must be top level with proven experi- 
ence as sales manager and must be 
competent to assume full responsibility 
for sales. Must be familiar with whole- 
sole and retail market of used cars. 
Excellent salary plus incentive. Send 
complete resume and enclose photo. 
Box 7298, c/o Automotive News, De- 
troit 26. 





DISTRICT MANAGER 
FRANCHISES 


Auto inspection and | year warranty serv- 
ice . . . now sweeping the country . . . 
$25,000 to $50,000 earnings. Many terri- 
tories still open . . . successful automotive 


sales background necessary. 
(See our ad Page 9) 
UNITED STATES CAR 
TESTING CO. 


5327 W. Third St. 
MU 1669 


Dayton 7, Ohio 


BRANCH MANAGER 
Starting $5,400-$6,600 


Expanding personal loan and sales finance 
firm desires man with potential for super- 
visory and higher management levels. Liberal 
bonuses, company-paid retirement and insur- 
ance plans among many benefits. If you are 
an experienced Branch Manager or Assistant, 
submit details of background, experience, 
work and character references, present salary. 
All replies acknowledged and held confi- 
dential. 


Box 7344 c/o Automotive News, Detroit 26 
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marily an organization to produce 

business from the Negro com- 

munity, but we intend to do this. 

People aren’t interested in the 

color of my skin; they want a 

deal. 

“The DASG will have a code 
which its members will be required 
to live up to, We'll depend on the 
honor system for its enforcement. 
We feel that a salesman in this 
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POSITION WANTED 





SALES REPRESENTATIVE, Chicago area, 
midwest, $7,500 plus to start, Leading 


automobile direct mail concern, offers 
high earnings, exclusive territory, excel- 
lent future, will train. Box 7320, c/o 


Automotive News, Detroit 26. 


AUTOMOBILE SALESMEN: Do you want 
to live in California? This Chevrolet- 
Cadillac—iong established dealership close 
to San Francisco Bay area, in wonderful 
climate, offers splendid opportunity for 
earnings and advancement for salesmen 
who can qualify, Modern, new plant in 
fastest growing county in northern Cali- 
fornia. Only highly experienced, qualified 
salesmen need apply. Send pertinent facts 
regarding background with photograph 
to Box 7325, c/o Automotive News, De- 
troit 26. 


SALES MANAGER—who wishes to take 
it easy—for 30 year old GM dealership. 
400 cars, new, ultra modern, under one 
roof operation. A-1 man to lead fine sales 
organization. Good salary, incentive and 
chance of buying in as dealer has no 
family to take over. Located in beautiful 
city near Philadelphia and New York. 
Send confidential resume with photo to 
— 7326, c/o Automotive News, Detroit 


SALES MANAGER. Midwest city 25,000. 
Excellent fishing, hunting. 20 years’ suc- 
cessful Chevrolet dealership. 250 car con- 
tract. Moving to new building Sept. ist. 
Give complete resume of experience, ref- 
erences—include photograph. Box 7328, 
c/o Automotive News, Detroit 26. 


LOOKING FOR RIGHT HAND MAN to 
carry overall supervision several dealer- 
ships, car leasing and other enterprises. 
This opportunity is for a thoroughly ma- 
ture and experienced business man with 
executive ability. Position carries excel- 
lent compensation and investment oppor- 
tunities, if desired. Will consider appli- 
cations with complete details only, Reply 
_ 7307, c/o Automotive News, Detroit 








GENERAL MANAGER — Ford dealership, 
volume exceeding 1,000 units annually. 
Owner will delegate major responsibility 
to capable, experienced man. Excellent 
compensation. Preference for southerner 
with volume experience. Will give buy-in 
opportunity, if desired. Send recent pho- 
tograph and complete details in confi- 
dence. Box 7308, c/o Automotive News, 
Detroit 26. 





Own Your Own 
BUSINESS 


We want an ambitious man with 


AMERICAN SURE-CAR CORP. 
Main Office: Dept. E, Sea Cliff, N. Y. 
(See ovr advertisement on Page 28) 





POSITION WANTED 


I AM 30 YEARS OLD with 12 years’ ex- 
perience Ford and GM. Mostly top volume 
and have consistently led in my zone. 
Never saw a red month. Presently, I am 
a big two—200 car dealer. I would rather 
work a volume deal again. Have proven 


out of a hole in the past. Interested in a 
long term contract only. Write Box 7321, 
c/o Automotive News, Detroit 26. 


CONTROLLER—Mature executive with ex- 
ceptional record 


sylvania or New Jersey. 
Automotive News, Detroit 26. 


SERVICE MANAGER, 25 years’ automo- 
tive ex) . Living in Penn. desires 
permanent location in Florida, Box 7339, 
c/o Automotive News, Detroit 26. 















GM PARTSMAN, sober, not afraid of 
work. Six years’ parts plus two year’s 
GM accounting. Prefer Chevrolet or Olds- 
mobile. Will relocate. References. Box 
7309, c/o Automotive News, Detroit 26. 

THOROUGHLY EXPERIENCED Chrysler 
products mechanic. Twenty years’ ex- 
perience. Wants to relocate in California. 
Now working as service and parts man- 


ager, but prefers mechanic or shop fore- 
man, Box 7329, c/o Automotive News, 
Detroit 26. 


ACCOUNTANT-BUSINESS MANAGER. Ex- 
perience with volume (1,200 units) and 
small dealers, wants additional accounts, 
new or used car dealers, in or near Cin- 
cinnati (50 miles radius). Will do ac- 
counting and title work on a daily, weekly 
or monthly basis. Experience through 
financial statement, taxes and daily op- 
erating control. References. Box 7331, 
c/o Automotive News, Detroit 26. 


I AM NOW MANAGING a 500 car 
metropolitan GM deal—profitably. I would 
like to associate myself with a dealer 
who wishes to retire or slack off (man- 
agement basis preferred) 
50,000 or less, West Coast preferred. 
Finest GM recommendations available. 
Will consider making investment if 
necessary. Availability, 30 days. Box 


in a city of 


7337, c/o Automotive News, Detroit 26. 





DEALERSHIPS AVAILABLE 


AGENCY HANDLING MERCURY with 
used-car lot (New York area); low over- 
head, excellent facilities; buy for parts 

and equipment; no real estate. Box 7295, 


c/o Automotive News, Detroit 26. 


AUTOMOBILE AGENCY — HANDLING 
FORD-MERCURY. Purchaser must have 
factory approval; purchase our clean 
stock of Ford and Mercury parts at 10% 
(ten percent) below present cost, and buy 
or lease our new, modern agency build- 
ing. Should return its original parts and 
shop equipment investment in 12 months 
or less. Cuno Motor Sales, Montgomery 
City, Missouri, phone No. 45. 








oe —— 
organization will be less inclineg 
to use tricks.” 

He said from time to ‘time the 
DASG will have special » 
to assist its members sell cars 
profitably. For example, this fa} 
there will be a program to traip 
young salesmen in selling and gg. 
pecially closing. 

Merritt concluded, “We want to 
help raise auto selling to the leyg 
of a profession.” 

ee 


DEALERSHIPS AVAILABLE 


aang 
FOREIGN CARS, over 500 units annually, 
beautiful set-up, fine service, parts sales 


top lines. Southern California’s best area, 
Very profitable, established 1950; par. 
nership available because illness, 
$45,000 required. Box 7301, c/o Autom. 
tive News, Detroit 26. 

i 

DEALERSHIP HANDLING DesoTo 
PLYMOUTH—Near Detroit in a fag 


growing town, Large trading area—only 
Plymouth dealer in town. Annual potep. 
tial 200 units. Will sell for inven 

approximately $10,000. Box 


7314 
Automotive News, Detroit 26. 


c/o 





TRACTOR AGENCY—handling Ford, Dea. 
born and New Holland lines. Purchase 
must have factory approval and buy om 
clean stock of tractor and implemen 
parts at 10% (ten percent) below presey 
cost. This business should return its orig. 
inal parts and shop equipment inves. 
ment in 18 months or less. Cuno Tracte 
Sales, Montgomery City, Missouri, phom 
No. 393. 


VOLVO 


FRANCHISE AVAILABLE 


Sweden's “hot” new model sports sedans 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish buili-to- 
last precision, sports car handling and 


performance. VOLVO dealerships now 
available in our territory: Alabama, Ar 
kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
2221 Milam Telephone CA 434% 
Houston, Texas 
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EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 
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HELP WANTED 


SALES FINANCE EXECUTIVE 
Starting *10,000 - 16,000 


Established, progressive company seeks experienced, resourceful sales finance 


executive to plan, organize, and direct expanding branch operations. Impres- 
sive appearance, strong personality, aggressiveness and drive are essential. 
Personal loan experience desirable, but not required. Bonus, company car and 
expenses, many company-paid benefits. Submit complete resume, business and 
personal references, present salary, and recent photo if available. All replies 
confidential and promptly acknowledged. 


Box 7343, c/o Automotive News, Detroit 26 













Regional Managers 
in the 
Aircraft Sales Management Field 


Beech Aircraft Corporation has positions available for men 
with wholesale administrative and retail sales experience. 
The men selected will be Regional Managers in key creas of 
the United States where they will find ample opportunities 
for personal advancement with Beechcraft in the rapidly 
expanding business aircraft field. 

Applicants should be 35 or under, willing to travel, relocate, 
and hold a current pilot's license with at least 400 hours 
flying experience. Salary range is $6,000 to $9,000. 

Please send a brief resume with recent photo to Roy A. Kunz, 
Executive Employment Division 


BEECH AIRCRAFT CORPORATION 
Wichita 1, Kansas 



































AEE 


eyE\eEERE\ ESS 


“Fs 


gaeEreEESgEre 





| 


a 


































ain 
inclineg DEALERSHIPS AVAILABLE 

STERSHIP HANDLING CHEVROLET 
n Piedmont section North Carolina, At- 


‘ime the fective lease, modern facilities, good lo- 
rograms 4on--185 car potential. Health of part- 
irs forces this 20 year dealership to sell. 


used cars or accounts receivable. Must 
factory approval. Box 7340, c/o 
Automotive News, Detroit 26. 


ee ESS 
RSHIP HANDLING DODGE—Plym- 
in New Jersey. Good building and 
ent, Large lot on corner of main 
highway. Box 7341, c/o Automotive News, 
eile 
GALERSHIP AVAILABLE handling 
Dodge Plymouth and. Dodge trucks. Lo- 
jn West Memphis, Arkansas, 18,000 
jation, only 7 miles from downtown 
is, Tennessee, serving a trade area 


his fa} 
to train 
and e. 
want to 
he leve} 


— 


annually 
Sales r 600,000, Finest and best located 
_ , © ons in the mid-south available for 
50: area, Priced for immediate sale, Contact 
‘tne, pil Klinke, manager, Ben Klinke Motor 
Autom. § Company West Memphis, Arkansas. 


TOOL, COLORFUL COLORADO—Handling 
International 


Lincoln-Mercury and full 


ee er lines. Fine irrigated section. 
DeSOTO. id, modern plant, Near mountains. 
a fas mt living—hunting, fishing. Rea- 


gon: ill health, Box 7332, c/o Automotive 
Hews, Detroit 26. 

A LITTLE—PLAY A LITTLE— 
Dealership handling Buick in county seat, 
in lake and mountain section of Tennes- 
ge. Tops in hunting, fishing and water 
gports. Cool, cool summers, mild winters. 
§-60 car potential, low overhead, high 
gervice absorption—will pay for itself 
frst year. A nice little deal—Hurry! Box 
7333, c/o Automotive News, Detroit 26. 
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BUSINESS WANTED CARS FOR SALE 


ATTENTION 


CAR LEASING COMPANIES 
NEW ENGLAND & NEW YORK AREAS 
We are interested in buying all or part of 
your business. All replies in strictest confi- 

dence. Write to 
S. M. ROSE, Pres. 

FLEET TRANSPORTATION, INC. 

201 East 184th St. Bronx 58, N. Y. 








USED CADILLACS 
FOR SALE 


Two Lines Wholesale 
ask for Ralph Sovel 
Charlie’s Olds-Cadillac 


10225 Grand River 
Detroit, Michigan 





AUTO DEALERS 


STOP FADING PROFITS 
STOP LOSSES @ HIGHLY EFFECTIVE 
NEW CAR DEALER CONSULTANT 


can now assume and will at no cost to 
Qualified New Car Dealers, arrange to 
personally conduct a complete analysis of 
all phases of your operation, to determine 
where and how yov will 









WE 3-5200 
















BUSINESS OPPORTUNITIES CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines, ambulances and hearses, Must be 
sharp. Ridgway, Belmont 4-6611, 2836 
N. E. Sandy, Portland 12, Ore. 


PARTS FOR SALE 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 






SERVICE STATION—(Esso) 4 pumps, 2 
bays. Choice location, Route 9, northern 
New York. Pumps 330,000 gals. annually. 
Rent 1% per gal. Fully equipped, Ideal 
for mechanic, Profitable opportunity. $10,- 
500 complete, (Brokers Protected) Rend- 
log Sales Co.; 1780 Broadway, New York 
City. PL 7-5345. 


SERVICE STATION—4 cabins and picnic 
grounds, lite groceries, 1 acre on national 
highway southwestern West Virginia— 
operating profitably, living quarters. 
Owner retiring, (Brokers Protected) 
Rendlog Sales Co., 1780 Broadway, New 
York City, PL 7-5345. 

SERVICE STATION—(Amoco) Coffee shop, 
living quarters, Anderson trailer and 
property. Choice location on route No. 
9W, New York state. Long established. 







ee 













Increase Your Profits—Reduce Your Costs 
with no obligation and in strictest con- 
fidence. Write now—1 will answer all in- 




















quiries. 


FRANCIS P. WILSON & CO. 


1120 North Lore! Ave. e Chicago 5I, lil. 
EStebrook 9-1938 
























AAA DRIVEAWAY, INC. 






Receipts $28,000. Fully equipped. Profit- ore 
able opportunity. $20,500 complete. CHICAGO Baitim 29, Md. 
(Brokers Protected) Rendlog Sales Co., DRIVERS TO ALL POINTS Phone EDmondson 6-4400 


1780 Broadway, New York City. PL 7- 


5345. ONE CAR... or a FLEET 
























ta” 
its orig. DEALERSHIPS WANTED _ 

—— : WESTERN STATES GM or 
4, phon Ford products. Any size, any price. Cash. 
I have factory approval and guarantee; 


your reply kept confidential even from 
factory. Box 7305, c/o Automotive News, 
Detroit 26, Mich. 
CHEVROLET OR Chevrolet dual About 
125 to 150 deal. Prefer Pacific Coast or 
Rocky Mountain area. Box 7322, c/o Au- 
tomotive News, Detroit 26. 
WLLL BUY LARGE CHEVROLET DEAL- 
ERSHIP. Must have 900 new car poten- 
tial or better. Must be located in south. 
Have factory approval, will pay cash 
or terms. All replies strictly confidential. 
Write Box 7317, c/o Automotive News, 
Detroit 26. 
BuY-ouT WANTED. Experienced. Manage 
qntirely or with dealer until desired per- 
of ownership secured. Box 7342, 
c/o Automotive News, Detroit 26. 


I WILL PUT $10,000 CASH in any going 
GM, Ford, Chrysler or foreign car agency 
in the midwest, for a fair return on in- 
vestment. Private Individual. Presently a 
car dealer. All inquiries confidential. Box 
73M. c/o Automotive News, Detroit 26. 


WANT 500 FORD or Chevrolet, or around 
300 medium deal in upper midwest. Fac- 
tory approval. Ample cash. Would buy 
wed cars, paper, operating properties, 
too. Give full particulars first letter. 
Write Box 7335, c/o Automotive News, 
Detroit 26. 


BUICK OR OLDSMOBILE. 200-1,000 cars. 
Located in Florida, Illinois, Colorado, 
California or southwest. Have cash and 
factory approval. All replies confidential. 
y 7336, c/o Automotive News, Detroit 


ENT? 





WANTED 
NEW CAR AGENCY 


Ford or Chevrolet Preferred 
Have factory approval and ample 
capital 
Write Box 7345, c/o Automotive 

News, Detroit 26. 








BUSINESS WANTED 


WANTED 


Auto Leasing Company 
50 to 700 Cars 


We would like to purchase, for 
cash, an auto or truck leasing 


*saarf 8 


company and/or long-term 
auto lease contracts. Pacific 
coast and western states loca- 
tion preferred. 

All replies will be held strictly 
confidential. 

Box 7303, c/o Automotive 
News, Detroit 26. 





folk, Charleston. 


and 


5 Sedans, Station Wagons, 
Sport Models 
Priced from $1,595 to $2,888 
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DEALERSHIPS AVAILABLE 


SIMCA franchise available! 





Pittsburgh, Philadelphia, Harrisburg, Baltimore, Albany, Syracuse, Utica, Wilmington, 
New Haven, Bridgeport, Worcester, Providence, Camden, Trenton, Richmond, Nor- 


Sell Europe's Prestige Economy Car 


Write giving full details 
Paris Auto, Inc., 41-38 39th Street, Long Island City 4, N. Y. 






SERVICE STATION—(Esso) 4 pumps, 2 
bays and property 172x100. Choice loca- 
tion on route 9 and 20 New York state. 
Receipts $80,000 yearly. Pumps 200,000 
gals. yearly. Modern building, fully equip- 
ped. Substantial profit assured operator. 
A value at $50,500. Terms, (Brokers 
Protected) Rendlog Sales Co., 1780 Broad- 
way, New York City. PL 7-5345. 


SERVICE STATION—(Texaco) 2 pumps, 
garage repairing, tires, batteries, acces- 
sories. Located heavily traveled highway 
central West Virginia. Averages 9,000 
gals. month. Excellent repair volume— 
receipts $50,000. Owner sacrificing. 
(Brokers Protected) Rendlog Sales Co., 
Sed Broadway, New York City. PL 7- 

45. 





Free inside bugscreens provided if desired. 
343 S$. Dearborn WeEbster 9-2264 
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CARS FOR SALE 



















ATTENTON DEALERS 
1955-56 Ford Fairlane 


tudor and fordor lease cars 











All cars kept in excellent operating condi- 
tion, driven by one driver during time of 
service. All cars clean inside and out. 
Some have overdrive and automatic trans- 
mission. 













Automobile Rental Franchise 


FOR SALE 


One of the big three, in the fastest growing 
city in central Florida. 

Established transient and yearly car rental 
business. Terrific opportunity Jee someone 
financially able to operate present business 
and take on yearly lease business. Operating 
30 cars now, could use 50. Present personne! 
can- operate and will stay as long as you 


want. 
ALBRIGHT MOTORS 
119 Snow Street Providence, R. I. 


$200 REWARD 


Leading to the recovery of one 
1957 Mercury Monterey 2-dr. 
sedan. Color: red and white, serial 
number: 57SL24363M. Stolen from 
us by conversion (not covered by 
insurance) by an individual calling 
himself Charles Jackson,  Hills- 
boro, Ohio. Young, heavy set, 
and representing himself as a 
young farmer. 

Any information can be forwarded 
to the following: 


Middletown Lincoln- 
Mercury Co., Inc. 
Middletown, O. Phone: GA 2-4501 







Call, write, or see 


BILL WINTZ 
JOE SIMPKINS LEASING CO. 
6415 Easton Ave. St. Louis 14, Mo. 
Phone: Evergreen 2-6490 












ATT’N DEALERS! 
1956 


FORDS 
AND 


PLYMOUTHS 


ANY QUANTITY! 
PRICED TO MOVE! 


All 4dr. ex-taxis with heater / defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. Many-available with 
power steering and autorhatic transmission. 


a 
Don't walt . . . call, wire or write 


‘CURRY CHEVROLET 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


DEALER SERVICES 


















MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take cor overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 
MILITARY FINANCE CO. 
502 Tioga Bidg., 2020 Milvia 
Berkeley 4, Calif. THornwal! 5-2275 


“Worldwide Financing for Military 
Personnel” 








SCHOOL BUSES FOR SALE 
1953 CHEVROLET with 54 passenger 


Wayne body. Excellent condition, Colum- 
bia Auto Co., Columbia, Penn. 


SHOP EQUIPMENT FOR SALE 
WILL SACRIFICE slightly used Bear 
Brake Tester model 450 and Sparton 
Retriever. Lovell Chevrolet, Dalthart, 
Texas. , 


ANTIQUE CARS FOR SALE 


1910 CADILLAC TOURING CAR — com- 
plete; good general condition, Further 
details supplied by request. Windsor 
Chevrolet Co., Mer Rouge, Louisiana. 

ANTIQUE 1915 FORD. Been on show floor 
for years. Excellent condition, First $750 
takes it. Clay Carriker, Oskaloosa, Iowa. 


MISCELLANEOUS 


TRUCK AND CAR SIGNS made 
with plastic letters. Metal, wood and 
masonite letters also. Brass stencils. 
Signs for every purpose. Jim Ramsey, 

, 175 Jefferson, Lexington, Ky. 














































EXPERIENCED AUTOMOTIVE auctioneers 
to liquidate your entire garage, shop, 
tools, automobiles, etc. If you live any- 
where in the northeastern U. 8. and want 
confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., 
Scotia, N. Y., or Tel. Sch'dy, DI 6-6666 
or EX 9-3102. 











easy 





INVENTORY SERVICE 


Parts and Accessories 
a CERTIFIED REPORTS 


@ Obsolescence Disclosed 


@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 


DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 
PRICED RIGHT 
Automatic Transmission, Heater, De- 
froster, All Good Rubber, Some With 
Power Steering. 
Quantities from 5 to 500. 
Straight Bodies, Good Grilles 
EASY TO CONVERT 







































Write—Wire—or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Blvd. 
Long Island City, N. Y. 
ST 4-635! 
N. Y.’s Largest Volume Taxi Dealer 


West Coast Representative 
AUTOTERIA 
E. 3104 Sprague Ave., Spokane, Wash. 
Phone: Keystone 5-1639 
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Simca V-8 Vedette 


6 Passenger Sedan 
Priced from $1,995 to $2,288 
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TRADE CONNECTION: 
Truck Dealer (] 





BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


Less Guide Cables 
GUIDE CABLES 
DEALERS’ SPECIAL (F.O.8. Factory Net) 
* * 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four oa Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
e 2 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 





SPECTACULAR ELECTRIC SIGN for 
Pontine dealer's used car lot—for sale— 
cheap. Stands 15’ high, topped with 
flasher-type Plexiglas beacon 3° diameter. 
Heavy gauge steel panels (2-sides) 7’ 
wide for dealer's name, Integral flood- 
lights. Cost over $1,400. Like new. Sacri- 
fice at less than half. Harmon Pontiac, 
3077 Mayfield Rd., Cleveland 18, Ohio, 
ER 1-2400. 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5945 si 
COMPLETE with 5 61% 


Guide Cables and 

I re treat... $35.00 
2 4 Point 

TowKinG 


BRAKE HOOK-UP.......... 
Hook-Up 545° 


Tow Bar Sales Co. 


Exclusive Distributors 


Factory 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect "553% 
40 So. Clinton St., Chicago 6, Hl. 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [J 


Manufacturer [] 
Supplier 1] 


On wwweeneccnsccceces 


7-22-57 
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OLDSMOBILE 


FIRST WITH THE FEATURES WITH NEW SALES APPEAL 





AIRWEAVE 
TRILOK 
UPHOLSTERY 
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Another Fashion-First for Olds Dealers! 
Cooler, More Comfortable, Completely Distinctive! 


It gives Olds’ new Airweave Trilok a third dimension, made 


up of individual cushions of air which allow air to circulate 


From the modern miracle of polyethylene fiber, comes 
Oldsmobile’s new Airweave Trilok Upholstery! Thanks to one of 
polyeth’s unique characteristics, plus a new process discovery, between the driver, or passengers, and the seat. 


Olds dealers can offer a new measure of interior comfort and luxury. 
So when Olds dealers speak of new interior comfort, they’re 


Trilok was born when researchers discovered that talking about something special! For new Airweave 


polyethylene fiber shrinks when dipped in boiling water. As a 
result, when polyeth fiber is interwoven with ordinary 
upholstery material and then shrunk, the rest of the fabric is 
pulled into a succession of rounded pillowy shapes. 


Trilok, with its individual “air-pillows,” gives a special kind of 


cooler, more airy driving pleasure. Another Olds feature 
with new sales appeal . . . one more reason why it’s greater 


than ever to be an Oldsmobile Quality Dealer. 


OLDSMOBILE - DIVISION OF GENERAL MOTORS CORPORATION - LANSING, MICHIGA 





